an od ©)». Ol) AV) 1) | Come 
THE METHODS AND NEWS MAGAZINE FOR INDUSTRIAL BUYERS 


“i o 
| 











¥ 


DOESN'T ANYONE READ PLAIN ENGLISH? 


® Careful motorists regard every other driver as a po- design, thorough testing and careful manufacturing to 
tential killer, They have nothing on us. make sure INLAND boxes can “take it.’’ That amen 
INLAND assumes your boxes will be handled by men your product is safe in an INLAND box, even if it 
who can’t—or don’t—read plain English like “handle rides to market like this: 
with care”. dfi ON3 SIHL 
So, while we print handling cautions on your boxes, Why do we work so hard to make sure? Because we like 
we actually depend on quality raw materials, expert to read letters that begin, ““We would like to reorder . . .”” 


MILLS: Erie, Pennsylvania 
Macon, Georgia Ashtabula, Ohio 


Rome, Georgia so r= lec | di l N LAN D CONTAINER CORPORATION 
BOX PLANTS: Biglerville, Pennsylvania Corrugated Fiber Containers 

Middletown, Ohio Dallas, Texas 

Winchester, Virginia Chicago, Illinois 

Evansville, Indiana Baltimore, Maryland Firtners in Progrevs with At meritan Gadustry 
Detroit, Michigan Omaha, Nebraska 


Indianapolis, indiana Louisville, Kentucky 

General Offices: Indianapolis, Indiana 
Milwaukee, Wisconsin Philadelphia, Pennsylvania 
Macon, Georgia South Haven, Michigan 
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You can tell 
the S))S!F’ man 
by his complete line of bearings! 


His complete line of ball and roller bearings can help 
you keep out of deep water! 

You see, his BIEF line includes so many thousands 
of sizes that special-size bearings are often standard 
bearings to him. This fact reduces lead time on your 
orders—speeds-up bearing deliveries to you. 

His skill with bearing application problems also 
comes in handy because he offers all four major bearing 
types. Therefore, his recommendations are always im- 
partial—based on product design requirements rather 
than the capabilities of just one type of bearing. 

When you need replacement bearings call the avu- 
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Here they come—on time with a customer’s bearing order. 


THORIZED S06 pistrisutor first. (He's practically 
next door to you.) He stocks a wide range of SIF 
types and sizes to make sure he gives you fast, local 
deliveries every time. 


6117 


MOTION ENGINEERING 


Advanced ball and roller bearing technology 
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ALL THREE CAN CONTRIBUTE MORE 
TO LOWER UNIT COST 


because of B &W Job-Matched Tubing 


How so? B&W makes sure the purchasing agent gets the proper steel 
tube for the job—when he wants it, at a competitive price. The design 
engineer can choose from B&W’s complete selection of types, grades 
and sizes to put flexibility into his design—economy and efficiency 
into the finished product. The production manager can count on 
B&W’s uniform properties and dimensions for fast, easy fabrication 
—high-speed, low-cost production. In being able to satisfy the specific 
requirements of all three, B&W Job-Matched Tubing assures a high 
quality finished product at the lowest possible unit cost. 

May we tell you more? Just call your local B&W District Sales 
Office or write for Bulletin T-469. The Babcock & Wilcox Company, 
Tubular Products Division, Beaver Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 


TA-1001.6 : TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, rolled rings, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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For Your Special Requirements Use 


EATON-RELIANCE 
COLD FINISHED STEELS 





Eaton-Reliance can furnish shapes in the 
range of .020” x .020” to 14” x ,*,"—rounds 
up through }}” (coils or bars) —cold rolled, 
cold drawn special shapes—keystone—cen- 
terless ground, finished to your specifica- 
tions. Produced by the most modern ma- 
chinery under the most exacting quality Write for our 8-page 
control procedures, you can be assured catalog containing in- 
Eaton-Reliance special steels will meet formation about Eaton- 
your requirements. Reliance cold finished 
steels and non-ferrous 

All steel finishing is done in our own metals. No obligation. 
mill by experienced craftsmen who draw 
and roll steel for ball and roller bearings 
—rings —springs—keys—pins and cold 
heading. Countless sections are available 
including round, square, flat, rectangular, 
step section, keystone and hex. 


Eaton-Reliance also cold finishes several 
non-ferrous metals in addition to carbon, 
stainless and alloy steels. 





as 


6. 3 
RELIANCE DIVISION 

= MANUFACTURING COMPANY 

513 CHARLES AVENUE . MASSILLON, OHIO 


SALES OFFICES: New York Cleveland « Detroit «+ Chicago «+ St. Lovis e San Francisco 
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. with America’s underwater nuclear fleet. In building up today’s nuclear fleet, Electric Boat Division 
of General Dynamics Corporation took to the air. To meet exacting production schedules, the atomic 
submarine shipyard often utilized Emery Air Freight’s speed and reliability to make on-time deliveries 
from suppliers. Emery Air Freight has been part of Electric Boat’s operations for the past five years. 
Emery gives same day or overnight delivery anywhere in the nation. Now you can go far and wide 
for new suppliers to shop for the best at minimum cost. Plan now to take advantage of the speed and 
reliability of Emery by specifying “Ship Emery Air” on shipments from your suppliers. 


Call your local Emery man, or write . 


joi 
Ta 
“MM EMERY AIR FREIGHT 
SXUZZ 801 Second ee N rae be = “ee — ; et in all principal cities. 
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Editorial: Exit, Villain; Enter, Hero 


It’s funny how the P.A., who was regarded as a price- 
fighting villain a few months ago when business was bad, 
is now being honored for holding the line against inflation. 
Despite the praise the P.A. is now enjoying, it’s no time 
to let up. 


Case Study in Modern Purchasing 


A comprehensive report on how the highly skilled purchas- 
ing department at Minneapolis-Honeywell’s Aeronautical 
Div. handles an extremely tough buying job. Of particular 
interest is the way the department measures its own, as 
well as its vendors’ performance. 


Are Blanket Order Contracts Legal? 


In most cases yes. But if they tend to restrict competition 
they may be violating the antitrust laws. 


Beware of Illegal Trucking 


Sharp operators have thought up a myriad of dodges to 
get around the Interstate Commerce Act. The purchasing 
agent should know how these subterfuges work so that he 
can help protect legitimate carriers. 


Operation Overhaul Cuts Paperwork 


By simplifying and streamlining standard purchasing tech- 
niques, one purchasing department has been able to handle 
a 91% increase in its workload with no increase in staff. 


How to Measure Purchasing Activity 


Work sampling is a technique a purchasing executive can 
use to find out exactly what his department is doing. It 
takes him to the jumping off place for improving his de- 
partment’s efficiency and cutting purchasing costs. 
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This Allen screw passes 
multi-million-cycle test 
under high load conditions 


BAKELITE MOUNT BAKELITE MOUNT 


PHOTOMICROGRAPH OF ALLEN CAP SCREW THREAD 


50X Magnification—unretouched 50X Magnification—unretouched 
Here you see a competitive socket-head cap screw where thread 


laps and deep decarburization (lighter area running through roots of | NOW 00k at this Allen Socket Cap Screw. Photo was taken during 
inde Maid miaenaere talture of the screw. When used under regular quality control test and shows no thread lap or decarburization. 
high load conditions in an outboard crankshaft-connecting rod-piston ote ene ce — meperens ——— wen MIL-B-7838A 
assembly, such a screw failure would cause great motor damage. ae en ee 


PQA is the symbol of unquestioned quality at Quality checks like the one illustrated confirm 
Allen. It stands for constant quality control from PQA every step of the way through Allen’s manu- 
rigid upgrading of incoming raw materials to ship- facturing process. Remember . . . it costs no more 
ment of finished products—plus an unconditional to have genuine Allens right from stock, and they 
guarantee that backs up every order! are only a minor fraction of your assembly costs. 


Genuine ALLEN products are available only 

through your ALLEN Distributor. He maintains 

complete stocks close by to help cut your 

freight costs, inventory, warehousing and han- 

dling. He offers fast, single-source service. He 

knows ALLEN products. And he makes ALLEN 

Engineering Service available to you any time MANUFACTURING COMPANY 
Call him! HARTFORD 1, CONNECTICUT, U.S.A. 


Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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Pulse of Business 


Industry Must Boost P RODUCTIVITY is the key word for 1962. Major industries ane 
- convinced that mere recovery from the recession is somewhat futile 
Its Productivity unless they can achieve a higher rate of output per man hour. The 
reasons: first, to make up for the losses when business was slow; 

second, to make their operations more efficient. 
Industry thinking along these lines is reflected in the tougher 
stand taken by auto manufacturers which led to the walkout at 
General Motors when it appeared that major issues had been settled. 
When it came to work conditions, the company froze on disputes 
over coffee-breaks, wash-up time, and the right to order over-time 

when necessary. 


Wage Issue Becomes It appears that from here on in, the so-called economic issues in 

Less Important labor negotiations can be settled fairly quickly. Management ap- 
pears willing to go along with higher pay scales if—and it is a big 
if—they are assured of a corresponding rise in productivity. 


The auto companies undoubtedly were aware of the bargaining 
difficulties they were going to encounter in their desire for increased 
productivity. They knew that this issue might upset any chance for 
a quick settlement. The steel companies were also aware of the 
situation, betause of the reluctance of their auto customers to 
replenish steel stocks at the rate needed to make it certain there 
would be enough cars on hand to meet the first rush of orders for 
1962 models. 


Fortunately, steel orders from other industries have offset the 
lag in auto demand. September will probably be an outstanding 
month for plates and structurals and will bring considerable im- 
provement for tubular products. 

Without labor difficulty in the auto industry, steel-makers might 
have attained 80% of capacity before the year ended. That goal 
now seems remote. (Turn Page) 


Industrial Production Reaches Peak 


Fed. Res. index 1957—=100 
for seasonal 


Reflecting record industrial pro- 
duction both durable and non- 
durable manufacturing output 
continues to move up. Durables 
were three points higher at 108 
(1957=100) and nondurables 
advanced a point to 119. 
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NEW—TWO LOW-COST MINIATURE BALL BEARING LINES 


New Departure ABEC 3* and ABEC 5* miniature ball bearings now offer manufacturers of 


precision miniature potentiometers, gear trains, motors and similar precision products the opportunity 
to reduce bearing costs substantially. 


New Departure ABEC 3 and ABEC 5 bearings can be used wherever the high precision and perform- 
ance of ABEC 7 bearings are not required. They offer the engineer greater design versatility—he 
can select the most economical bearing for each application. Moreover, New Departure ABEC 3 
miniature ball bearings can be used to upgrade products presently using precision sleeve bearings. 


New Departure will continue to offer super precision ABEC 7 miniature ball bearings for your highly 
critical applications. 


If you are planning a re-evaluation of your miniature bearing applications, it will pay you to consult 
the N/D Sales Engineer in your area. His assistance may help pave the way to reduced parts 
cost or enhance the quality of your product. For more information, write for booklet AST, 
NEW DEPARTURE, DIVISION OF GENERAL MOTORS CORPORATION, BRISTOL, CONN. 


*Bearing tolerances as established by the Annular Bearing Engineers Committee of the Anti-Friction Bearing Manufacturers Assoc. 


NEV DEPARTURE 


MINIATURE AND INSTRUMENT BALL BEARINGS 
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Pulse of Business 


PRODUCTION 


President Kennedy’s Council of Economic 
Advisers estimates the steel industry will be 
earning 10 to 12% of net worth after taxes 
if the operating rate reaches 80%. This, they 
believe, will hold true even with the higher 
pay scales due after October 1. Operating at 
70%, as it was in the middle of September, 
the industry will be making 7 to 9% after 
taxes, according to the Council. 

The steel industry was slow in answering 
the President’s plea for holding the price line. 
It has built a good case for passing along some 
part of the wage increase, and certainly, small- 
er steel producers will be hurt if they cannot 
obtain a price hike. However, in a situation 
where supplies are sufficient to meet demand 
it’s difficult to argue for an increase. As it is, 
if a real boom develops, the steel companies will 
still be in a position to get something akin to 
higher prices through elimination of upgrading, 
longer credit terms, and through premiums for 
quick delivery. 

The President points out that the steel com- 
panies, by showing a willingness to absorb the } 
latest wage increase as they have previous 230F ¢w Dodge Cort 2 
ones, will be in a strong bargaining position to 220} 1947-49=1 
hold down wage demands when it enters col- 10 Lt. ra 
lective bargaining negotiations next spring. . g ~ oo eS Sa a eee 

But this has the appearance of “pie in the 
sky” for the steel industry, unless they can be 
assured that a similar plea for restraint goes BA Machine Tools 
out to the United Steel Workers of America — eae 
immediately prior to the start of bargaining. NEW ORDERS 

It is fully possible that the steel producers 31 ae Se 
can obtain such a commitment. There is evi- 
dence the President is making a serious effort 
to convince the business community that he is 
not anti-business. Strong business opposition 
is something the Administration must avoid, 
if it is to put through all its financing pro- 
grams, defense measures and foreign aid plans. 

(Turn Page) 
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Ex-Cell-O 
Drill Jig 
Bushings 


Uniform Hardness, Uniform Quality 
in More Than 11,000 Cataloged 
Bushings for metal or plastic jigs! 


In stock now from coast to coast, 
Ex-Cell-O Drill Jig Bushings are made 
from the finest chrome-alloy bearing 
steel, precision-ground inside, outside 
and under the head. Steel bushings 
are held to consistent 62-64 Rockwell 
C Hole hardness. 


Ex-Cell-O carbide bushings are made 
from the finest material available. 


Select from one of the largest 
inventories in the U. S. 


FREE DATA—See your local Ex-Cell-O Repre- 
sentative or Distributor for catalogs and bulletins 
on Drill Jig Bushings and other jig and fixture 
cost-cutters. Or contact Ex-Cell-O direct: Phone 
TOwnsend 8-3900; TWX—DE 876; Wire ZTC. 


COMPONENTS FOR ALL YOUR JIG AND FIXTURE NEEDS—AVAILABLE 
IMMEDIATELY FROM A SINGLE, RELIABLE SOURCE! 


, Fixture Components—Clamp as- 
semblies and fixture details. ‘a 


Stes 
= ie 
Lift-Swing Fixtures—For fast — 
drilling of difficult holes. p) 
\ I ae 


Micron Sections—Cast-iron 
shapes precut to your needs. 


Reader Service Card Number is for Drill Jig Bushing Literature only. Request 
literature on above items separately. 


61-18 BU 


-CELL-O FOR PRECISION 


PRECISION CHIN TOOKGRGRINDING (NO GORING SPEND. CS - CUTTING TOOLS + QAll PINS ANI 
ANGS + ORILE J1G BUSHINGS 6 HG AND F1XTUREGOMPONENT s - TORQUE ACT UATOR$ = CONTOUR 


GAGES AND GAGINGAQUIPMEWEe GRANITE SURFACE PLATES « COMPUTER PRODUCTS ams ISCEL- RATION | ; oa 
TANEOUS PRC Oc PARTS smnamriC ENERGY EQUIPMENT - YA T Eee CRAGING Ef " orraorra Ae ec 7 | 
s* 5 ‘ P é 
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Pulse of Business 


Business stands to gain from the Adminis- Bil.$ 
tration’s overtures since they give promise of 19 
a tax overhaul program that would make im- 18.8 
portant concessions on rapid amortization for 18.6 
capital outlays. In addition, business may find 18.4 
the Administration more receptive to its pleas 18.2 
for relief from import competition. 18 
The Administration has demonstrated an 178 
ability to achieve important concessions on im- 176 
ports from exporting countries without re- 74 ! Dept. of Commerce 
course to higher tariffs or imposition of em- 172 (adjusted for seasonal variation) 
bargoes. The cotton textile negotiations in AUG SEPT OCT NOV DEC JAN FEB MAR APR MAY JUNE JUL AUG 
Geneva and subsequent bargaining sessions in T 1961 
Tokyo with Japanese producers is an example. 000 
In the Geneva sessions, attended by mos* Cars 
countries which export large amounts of tex- 2700 
tiles, the State Department assisted by textile 2600 
industry advisers, worked out a_ short-term 2500 
arrangement to secure a “measure of re- 2400 
straint.” Under this plan exporting nations 2300 
agreed to adhere to export levels prevailing 2200 
in the twelve-month period ended June 30, 2100 
1961. The participating countries plan to meet 2000 


again next spring to make recommendations 1900 F Assn. of American 


for a long-term solution to the project. 1800L_—_L__ 


In the meantime, Japan, which had made a 
voluntary restrictive agreement with the 
United States on textile exports several years 
ago, asked for a review of its unilateral ar- 
rangement with this country. Japan argued 
that it was being unduly discriminated against, 1700 
because other Asian textile-producers like those os 
in Hong Kong, had usurped a large portion of 1600 
its market while the Japanese were exercising 1500 
restraint. 1400 

After prolonged negotiations, the State De- 1300 
partment announced that it had hammered out 1200 
an agreement giving the Japanese the right to 1100 
increase their exports by about 7 to 8%. 1000 a tae 


Mil.$ 
1900 
1800 


FINANCE 


750 
73 
710 
6 
670 
650 
630 
610 
590 


57 OF Dow Jones industrial Average 
Federal Reserve 550 


EPT OCT NOV DEC JAN FEB MAR APR MAYJUNE JUL.A T NOV DEC JAN FEB MAR APR MAYJUNE 
1961 19¢ 


CONSUMER CRED! 


INSTALLMENT CREDIT 
ClueuE 
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A SIMPLE. . 
MATTER OF ‘Reon 
SELECTION ae | 


COUNTERBORE SETS 





COUNTERBORES— > 
<¥ 
eo 
COUNTER SINKS, 


HOLDERS, PILOTS 


FLOATING TAP 
DRIVERS 





INSERTED 
BLADE 
FACE MILLS 


MULTIPLE 
DIAMETER 





GROUND AND UNGROUND 
FORM-RELIEVED CUTTERS 





MULTIPLE STEP 
BORE REAMERS 











TIPPED BROACH SECTIONS 





' 


INVOLUTE SPLINE 
SHELL TYPE BROACHES 





Every standard and special tool is of sut 
one quality—the finest available. Since 
1921, Continental has specialized in cost- 
saving cutting tools (just a few of which 
are shown at left), producing design in- 
novations in hardened, high-speed tool 
steel, carbide and special-alloy cutting 
materials. 


Available in the types and sizes required 
to do the complete job from rough to 
finish, Continental Cutting Tools are job- 
tested in the toughest proving ground— 
Ex-Cell-O’s own machine tool and pre- 
cision parts production lines. As a result, 
they come to you ready fo increase the 
output of even your best machines! 


Continental engineers will be glad to work 
with you in selecting the correct CTW 
Cutting Tool for long life and maximum 
performance. See your local Ex-Cell-O 
Representative, or write direct to Conti- 
nental Tool Works Division for full details. 
In Canada, contact your local Ex-Cell-O 
Sales Associates Representative or write 
direct to Colonial Tool Co., Ltd., Windsor. 


ontinental oan 


DIVISION OF 


EX: CELLO 


CORPORATION 
DETROIT 32, MICHIGAN 
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Straws in the 
Trade Wind 


®& BUSINESS FOR SMALL BUSINESS—AI- 
most $121 million in prime government con- 
tracts were awarded to small businesses by the 
Small Business Administration, the latest SBA 
report shows. The awards were made through 
the cooperative set-aside program of the SBA 
and government procurement agencies. Over 
$100 million of this amount was awarded by 
military agencies—with the remainder being 
issued by civilian agencies. 


®&> ANALYZE BILLS OF LADING—P.A.’s 
should be careful not to overlook the bill of 
lading as a prime source of statistical trans- 
portation data. A leading oil company has its 
shipping department prepare a monthly ab- 
stract of all major outbound shipments indicat- 
ing destination, customer, tonnage, and carrier. 
The analysis helps them determine the effect 
of proposed rate increases on transportation 
costs, amount of business they are giving the 
carriers. 


> HOW FOREIGN COUNTRIES BUY—A 
new pamphlet, published by the Commerce De- 
partment’s Bureau of International Business 
Operations, lists purchasing agencies of over 
45 countries located in the U.S. The pamphlet, 
No. 61-42 in Part 2 of the World Trade Infor- 
mation Service, lists names and addresses of 
foreign government missions having procure- 





For the P.A.’s Hot File... 


Demand from purchasing agents is 
rising for all types of industrial machinery, 
Says Standard & Poor’s financial report- 
ing service. Assembly tools, large com- 
pressors, motors, and other production 
machinery are expected to show the 
sharpest gains. Most of the machinery 
suppliers have larger order backlogs now 
than they did earlier in the year and the 
outlook for the next few months is even 
better. 
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ment functions here. It is available for 10 cents 
from the Government Printing Office, Wash- 
ington 25, D.C. 


> FASTENER SHIPMENTS RISE—Ship- 
ments of industrial fasteners—a good short- 
term economic barometer because nuts, bolts, 
screws, and rivets are generally purchased for 
immediate use—were up again in the latest 
monthly tabulation of the Industrial Fasteners 
Institute. Its index rose four points to 94 (1956- 
58—100), the highest level since September 
1960. This was the third consecutive month the 
index has moved up. 


» BUSINESS GETTING BETTER—“Business 
conditions again show snap and vitality,” says 
the N.A.P.A. business survey committee in its 
August report. The report notes that “competi- 
tion and idle capacity have thus far checkmated 
a broad price increase.” In addition, “capital 
expenditures show definite signs of increased 
forward planning, sparked perhaps by hopes for 
an improved profit outlook.” 


» CONSUMER PRICES HIT HIGH—The con- 
sumer price index rose 0.4% in July to a record 
128.1 (1947-49—100). This marks the largest 
monthly advance since October 1960. A rise of 
0.9% in food prices was responsible for most 
of the gain. 


®» RAILROAD INCOME DOWN SHARPLY— 
Net income of Class I railroads for the first 
seven months of 1961 was down to about $81 
million, says the Association of American Rail- 
roads. This is far below the $248 million earned 
in the corresponding period last year and the 
$339 million net income achieved in the similar 
period of 1959. The 22 rail carriers in the East- 
ern District lost a whopping $82 million, while 
both the Southern and Western railroads 
turned a profit. 


> COST OF MANUFACTURING—In the ma- 
jor industrialized areas of the world, manu- 
facturing costs are generally lower than in the 
United States. However, higher costs are more 
prevalent in the less industrialized areas, says 
the National Industrial Conference Board. The 
geographic area of operations, says the NICB, 
has a greater influence on international com- 
parative costs than either the product or the 
industry. 





Here’s how ARROW FASTENER Co. gets 


Truarc’ Retaining Rings FREE! 


U.S. PAT. NO. 2,837,812 


Mechanized Ring-O0-Mat® designed by Truarc Engineers 
doubles stapler production for saving of $2500/year 


Arrow Fastener Co., Inc., Brooklyn, N. Y., uses three 
Truarc Series 5144 reinforced E-rings to secure com- 
ponents in its Model T-50 compression stapler. Origi- 
nally, Arrow operators installed the rings by hand with 
conventional applicators and dispensers. Fast? Sure — 
but Truare engineers suggested to the company how 
the job could be done even faster and more economi- 
cally by mechanizing the entire ring assembly operation. 


Working closely with the Arrow engineering and 
production staff, Truarc mechanization engineers de- 
signed the unique Ring-O-Mat shown above. The unit 
installs the three E-rings in a single operation, twice 
as fast as the former hand method. Savings with the 
equipment are $2500 a year — enough to pay for all 
the rings the company uses! 


interested in getting your retaining rings FREE? 


Bulletin 459-13 describes a number of assembly techniques for mass-production 
ring installation. Write for a copy or see your Truarc representative. 


WALDES KOHINOOR, INC. 


47-16 Austel Place, Long Island City 1, New York 


Here’s how the Ring-O-Mat works. The Truarc rings 
are supplied in tape-wrapped Rol-Pak® cartridges 
which are loaded on vertical magazine rails at the cen- 
ter of the unit. To install the rings, the operator merely 
places the stapler in a nest at the front and pushes the 
control buttons . . . the Ring-O-Mat does the rest! 
Applicators connected to the air cylinders grasp the 
bottom ring in each stack and move forward, seating 
the rings in accurately located grooves pre-cut in pivot 
pins extending through the body of the stapler. When 
the rings are fully seated, the applicators are with- 
drawn automatically and the operation is completed. 
Simple, fast, fool-proof — a typical example of how 
Truarc retaining rings lend themselves to mechanized 
assembly. A good example also of how you get more 
than a fastener when you buy Truarc! 


OlTRUARG 
se RinesN° 
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Pulse of Business 
Sales, Inventories, Orders 


e Manufacturers’ Sales, Orders 
And Inventories Up in July 


Manuracturers’ sales and new orders 
continued to rise in July. Inventories also ad- 
vanced moderately, with the accumulation oc- 
curring mostly in durable goods. 

Sales increased $200 million to $31.1 billion. 
Most: of the rise was in the durables industries, 
such as primary metals, nonelectrical machin- 
ery, lumber, and furniture. 

New orders were up $100 million to $31.2 
billion—the highest point in more than two 
years. Substantial increases in orders placed 
with aircraft, electronics, and primary metal 
suppliers were partially offset by declines 
elsewhere. 

Stocks rose $200 million to $53.6 billion as 
hard goods manufacturers stepped up inven- 
tories to meet increasing production schedules. 
Inventory building was confined to the metals, 
electrical machinery, and aircraft industries. 





Manufacturers’ Sales 
Seasonally Adjusted ———- of conte Toly to) 
All Manufacturing Industries ‘ cake wa ; ; 30, F ; 4 - 37,080 
Durable-goods industries 2 ie 
Primary metal..... 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass............... 
Non-durable goods industries....... 
Food and beverage ... J: 
| er ; 
A oe 
Seiten vecséavcvase 
Chemical........ 
Petroleum and coal 








Manufacturers’ Inventories 
Seasonally Adjusted ns of nena 
All manufacturing industries. . 


7 54,900 
Durable-goods industries................. 


32,059 
4,750 
3,330 

10,580 
7,340 
1,900 
1,440 


Transportation equipment............. 
Lumber and furniture............... 
Stone, clay, and gloss. 


Non-durable goods industries. ..... > 


22,850 
Food and beverage 


4,940 
1,940 
2,690 
1,610 
4,140 
3,290 
1,230 


Textile 
Mates ciesadeegansearicens , 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manutacturing industries 29,190 ’ 30,440 31,090 
Durable-goods industries 


13,840 ‘ 14,380 14,800 
Non-durable goods indusivies.............cccccccccccccceccccncccccceceees 15,350 , 16,060 16,290 





(r) Revised. (p) Preliminary. 
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“The Gravity Kid” shows how 





CONTOUR-WELDED STAINLESS TUBING 
DEFIES CORROSIVE ATTACKS 


It’s smoother inside than any other tubing —welded or 
seamless— because the patented* Contour-welding proc- 
ess virtually eliminates the weld bead. And this smoother 
surface ensures greater resistance to corrosion—simply 
because there are fewer focal 
points for corrosive attack. 
You see, in conventionally 
welded tubing, gravity pulls 
the molten metal down into the 
tubing. This forms a bead that is 
difficult to remove by cold work- 
ing. And cold working can lead to 
undercuts that become focal areas for corrosive attack. 
Contour-welded tubing, however, is welded at the bot- 
*U.S. Patent 2,716,692 


tom. Gravity still pulls the molten metal down. But now 
the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. 
And even on the O.D., the weld seam closely conforms 
to the tubing contour. 

Contour-welded tubing is smoother, too, than seam- 
less. That’s because it’s formed from uniformly rolled 
strip steel, whereas seamless is extruded or pierced. 

But get full details on this corrosion-resistant tubing 
Send for our free 48-page manual on Contour-welded 
tubing in sizes from 1/8” to 40” O.D.—in stainless and 
high alloy steels, titanium, zirconium, zircalloy and 
Hastelloy.* 


*Trademark Haynes Stellite Co 


TRENTWELD*’stainiess and High Alloy Tubing 


Trent Tube Company, a Subsidiary of Crucible Stee! Company of America. General Offices and Mills: East Troy, Wisc.; Fullerton, Calif, 
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® Tin Prices Decline on 
GSA Move to Sell Surplus 


® August Zinc Deliveries 
Hit Sixteen-Month High 


fs IN PRICES dropped recently with the an- 
nouncement by the General Services Admin- 
istration that it had asked Congress to waive 
the six months waiting time for disposal of tin 
from the United States stockpile. 

Immediately involved are 10,000 tons out of 
the 50,000 tons of excess pig tin in the na- 
tional stockpile. GSA says that if the tin is 
made available for sale, it will be released in 
small quantities in order to prevent disruption 
of the normal markets. 

The U. S. government has received several 
requests since early summer from the Inter- 
national Tin Council to release some of its tin 
stockpile to ease the world scarcity. The coun- 
cil, which does not include the United States 
(the world’s largest user of tin), consists of 
the six major world producing nations and 14 
major consuming nations. 

Among the reasons for the current world 
scarcity, estimated at around 20,000 tons in 
1961, are: the loss of production from the 
Congo because of the political unrest there; less 
output from Indonesia due to several monsoons 
earlier this year; closing of high-cost mines 
in Malaya and Indonesia because of past low 
prices; and steadily declining production from 
government-operated Bolivian mines. 


Zinc: Sales of zinc have been steady. While 
purchases by steel company buyers have been 
good, P.A.’s for die casters still have not come 
into the market to any great extent. 

Zinc suppliers anticipate a definite improve- 
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Pulse of Business 
The Trend of Prices 


METALS AND METAL PRODUCTS 











NONMETALLIC MINERAL PRODUCTS 
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FARM PRODUCTS 
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Rollpin won't mushroom or telescope 


There are no installation or removal prob- 
lems with Rollpins. Because of their column 
strength they can be readily driven with a 
hammer, removed with a punch without 
bending or collapsing. Of course production 
line tooling such as an arbor press, a pneu- 
matic hammer . . . even a hand riveter .. . 
is ideal for Rollpin insertion. 


Rolipin won't damage or enlarge hole 


With smoothly chamfered ends providing 
an easy lead-in, Rollpin is compressed into 
complete conformity with the shape of the 
hole. The exclusive, v-shaped, coped corner 
design eliminates possibility of damage to 
the hole walls. They prevent any possible 
scoring action as the pin is driven and in- 
sures uniform insertion and removal char- 
acteristics. The benefit to you: the same pin 
can be reused in the same hole. 


Rolipin exerts EVEN pressure 


In some fasteners, only a portion of the fas- 
tener shaft does the actual holding. Rollpin, 
however, exerts a uniform pressure around 
the entire inside surface of the hole—giving 
you maximum holding power and superior 
resistance to vibration. 

Split tubular construction assures uni- 
formity of heat treatment that is difficult to 
obtain with spiral types of pins; there is an 
even plating “throw” inside the pin as well 
as outside for superior corrosion protection. 


ONE TYPE of Rolipin does EVERY TYPE of job 


Versatile Rollpins will replace at least 12 
different types of fasteners. Every Rollpin 
can be hopper-fed, can be installed with a 
single operation. They are available, from 
stock, in a wide range of lengths and in 
diameters from 1/16” to 1/2”. Manufac- 
tured from carbon or corrosion resistant 
steels and beryllium copper. 


if Dept. R59-915, Elastic Stop Nut Name 
Corporation of America 
® 2330 Vauxhall Road Title 
Union, New Jersey 
Firm 


(C Please send me ROLLPIN 


ELASTIC STOP NUT samples 


C1) Please send me ROLLPIN 


CORPORATION OF AMERICA bulletin 




















For More Facts Write No. 164 on Information Card—Last Page 
PURCHASING 





Pulse of Business 


More on Price Trends 


ment in sales in the fourth quarter. An auto- 
mobile upturn at that time could boost sales of 
zine considerably. 

Deliveries of all grades of zinc in August 
moved to a 16-month high. This coupled with a 
decline in production to the lowest level since 
November 1960 resulted in the first sizable cut 
in smelter inventories in some time. Shipments 
last month totaled 84,271 tons, production fell 
more than 5% to 65,757 tons, and inventories 
stand 188,090—the lowest in eight months. 


Copper: Copper supplies will probably remain 
tight at least until November. That’s because 
the U.S. and Chilean mines where strikes ended 
recently won’t get back into full production for 
some time. 

Because of the recent stoppages and fears of 
possible shortages, demand from copper fabri- 
cators is up slightly. Shipments of refined 
copper last month were about 135,000 tons. 

Purchasing agents have been showing little 
interest in the outside dealer market where 
sales are made above the custom smelter and 
producer price. Smelter sales booked for deliv- 
ery next month are being made on the average 
price basis—a possible indication of a rise in 
custom smelter quotations. 
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Lead: Lead sales have been down slightly in 
recent weeks. Most orders have been for 
prompt delivery in scattered carload lots. 

Some buyers believe that recent barter deals 
removing 100,000 tons of surplus lead from 
the world market will keep prices firm but 
won’t push them up. The U. S. government 
acquired the lead from Australian producers 
in exchange for American agricultural surplus 
and an agreement that the two foreign nations 
would each reduce their annual output of lead 
by 50,000 tons. 
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Udylite Full Automatic Rack Plating Machine photo- 
graphed on April 4, 1961, at the Chromcraft Corporation, _ 
First placed in operation on October 1, 1950. 64’ 4 long, 
12’ 4” wide, with a ceiling height of 15’ 1”. Racks are 
30” x 30” x 60” and tanks are 6’ 6” deep, 56” wide. 














UM tem wears ! 


Udylite Full Auto- 
matic plates 13 
miles of tubing 
per day for metal 
furniture leader! 


“Our Udylite Full Automatic Rack Plating Machine has more than met extremely 
heavy production schedules over the last 10-year period—without any significant 
downtime other than process change-over,” states Mr. Irwin C. Keefer, Vice 
President of the Chromcraft Corporation, St. Louis, Missouri. HJ A leader in 
the metal furniture industry, Chromcraft Corporation produces more than 500 
tables and 3,000 chairs per day. Tubular metal legs and frames are first bright 
nickel plated in a Udylite Incomparable “66” Process bath. Later they are chrome 
plated or finished with a gold aniline epoxy coating. HI ‘“‘We selected this return-type automatic on 
the basis of successful past performance of our other Udylite equipment. The need for increased 
production with uniform high plating quality, ease of operation 


—— 
and reduced maintenance requirements were additional con- / 


Udylite 
siderations of importance,"’ continues Mr. Keefer. Hf To find out eee 


7 
/ 
\ 
~s 
i — 


how a Udylite Full Automatic, engineered to meet your specific THE U DYLITE 


plating requirements, can improve your production and profit CORPORATION 
p a-$3, DETROIT 11, 
picture, contact your local Udylite Representative, or write: MICHIGAN 
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Why Ammonia? 


Because it costs so much less than hydrogen. In 
cylinders, less than half as much. In bulk, about 
one-fourth! 

When you’re saving as much as $10.00 per 1,000 
c.f. of atmosphere, you soon recover the cost of a 
dissociator. Then, too, consider the safety and 
storage factors. With ammonia, the only flammable 
gas present is the gas you’re using. Ammonia storage 
equipment does not present a flammable safety 
hazard. 

Dryness of the atmosphere is important, too. 
With dissociated ammonia, a dew point of —60°F. 
can be obtained without drying equipment. 
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uses Armour anhydrous 
ammonia to ‘‘clean”’ 
electronic tube components 


At Sonotone’s Tube Division, grids, con- 
nectors, plates—all metal tube components are 
passed through an atmosphere derived from 
Armour ammonia. In this cleaning operation, 
dissociated ammonia removes oxides and 
flushes out other vaporized impurities. 


Why Armour? 


Says Sonotone’s maintenance supervisor, Jack 
Richardson: ‘‘We know from ten years’ experience 
that we can depend on the high purity and uniform 
quality of Armour ammonia. Also, we know we can 
count on Armour’s expert technical service.” 


When you buy Armour ammonia, you have no 
doubts about purity. Every cylinder, every tank 
truck is tested, after filling, to make sure the 
ammonia is at least 99.98% pure when delivered. 


Another advantage: Fast delivery from 171 distribu- 
tion points across the country. See your Yellow 
Pages for the stock point nearest you. 


AMMONIA SALES: Cylinder, Tank Truck, Transport and Tank Car Service 


Armour Industrial Chemical Company 


One of The Armour Chemical Industries 


110 North Wacker Drive 


e Chicago 6, Illinois 
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Washington Report 





Defense Supply Agency Will 


Consolidate Military Buying 


After many starts and false starts, the Defense Department is finally setting up a 


centralized procurement agency. When fully operational, it will control inven- 


tories of around $21 billion. Here’s the complete story on this major new military 


buying agency. 


Procurement and supply 
management for the armed serv- 
ices will soon be centralized in 
a single agency in the Depart- 
ment of Defense. Called the De- 
fense Supply Agency, it will con- 
solidate buying activities now 
carried on under the single man- 
agement system adopted a few 
years ago. 

Under the single management 
system, one of the three armed 
services has the job of manag- 
ing, procuring, and distributing 
supplies of specific classes of 
items. Under this arrangement, 
the Army handles subsistence, 
clothing and _ textiles, traffic 
management, general supplies, 
automotive supplies, and con- 
struction supplies. The Navy 
buys and distributes petroleum 
products, medical supplies, and 
industrial supplies. All these 
items will come under the juris- 
diction of the new agency. 

The decision to create a sup- 
ply agency directly responsible 
to Secretary of Defense Robert 
McNamara came after a long 
period of friction between the 
services over a _ vital point: 
which one would assume the sin- 
gle management of electrical and 
electronics material. Now pro- 
curement and supply manage- 
ment of these items will be cen- 


SEPTEMBER 25, 1961 


By A. N. Wecksler, 


Washington Fditor 


tralized in the new 
soon as possible. 

In addition, the Defense Sup- 
ply Agency will determine 
whether to extend its function 
into the areas of industrial 
production equipment, chemical 
supplies, and aeronautical spare 
parts. 

Currently, the inventory un- 
der the control of the various 
single managers is approximate- 
ly $3.7 billion. If all the func- 
tions under study come under 
the new agency, the total value 
of integrated management in- 
ventory could be about $21 bil- 
lion. 


Will Save $2-4 Billion 


Department of Defense offi- 
cials estimate that centralized 
control could lead to an inven- 
tory reduction of between $2 and 
$4 billion. 

As a practical matter, the 
functions and personnel of the 
Single Managers will be trans- 
ferred to the new agency. The 
only immediate significant dif- 
ference will be that the Defense 
Supply Agency will come direct- 
ly under the Department of De- 
fense. Single Managers now re- 
port to the Secretaries of the 
respective military services. 

At a recent press briefing in 


agency as 


Secretary of Defense Robert 
McNamara is moving swiftly 
towards centralized military pro- 
curement and supply manage- 
ment. His latest action: estab- 
lishing a Defense Supply Agen- 
cy in the Pentagon to buy com- 
mon use items. 


the Pentagon, many questions 
that purchasing agents have 
about the Defense Supply 
Agency were answered by De- 
fense Department Officials. Pro- 
viding the answers were Secre- 
tary McNamara, Cyrus R. 





EXIDE POWER PACKAGE 


Exide Industrial Marketing Division, The Electric Storage Battery Company, Philadelphia 20, Pa. (ESB) 


85 AMP-HR-—ONLY 22% in. HIGH! 


Here’s the new high in battery capacity for 
electric industrial trucks—the Exide-Ironclad 
TSC Battery. It is available right now and 
it will fit in the battery compartments of 
your present trucks without modification. 
It conforms to the design thinking for 
future trucks as expressed by truck 
manufacturers. 


This battery offers a capacity of 85 amp-hr 
per positive plate—increased from the pre- 
vious highest available capacity of 80 
amp-hr in the Exide-Ironclad TGS—and 
still with over-all height of 22% in. The 


ek Rees MRS TREES 


het 4% 





New tubing boosts battery capacity 

Side view of tubing magnified twice size shows 
the fine mesh with thousands of pores for easy 
flow of electrolyte. Holds active material 
firmly against loss. 


length and width dimensions of the bat- 
tery are also unchanged. Therefore the 
new battery occupies the same space as 
present batteries. 

A unique feature of the Exide-Ironclad 
Battery is the tubular construction of the 
positive plates. With the square-shaped 
tube, introduced over a year ago in the 
TGS Battery, Exide made it possible to get 
higher capacity from each positive plate 
through greater area in contact with 
the electrolyte. 


Now, in the TSC Battery, Exide introduces 
woven mesh tubing, still square shaped, 
but with higher porosity for easier access 
of electrolyte. This new tubing is able to 
hold more active material, which, in 
addition to the higher porosity, results in 
higher capacity than ever before. The tub- 
ing is of a special nonoxidizing material 
of proven long life in extensive laboratory 
tests and field applications. 


This increase in battery capacity has been 
achieved without increasing the height of 
the battery. Thus you can step up the 
work capacity of your present trucks with- 
out the extra expense of modifying the 
battery compartments. The Exide-Ironclad 
TSC is still only 22% in. high. Likewise 
its specific gravity is still only 1.275. 


Hence battery life potential remains high. 


With theintroduction of the Exide-Ironclad 
TSC, Exide now makes it possible for you 
to match your particular battery power 
requirements more closely than ever. If you 
are ready to buy a new truck or new battery 
now, talk with your Exide representative 
about how you can get the maximum 
power for your dollar. 


Only Exide offers so broad a range of bat- 
tery types: Exide-Jronclad, Exide-Power- 
clad premium flat plate, and Exide Nickel- 
iron alkaline (invented by Thomas A. 
Edison). ide chargers are available in 
both motor-generator and silicon rectifier 
types, in sizes to cover all needs. Exide 
service men are coast to coast, all factory 
trained in both batteries and chargers. 


Make sure you get maximum economy in 
your battery power. Write Exide Indus- 
trial Marketing Division, The Electric 
Storage Battery Company, Philadelphia 
20, Pa. 


Exide 
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Vance, general counsel, and 
Glenn V. Gibson, deputy assist- 
ant secretary for requirements 
and readiness planning. 

Here are some excerpts from 
that press conference: 

SECRETARY McNAMARA: 
I suggested that we might meet 
together here because I knew 
some of you were very inter- 
ested in this problem of sup- 
ply management inside the 
Defense Department. It- has 
been a subject that we have 
spent considerable time on our- 
selves in the department for a 
period of months. We have made 
a decision to change our organ- 
izational structure with respect 
to part of the function. 


Plan to Increase Efficiency 


The President gave me two 
instructions: one was to develop 
the optimum force requirements, 
optimum in relation to the po- 
litical objectives of our nation, 
without any regard to arbitrary 
budget ceilings. Secondly, hav- 
ing developed those optimum 
force requirements to obtain 
them, procure them, operate 
them at the lowest possible cost. 
That we are seeking to do. 

It is to attain that end that 
we established the National In- 
telligence Agency, and that we 
are consolidating these supply 
functions which, with the fur- 
ther actions that we contem- 
plate in relation to the consoli- 
dated activity, could well lead to 
an activity having an inventory 
responsibility and procurement 
therefor of approximately $20 
billion, which almost certainly 
will lead to very substantial re- 
ductions in inventory. They are 
difficult to estimate, but I am 
confident they will approximate 
$2 billion to $4 billion. 

This is a major move, a major 
action to increase our supply 
efficiency. 

QUESTION: Who does this 
agency report to? 

MR. VANCE: It will report 
directly to the Secretary of De- 
fense. 

QUESTION: Have you select- 
ed the man to head this? 
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MR. VANCE: No man has yet 
been selected. 

QUESTION: What will his 
rank be? 

MR.VANCE: That has not 
been determined at this time. 

QUESTION: Civilian or mili- 
tary? 

MR. VANCE: We believe he 
will be a military man. 

QUESTION: Aside from the 
selected electronic and electrical 
material, does the move right 
now put anything else under in- 
tegrated management that was 
not before under the single man- 
agers? 

MR. VANCE: Yes, it does. 
The surplus sales offices will be 
brought under integrated man- 
agement. The material inspec- 
tion function will be integrated 
as well. 

QUESTION: What will this 
do by way of manpower? How 
big an agency do you contem- 
plate? 

MR. VANCE: Including the 
electronics and electrical compo- 
nents or units which will be 
brought into the agency, a rough 
figure of approximately 16,000, 
of which 700 to 1000 will be in 
the headquarters. 

QUESTION: What happens 
to the present single managers? 


No new legislation is necessarily 
required to finance the military's 
new supply agency, says De- 
fense Department general coun- 
sel Cyrus R. Vance. 


MR. VANCE The present sin- 
gle managers will be transferred 
into the agency: 

QUESTION: What does this 
leave for the Quartermaster 
Corps? 

MR. VANCE: It leaves all the 
functions which they presently 
have, other than the manage- 
ment of the single managerships 
which were assigned to the 
Quartermaster Corps or to the 
Army. 

MR. GIBSON: This agency 
will be restricted to Continental 
U. S. activities and will not have 
overseas jurisdiction. The over- 
seas, of course, would still be 
tied direct to the Quartermas- 
ter. 


Will Affect All Services 


QUESTION: Would this be 
true for the other services as 
well, too, the Navy and Air 
Force? 

MR. VANCE: Yes. Essential- 
ly, this is a wholesaling function 
that this agency is going to par- 
form. The retail function, the 
support of the combat troops, 
will remain in the services. 

QUESTION: Obviously you 
think that one man can be re- 
sponsible for buying everything 
from shoes to, potentially, ail- 
erons with equal efficiency. 

MR. GIBSON: One man will 
not do it. He will have a lot of 
good technical help. 

QUESTION: There is a lot of 
detail in such vast procurement. 
Take the Army supplies, for ex- 
ample. Will that staff continue 
to function, but the manage- 
ment will just be one step high- 
er? 

MR. VANCE: It will be con- 
solidated into the agency. 

QUESTION : Sir, can you give 
us a break-out on your 16,000 
figure, how many civilian, how 
many military? 

MR. GIBSON: We have some 
rough approximations. The mili- 
tary numbers are fairly minor. 
As a matter of fact, of the total 
number that Mr. Vance gave, I 
would estimate that far less 
than 10%, perhaps no more than 
5% would be military. That is 
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CAPLUGS DIVISION, PROTECTIVE CLOSURES CO., INC. 
2201-5 Elmwood Ave., Buffalo 23, N. Y 


see how 

Caplugs MAIL a free assortment of Caplugs, literature and prices to us, 
without obligation. 

protect 


products... 
send for this 
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kit 





a 


won't chip, break, 
shred, or collapse 


low cost 
product insurance 
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easy to apply... 
and remove 


molded of tough, 
flexible Polyethylene 





Caplugs 


Quick, slick protection for 

tubing, threaded fittings and machined parts 
in process, storage and transit .. . 

more than 600 sizes now in stock. 











about the same proportion we 
have now. 

QUESTION: At what point 
does the requirement from an 
individual service go out of the 
service’s hands and into the 
hands of this agency, or does 
the agency set the requirement? 

MR. VANCE: No. The re- 
quirements are set by the in- 
dividual services. 


Distribution Problems 


QUESTION: There is. still 
this matter of distribution to 
the individual services. Aren’t 
there still going to have to be 
personnel to effect this and 
doesn’t this just keep the pres- 
ent Quartermaster groups with- 
in the services at their present 
strength to effect this distribu- 
tion from the wholesaler or how 
does that cut down? Where do 
you figure your economy is in 
terms of personnel? 

MR. GIBSON: The wholesale 
distribution between the major 
depots will be part of this 
agency. The retail distribution, 
where you get down to the user 
or consumer, as such, will re- 
main in the Army, Navy and 
Air Force. 

QUESTION: Will this entail 
less personnel to handle this or 
is there any economy in person- 
nel? 

MR. GIBSON: The economy is 
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principally in reduced inventory 
levels. 

QUESTION: Would you give 
us some examples of how to re- 
duce inventories ? 

MR. GIBSON: This has been 
demonstrated in the creation of 
the single managers themselves. 
If the electronics and electrical 
are brought into this, this will 
be a major step which will re- 
sult in much better utilization. 
We think there will be a faster, 
better flow of information which 
will permit the top people to 
stay on top of comparing their 
needs with their actual inven- 
tories on hand and procurement, 
resulting in reduced inventories. 

QUESTION: Could you give 
us some specific examples of de- 
ficiencies in the present set-up 
that this would correct and some 
examples. 

MR. VANCE: I think you 
have diverse requisitioning sys- 
tems which can be made uni- 
form. You can have greater uni- 
formity of drawing practices, 
better inventory control, in- 
creased financial control in 
terms of funding. You would 
eliminate competitive buying in 
effect between the services 
where one service is buying 
where another one is selling. 

MR. GIBSON: It is surprising 
how simple things are causing 
us trouble. For example, the 
services don’t even have the 





it All Takes Time 


Although the official announcement of the Defense 
Supply Agency has been made by the Defense Department, 
it will be some time before it is fully operational. 

Military officials say that the headquarters organization 
won't be set up until around December 1. It won't be until 
next summer that the existing Single Managers are brought 
into the new agency. And electrical and electronic procure- 
ment by the agency won't start before 1964. 

This means that purchasing agents concerned with the 
metals procurement activities of the armed forces, for ex- 
ample, will continue to deal with the Military Industrial 
Supply Agency. This office is located in Philadelphia and 
operated by the Navy Department. 
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same terminology in much of the 
supply field. The names used 
for common things in determin- 
ing requirements mean different 
things to different services. 

We hope through this kind of 
a change in the management 
structure and in causing better 
cooperation and working to- 
gether to just get much better 
understanding throughout the 
whole supply system. 

QUESTION: How far along 
are we on the single catalogue? 

MR. GIBSON: We have a 
long, long way to go. 


Deficiencies Still Exist 


QUESTION: These deficien- 
cies in management and pro- 
cedures that you have men- 
tioned, don’t they refer almost 
entirely to the items which 
would be brought in the future 
under this system? Presumably 
you don’t have those deficiencies 
under the present Single Man- 
agers. That is the thing they 
were supposed to be set up to 
do and you said they were suc- 
cessfully doing it. 

MR. GIBSON: I don’t think 
we have reached the ultimate 
yet. The single managers are 
certainly a big improvement 
over what we had. We think 
there will be further improve- 
ments. 

QUESTION: You could not 
have achieved the same thing 
by making Single Managers for 
electronics and production equip- 
ment as you will achieve it by 
having it all under one head? 

MR. GIBSON: I think the an- 
swer is no. On the four fully 
integrated and operational sin- 
gle managers which are subsis- 
tence, clothing, textiles, and 
medical supplies, one-time sav- 
ings in inventory of over half a 
billion have already been re- 
alized. 

QUESTION: What percent- 
age of the total does this rep- 
resent? 

MR. GIBSON: That is out of 
about $4 billion, so it is roughly 
one-eighth. 

QUESTION: Will 


the new 
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What’s News in Enjay Chemicals... 


PSEUDOCUME 


‘NOW AVAILABLE IN BULK 


TYPICAL INSPECTIONS 





Distillation °F 
Initial 


Dry Point 





FIRST from. Enjay in commercial quantities... 
pseudocumene(1,2,4, trimethylbenzene) is now avail- 
able for immediate delivery. Enjay pseudocumene 
is a low-cost, highly reactive, aromatic hydrocarbon 
which can be readily converted to intermediates for 
production of surface coatings, plasticizers, drugs, 
dyes and many other products. 

Pseudocumene will be used commercially in large 
quantities to produce trimellitic anhydride for use 


EXCITING NEW PRODUCTS THROUGH 


50 per cent 


Pseudocumene (wt per cent) 


Flash (Tag Closed Cup) °F 
Specific Gravity (60/60°F) 


in the manufacture of surface coatings and plasti- 
cizers. A blend of pseudocumene and bromobenzene 
has been found to possess a very high viscosity 
index, making it a possible useful hydraulic 
medium in control apparatus designed to operate 
over wide temperature ranges. 

COMPLETE INFORMATION — For a new Pseudo- 
cumene Brochure #D-16, write to Enjay, Room 


1131, 15 West 51st Street, New York 19, New York. 


PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
For More Facts Write No. 170 on Information Card—Last Page 
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The Case of the Army’s Shoes 


To show how the new military supply agency will op- 
erate, Defense Department officials presented an example 
of the Army’s need for shoes for its soldiers. 

In answer to a question asking what will happen when 
the Army requests 100,000 shoes, authorities gave this 
response: the Army’s request for shoes will be consolidated 
with those for similar shoes from other military services. 
Then the supply agency would determine how many shoes 
were needed for actual use, how many were for possible 
use by the reserve, and how many were for replacement. 

With all the requests consolidated, the agency would be 
able to reduce the number of shoes held in reserve, since 
any service could draw from stock when necessary. 





agency have nothing at all to do 
with this entire field of procure- 
ment? 

MR. VANCE: No. For ex- 
ample, if aeronautical spares 
should, after study, be included 
under the agency, obviously you 
have components of a weapons 
system or weapons systems 
which would be brought 
integrated management. 


under 


Don't Supply Unique Articles 
QUESTION: But supposing 


these are satellities or aircraft 
or something that would be pro- 
cured in any quantities as units, 
that is off-the-shelf hardware 
once they get into production. 
This will still be the function of 
the service that has cognizance 
there or will this eventually go 
into a central agency or will i 
be limited to 
spares ? 

MR. VANCE: 
talking about is common-use 
items to start off. I think we 
have to keep that clearly in 
mind. Where you have common- 
use items which pertain to a 
particular weapon system, they 
could conceivably come within 
the ambit of the Defense Sup- 
ply Agency. If they are unique 
to a particular weapons system 
they obviously would not. 

QUESTION: Getting back to 
requirements again, would the 
requirements coming from the 


components and 


What we are 
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services be recommendations 
which could be changed by this 
agency or are they considered 
orders ? 

MR. VANCE: A service would 
state its requirement for shoes. 
Another service would put in its 
requirement. These require- 
ments would all be consolidated 
by the supplying agency. After 
the inventory was looked at, it 
could be determined whether or 
not it was necessary to buy ad- 
ditional items or whether you 
have enough on hand to meet 
the requirements which are com- 
ing in. 

QUESTION: In other words, 
you would not tell the 
“No, you don’t need 
shoes. You can get 
50.” 

MR. VANCE: No. 

QUESTION: Apparently they 
would. If they put in an order 
for 100,000, eventually they 
may not get it if the agency 
felt the overall distribution was 
adequate without particular ref- 
erence to the Army. 

MR. GIBSON: The require- 
ment for so many items on hand 
is a combination of a lot of fac- 
tors. The number that you need 
to issue to the troops you pres- 
ently have is one big part. An- 
other big part is how many they 
would need for an augmentation 
of force, to bring in the reserves. 
The service has to be assured 


Army 
100,000 


along with 


that they can meet the issue re- 
quirement when that require- 
ment arises. 

This can be handled out of 
stock partly and to a large ex- 
tent it should be. It can also be 
handled by deliveries from pro- 
duction. The agency would have 
a great input in estimating and 
determining what the probable 
deliveries from industry could 
be. They would know what 
would be on order. They would 
know what the production sched- 
ule would be. They would know 
the storage location and their 
ability to ship at a given time 
period. 

QUESTION: Isn’t that what 
the clothing and textiles Single 
Manager is supposed to be do- 
ing now? 

MR. GIBSON: They are do- 
ing that to a very great extent. 


Can Question Services 


QUESTION: Under the pres- 
ent single manager setup, I 
would assume that none of the 
other Single Manager services 
as such have much function ex- 
cept to supply the demand. In 
other words, if Army is pro- 
curing shoes for the Air Force, 
the Air Force needs X thous- 
ands of shoes, they don’t ques- 
tion tr_ order. They merely try 
to fill it as efficicntly as possible. 
Will there be any paternalism, 
will there be any questioning or 
rapping of knuckles of these 
services, saying, “Look, in our 
judgment you don’t need these 
shoes.” Will this be a problem? 

MR. GIBSON: I would hope 
any time anybody ia a senior 
position senses that a service 1 
doing something that does no: 
make any sense that they would 
certainly bring it to the Secre- 
tary’s attention. 

QUESTION: This would not 
happen to that same degree with 
the setup now because individ- 
ual services don’t have prece- 
dence over each other. They 
can’t discipline each other. Is 
there an element of discipline to 
be introduced here? Is that part 
of it in the procurement proc- 


ess? 





Genera] Electric Company’s Apparatus Service Shop in Detroit, Mich., uses Schrader 
air circuits to actuate and control this brazing machine. It enables one man to braze 120 
planet carrier gear assemblies for automotive transmissions in one hour. Double-acting 
cylinders, actuated by solenoid valves, lift the assembly into position within the coil for 
brazing the shaft to the gear, and lower it for water quench. JIC cylinders control the 
induction heating coil contacts. According to Frank A. Ross, the designer, Schrader’s Flow 
Control Valves close contacts so gently that they perform 750,000 cycles before needing 


replacement. In addition, air works successfully in a strong magnetic field, and the circuits 
can be simple. 


TOUGH BRAZING JOB BECOMES A BREEZE... 
WITH SCHRADER AIR CIRCUITRY 


PROBLEM: Strong magnetic field .. . complex movement of sults. Their quality and versatility make them capable of 
parts ... speed requirements . . . precise actuation of coil simplifying production . .. while speeding it up. . . at un- 
contacts. matched low cost. Are you failing to ultilize fully the air you 
SOLUTION: Simple Schrader air control of mass production already have? Follow this Detroit plant’s example. Examine 
operations. your production facilities with air in mind. Make many 
Schrader Air Products are designed to operate together in operations simpler and more efficient by applying any or 
varied combinations to produce practically unlimited re- all of the complete line of Schrader Air Control Products. 


This new Schrader FULL LINES OF QUALITY AIR CIRCUIT COMPONENTS © OFF-THE-SHELF SERVICE AND INFORMATION FROM YOUR 


ogre J a NEARBY DISTRIBUTOR * STAFFED WITH AIR CIRCUIT EXPERTS * CONSULT YELLOW PAGES OR WRITE FOR HIS ADDRESS 


distributor, who is 
stocked with the 
complete range of ® A. SCHRADER’S SON 

sizes and types of Division of Scovill Manufacturing Co., Inc. 


Schrader air cir- 473 Vanderbilt Ave., Brooklyn 38, N. Y. 
cuitry products. Con- 


sult the Yellow Pages 


odivisionof SCOVILLE 
ee ad QUALITY AIR CONTROL PRODUCTS 
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MR. GIBSON: I would think 
there would be the opportunity 
for it. 

QUESTION: Who rides herd 
on the Single Managers now? 

MR. VANCE: The Single 
Managers are the service Secre- 
taries. 

QUESTION: Who rides herd 
on them? 

MR. VANCE: The Secretary 
of Defense. 

QUESTION: So now you are 
going to have the head of an 
agency between The Secretary 
of Defense and the Single Man- 
agers? 

MR. VANCE: No, the head of 
the agency will have consoli- 
‘dated under him all of the Sin- 
gle Managers. He reports direct- 
ly to the Secretary of Defense. 

QUESTION: In other words, 
the service Secretaries will be 
eliminated in that particular 
chain of command? 

MR. VANCE: That is right. 
There will be no service Secre- 
taries in that chain of command. 

QUESTION: There is one 
man taking the place of the 
three service Secretaries ? 

MR. VANCE: That is right. 


identifying the Difference 


QUESTION: Could you iden- 
tify roughly the difference in 
the possible increase i: the in- 
tegrated management inventory 
of $3.7 billion and $21 billion? 
What is represented by that in- 
crease of 18 billion? 

MR. VANCE: Yes. I can give 
you that in a second. Electrical 
and electronic, approximately 
$600 million. 

QUESTION: You are talking 
about inventory now? 

MR. VANCE: Yes, inventory. 

QUESTION: Inventory sub- 
ject to integrated management? 

MR. VANCE: That is correct. 
Industrial production, $5.2 bil- 
lion. Chemical, 50 million. Aero- 
nautical spares, $11.8 billion. 

QUESTION: They are 
cluded in the $21 billion, 
spares? 

MR. VANCE: Yes. 

QUESTION: Aithough 


in- 
the 


you 
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are not sure you are going to 
bring them in yet? 

MR. VANCE: That is correct. 

QUESTION: How much are 
you sure you will bring in? 

MR. VANCE: $3.7 billion plus 
6 billion. 

QUESTION: Could you iden- 
tify then generally the selected 
electric and electronic materi- 
als? 

MR. VANCE: I think it is ap- 
proximately half of the items 
within those categories of which 
there are approximately 950,000 
items. 

QUESTION: Mr. Vance, do 
you represent that you are go- 
ing to save any money with this 
system or that you are just go- 
ing to have a one time reduction 
in inventory ? 


Hope for Annual Savings 


MR. VANCE: No. I think 
there will be substantial annual 
savings. Coming back to the four 
which are fully operational at 
this point, annual savings of 
approximately $20 million have 
been achieved. 

QUESTION: Each? 

MR. VANCE: Total. Then 
you have four others which are 
still not fully operational and no 
computations have been made 
with respect to those. 

QUESTION: Did I _ under- 
stand you to say that common 
use remains a primary criteria 
for the items to be managed the 
way it was under a Single 
Manager ? 

MR. VANCE: Yes. 

QUESTION: Does this $11 
billion for aeronautical spares 
represent the common use aero- 
nautical spares? 

MR. GIBSON: Much of that 
may not be, but we don’t have 
a breakdown. 

QUESTION: That is the total 
aeronautical spares inventory 
you are talking about, not neces- 
sarily common use. 

MR. GIBSON: There are 
items in there that are not com- 
mon use. We don’t have the 
separation or breakdown as yet. 

(Please turn to page 174) 
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THE 5721 00 HOUSE 


INDUCTION - CONSUMABLE + LEADED 


mat 


PETERSON 
STEELS, INC. 


Union, N. J. * Wethersfield, Conn. 


Detroit, Mich. - Melrose Park, Ill. 
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your GAYLORD man is 


a corrugated connoisseur 


He has the knowledge and experience 
to give you sound advice about 

the type of corrugated or solid 

fibre board that bests suits your 
packaging situation. 


He probably can suggest several 
ready-made answers to the 

container question foremost in your 
mind right now. After you make 
your choice, Gaylord tailors your box 
from a practically unlimited 

range of board. 


Stop wondering if your packaging 
is practical. Call your nearby Gaylord 
Man now and find out! 





Ww CROWN ZELLERBACH CORPORATION sata Sarasa re 


GAYLORD CONTAINER DIVISION 2 gre nage a 


PLANTS COAST TO COAST 
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stainless 
steel adds 
sales appeal. 
the car designed 
with stainless steel 
looks better when you 
buy it and is worth more 
when you sell it. 





VICLOUTH STAINLESS STEEL 


Stee! 
+ Look for the STEELMARK 
on the products you buy 


McLouth Steel Corporation: Detroit 17, Michigan 





Fastener value analysis study by RB&W 


reaps rewards without design 


You see above an excerpt from a let- 
ter written to a large manufacturer 
by an RB&W technical advisor. Sub- 
sequently he submitted two detailed 
reports to document how savings 
could be achieved. 

Because of the nature of the prod- 
uct involved, the manufacturer 
didn’t want to make engineering 
changes. They preferred an alterna- 
tive RB&W recommendation—sub- 
stituting the proper standard screw 
in place of alloy screws—size for 
size. The cost reduction made pos- 
sible: nearly $100,000 annually ! 

Opportunity for savings may not 
be so great at your plant. But they’re 
bound to be worthwhile. 


For More 
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For instance, the difference in 
ost between a %% x 1 socket-head 
screw and a bright hex screw is 
about 5¢. Not much of a saving in 
itself. But suppose you use 150 of 
these socket-head screws in just one 
product. The saving is $7.50 per 
init. If you produce 1000 units each 
year, that’s savings of $7,500. With 
a line of ten such products, the 
profits saved would conceivably be 
$75,000 or more. 

This is “value analysis” with a 
high dollar dividend. Take advan- 
tage of it by consulting with an 
RB&W Fastener Specialist. Russell, 
Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, N. Y. 


changes 


RB-WwW 


117th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill.; Los Angeles, Calif. Sales office and ware- 
house at: San Francisco, Calif. Additional sales 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas. 
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F-M WEAR PLATE “RIDES HERD” 
ON TURBULENT PRESSURE 


IN CESSNA’S NEW HYDRAULIC PUMP 
LINE, F-M WEAR PLATE DIAPHRAGMS 
KEEP FLUIDS IN LINE to deliver pressures 
up to 2000 psi for aircraft, farm and con- 
struction equipment, many other hydrau- 
lic applications. These wear plate dia- 
phragms maintain positive contact with 
gears to assure high, uniform pressure. 
To provide a bearing surface for this job, 
Federal-Mogul applies a high-density 
bronze to steel by a special sintering 
process. F-M high-density bronze pre- 
vents fluid absorption, and it affords good 
lubricity, needed because some hydraulic 
fluids are poor lubricants. To further pre- 
vent the escape of hydraulic fluid, these 
F-M diaphragms are manufactured for 


a snug, close-tolerance fit in the pump 
housing. 


THE COMPLETE LINE of products from 
Federal-Mogul Division includes sleeve 
bearings, bushings, spacers, thrust washers, 
as well as wear plates. Through the years, 
F-M has amassed a wealth of knowledge 
and experience . . . from constant research, 
from solving bearing design problems for 
all kinds of products. Our engineers are 
ready to put this know-how to work and 


tailor bearing products to your 


2 : A DESIGN GUIDE provides valuable engineering data for designers on F-M thrust washers as well as 
requirements . . . with top per- FEDERAL wear plates. Also available is literature on sleeve bearings, bushings and spacers. For your copies, write 
: Federal-Mogul Division, Federal-Mogul-Bower Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


; : rm F GE sleeve bearings DIVISION OF 


FEDERAL-MOGUL-BOWER 
BEARINGS, INC. 


formance assured. 
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“‘We turn to the Yellow Pages for help with our local and out-of-area 
purchasing,” says C. W. George, Purchasing Agent, Minnesota Mining & 


Manufacturing Co., St. Paul, Minnesota. ‘‘We keep three local Yellow 


Pages directories on hand at all times and our purchasers also make 


good use of the Yellow Pages directories of many other large cities. 


Recently, when we were opening a new plant in West Virginia, the Balti- 


more Yellow Pages directory was one of the references we used in 
locating area and local sources of supply.” 


America’s buying guide 
for over 60 years 





Profit from the inside story on Roebling 
Royal Blue Wire Rope—the quality goes 
all the way through. Extra high 

strength in conjunction with uni- 

formity of rope construction 


means unequalled resistance 


to wear and tear — andawhop- 4 


ping increase in service life. 
That is why every inch of 


Pee: 








Roebling Royal Blue pays off on the job 
for you. Get all the details from 
your wire rope distributor, 

or write for free booklet to 

Roebling’s Wire Rope Divi- 

sion, Trenton 2, New Jersey. 
ROEBSLI G a) 


Bronch Offices in Principal Cities 
John A. Roebling’s Sons Division 
The Colorado Fuel and Iron Corporation. 


We put a lot of work into it — You get a lot of work out of it 
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BALL BEARINGS 


A catalog on precision miniature and instru- 
ment ball bearings. Details specifications and 
sizes for flanged, single and double shielded, and 
extended inner ring bearings. Gives functional 
characteristics, fitting practices, and calibration. 


Federal-Mogul-Bower Bearings, Inc. 
Write No. 1 on Information Card—Last Page 


COUPLINGS 


Catalog 60A provides simplified selection of 
valved quick-connect couplings. The 62-page bul- 
letin lists more than 575 fluids and gases. Con- 
struction details are illustrated by explanatory 
drawings. Includes dimensional and weight data, 
such as working pressures, flow; pressure drop, 
and spillage. 


Write No. 2 on Information Card—Last Page 
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ELECTRICAL CONDUIT 


An eight-page, three-color brochure describes 
a line of rigid PVC plastic pipe approved for use 
as electrical conduit. Provides specifications and 
suggested applications for the non-conducting, 
non-corrosive plastic conduit. Details coupling, 
elbow, expansion joint, and adapter shapes and 
sizes. 

Lasco Industries 
Write No. 3 on Information Card—Last Page 


GAS REGULATORS 


A 40-page catalog on regulators for the accur- 
ate control of industrial gases in all applications. 
Form ADC 705G also includes information on ac- 
cessory equipment. Quick-reference charts in- 
dicate the range and variety. 

Air Reduction Company, Inc. 
Write No. 4 on Information Card—Last Page 


GEAR TRANSMISSION 
Bulletin ADH 76 describes spiroid gear trans- 
mission in Porta-Hoist. The illustrated eight- 
page brochure includes specifications and dimen- 
sions. Describes accessories for all models. 
Duff-Norton Co. 
Write No. 5 on Information Card—Last Page 


HEATING CONTROLS 
Catalog No. 608.426 gives information on a line 
of automatic heating controls. The 98-page bulle- 
tin .discusses lightweight switching mechanisms 
and the TD series of time delay relays. 


General Controls Co. 
Write No. 6 on Information Card—Last Page 





MOTORS 


Bulletin 200 describes open drip-proof frac- 
tional-hp ac motors. Covers single phase motors 
and illustrates various design and operating fea- 
tures. Includes typical performances curves, 
NEMA frame assignments, and drawings. 


Leland Ohio Electric Co. 
Write No. 7 on Information Card—Last Page 


PACKINGS 


A 16-page catalog illustrating and describing 
pneumatic and hydraulic packings. Covers vari- 
ous types of packings—such as cup, flange, “U”, 
Vee, “O” rings, back-up washers, and double-lip 
shaft wiper seals. Includes information on vari- 
ous materials, conditions of operation, typical de- 
sign applications, specifications, and data charts. 


Chicago-Allis Mfg. Corp. 


Write No. 8 on Information Card—Last Page 


PLASTIC 


A 24-page booklet describing and illustrating 
properties and applications of Delrin acetal plas- 
tic. Covers design factors, Sach as strength, 
toughness, and dimensional stability. Includes 
tables of properties and test results. 


Cadillac Plastic & Chemical Co. 
Write No. 9 on Information Card—Last Page 


PUMPS 


Bulletin 105C illustrates and describes single- 
stage, double suction, and horizontal split case 
pumps. The eight-page catalog contains sectional 
photos, selection charts, and dimensional data. 
Covers pumps with capacities up to 6000 g.p.m. 


New York Air Brake Company 
Write No. 10 on Information Card—Last Page 


RETAINING RINGS 


Catalog No. 61 contains information on indus- 
trial retaining rings. The 24-page bulletin gives 
dimension tables, engineering specifications, and 
mechanical drawings. Covers the following series: 
1000, 1200, 2000, 3000, 3100, 4000, and 4100. 


Industrial Retaining Ring Company 
Write No. 11 on Information Card—Last Page 


SILICONE RUBBER 


A 60-page booklet on silicone rubber. This text 
and reference book contains many charts and 
photographs, Includes data on specifications, ten- 
sile strength, and elongation. 


Mechanical Rubber Products Company 
Write No. 12 on Information Card—Last Page 
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INNOUNCING 


[HE CREAM OF PERFORMANCE 


O)avrom Bice 


Sp COMO © “fy vnd- —higle carbon, high chromium dee steel 


The wedding of OHIO DIE and the advantages of Precision Ground steel brings 
to every toolroom new convenience—new utility—new economy in the employ- 
ment of one of America’s great die steels 

This favorite sh carbon, high chromium steel is now available precision 
ground to a f 30 micro-inches or better; sides flat and parallel; corners 
true and square. Each piece is packaged individually in a rust-preventive 
envelope, plainly marked for size and with clear heat-treating instructions. 

OHIO DIE is stocked in a wide range of sizes in all our district warehouses. 
Call for prompt delivery! 


=“ VANADIUM-ALLOYS STEEL COMPANY 


7,) GENERAL OFFICES: LATROBE, PA. 
Pr DIVISIONS: Anchor Drawn Steel Co. « Colonial Steel Co. ¢ Metal Forming Corporation e Pittsburgh Too! 
Pwd Steel Wire Co. ¢ Vanadium-Alloys Steel Co 
(2) SUBSIDIARIES: Vanadicm-Alloys Stee! Canada Limited « Vanadium-Alloys Steel Societa Italiana 
SPec\py Per Azioni e EUROPEAN ASSOCIATES: Societe Commentryenne Des Aciers Fins Vanadium-Alloys (France) 
¢ Nazionale Cogne Societa Italiana (italy) 
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WHEN SPACE IS LIMITED AND WEIGHT IS A FACTOR 
AY 


a wave VU ae Or 


MAC LEAN -FOGG 
LOCKING 
FASTENER 


The new M-F Flangette Lock Nut is much 
smaller than ordinary flange nuts, yet 
is structurally strong, locks dependably, 
simplifies assembly. No. 10 FLANGETTE No. 10 FLANGE NUT 


QMALIER | ©, 








Keep weight down with the M-F ran 
Flangette. The tiny flange strengthens 


the entire nut... permits lighter body. WHIZ-LOCK ORDINARY 
Weight: considerably less than the con- FLANGETTE FLANGE NUT 
ventional flange nut of equivalent size. 





SAFE, SURE 
LOCK! 


the “Flangette” utilizes the patented 
Maclean-Fogg Whiz-Lock principle. 

F P WHIZ-LOCK FLANGETTE 
Spins on—locks to the surface on which UTILIZES A-F PATENTED 
it bears. Easiest of all lock nuts to apply. WHIZ-LOCK LOCKING PRINCIPLE 
Withstands shock and vibration. 


AVAILABLE IN 4 SIZES: No. 6, No. 8, No. 10, 1/4” 
SAMPLES ON REQUEST 


"MAC LEAN-FOGG 
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SPEED REDUCERS 


Catalog No. 42C is a hand- 
book on single reduction, 
right-angle spiral bevel gear 
speed reducers of both hori- 
zontal and vertical design. The 
24-page bulletin has formulas 
for gear speed reducer selec- 
tion and a guide for determin- 
ing load characteristics. 


D. 0. James Manufacturing Co. 
Write No. 13 on Information Card—Last Page 


SPRAY NOZZLES 


Bulletin 114 illustrates and 
describes a line of automatic 
pneumatic atomizing spray 
nozzles for industrial use. In- 
cludes a schematic of a typi- 
cal installation. Covers ac- 
cessory equipment. 

Spraying Systems Co. 
Write No. 14 on Information Card—Last Page 


STEEL SHELVING 


Form 2791 describes assem- 
bly features, component parts, 
and practical advantages of 
three basic types of steel 
shelving. The 36-page bulle- 
tin covers Erectomatic and 
Erectomatic clip-type adjus- 
table shelving and fixed-type 
shelving. 


Standard Pressed Steel Co. 
Write No. 15 on Information Card—Last Page 


VALVES 


Circular 561 covers King- 
clip gate valves designed to 
withstand severe corrosive ac- 
tions. Includes applications, 
features, and designs. Lists 
steam pressure and water-oil- 
gas pressure ratings and in- 
cludes a cutaway for parts 
identification. 


Lunkenheimer Co. 
Write No. 16 on Information Card—Last Page 


VARIABLE SPEED BELTS 


Bulletin 24103 gives appli- 
cations of variable speed 
belts. The catalog lists belts 
according to size using the 
new standardized numbering 
system which conveys width 
of sheave groove in sixteenths, 
groove angle in degrees, and 
belt pitch length in inches and 
tenths. 


T. B. Wood’s Sons Co. 
Write No. 17 on Information Card—Last Page 
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CORPORATION 


Dayton Industrial Products Co. Div. Melrose Park, Illinois 


“Non-slip Dayton Cog-Belt® saves 25 to 55% of final drive cost” 
_.. president, Kenco Mfg. Co., Los Angeles 


These are the Facts: 


Application: Metal punch presses gang-driven 
by synchronous motors 


Drive Conditions: Seven presses ganged on 16 ft bed 
operate on 1-1/2 inch stroke, 90 
strokes per minute. Impact, 8 tons 
per press, 56 tons total. 


Cog-Belt Results: On previous tests made by Kenco 
using 18 ton slow-speed press with 
19 ton load, Cog-Belts showed 44% 
less slippage than other V-Belts. 
On 8 ton press using 1-1/2" P.D. 
sheave, Cog-Belts had 26% less 
slippage. 


Cog-Belt Savings: Because fewer belts and smaller 
sheaves are required, Dayton Cog- 
Belts saved 25% of cost of other 
type V-Belt drives... 55% of cost 


of gear flywheel and clutch drive. 
ONLY DAYTON MAKES THE COG-BELT 


See BELTING in the yellow pages of your phone book for the name of your local 
Dayton distributor, or write 


Dayco Corporation, Dayton Industrial Products Co. Div., Melrose Park, Illinois 
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Get more efficient use of costly space! The Yale K-58 
gets in and out of the tightest quarters with new ease and effi- 
ciency. Lets you rearrange storage areas .. . save costly square and 
cubic footage now wasted by excessively wide aisles required by 
older, bulkier equipment. High hydraulic efficiency gives you 
faster lifting geared to tighter operating schedules. Standard or 
low silhouette design offers a selection of masts to meet all 
stacking requirements. 


Move right in where clearance is low. The K-58 is 
ideal for loading operations. Low silhouette protects the operator 
from bumping his head. Lets you eliminate costly delays, exces- 
sive handling on platforms and cramped areas in plant and ware- 
house. Operator comfort is assured with four inch fore-and-aft 
adjustable safety seat. Power cut off and heavy-duty brakes ap- 
plied instantly when operator leaves seat. Articulated steering 
axle gives wheels proper ground contact over uneven surfaces. 


it’s time to meet the 


As costs rise on every side, you pay a higher and higher 
price for waste space, waste time, labor, excessive main- 
tenance ... created by an obsolete materials handling 
program. You can be sure your competition is moving to 
eliminate losses in these areas and protect their profits 
by taking advantage of new materials handling equipment 


and methods. The Yale K-58 Electric Truck will help you 
meet this challenge, too. 





PURCHASING 








| 


Step up efficiency with the right attachment. The 
Yale electric truck line has been engineered to operate with a 
complete selection of highly versatile attachments to meet specific 
job requirements. The hydraulic clamp above, for example, 
provides fast palletless handling; with simple adjustment con- 
verts to normal fork operation for pallet loads as above, right. 
Choice of three I-beam masts including the Triplex for stacking 
up to 201 inches without increasing overall truck height. 


Get faster, smoother handling. The Yale simplified 
mechanically actuated carbon pile speed control provides an 
infinite speed range for smooth acceleration . . . for more efficient 
truck control, travel, safer handling of loads. Operators work 
more efficiently, take to K-58 eagerly. Yale K-58 trucks also 
use the most economical form of power... electricity. You 
eliminate possible contamination from fumes, odors . . . especially 
around foods. Write for full information on K-58 savings, today. 


challenge of rising costs! 


The short, compact Yale K-58 has a 
58-inch turning radius .. . lets opera- 
tors maneuver effortlessly into the nar- 
rowest aisles. Faster travel speeds and 
faster lift step up the number of loads 
handled . . . cut labor costs. Mechan- 
ically actuated carbon pile control gives 
Operators a new precision in inching 
loads into position...cuts load damage. 
And rugged Yale design cuts mainte- 


illustrations above. Then—check the 
hidden costs you may be paying with 
equipment that can’t deliver . . . and 
Start your savings now. 


One of Yale’s flexible leasing or finance 
plans can put a K-58 Electric Lift Truck 
to work for vou immediately. Contact 
your Yale Representative, or write: 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 


mance costs, gives new truck perform- 
ance for the life of the truck! 


Check the details presented with the 


Yale Materials Handling Division, 
Dept. K-105, Philadelphia 15, Pa. A 
Division of The Yale & Towne Manu- 
facturing Company. 
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‘Riegel 


SUPERLEAVING 


PAPER... 


Soft as a kitten 
for polished metals 


Highly polished metals like stainless 
steel are easily scratched by dirt par- 
ticles. To protect the surface many 
industrial plants now use Riegel’s 
SUPERLEAVING, a special light- 
weight interleaving paper made with 
unusual freedom from lint, lumps, dirt 
and shives. It has high tear and tensile 
strength, as well as neutral pH. Chlo- 
rides and reducible sulphur, which 
may cause corrosion, are closely 
controlled. 


This is another of Riegel’s 600 spe- 
cialty papers and laminations now 
serving industry in products, in pro- 
duction, in packaging. If you have a 
problem or a requirement that paper 
may solve, write Riegel. 


w= SEND FOR SAMPLES = 
Riegel Paper Corporation 
Box 250, New York 16, New York 


Send complete data on 
SUPERLEAVING to: 








Address 
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Letters To 


The Editor 





ALL ROADS LEAD... 
Dear Sir: 

As I would like to read the ar- 
ticle by Thomas F. Dillon on “Can 
You Analyze Transportation Val- 
ue?”, published in the February 
13, 1961 issue, may I ask you to 
be so kind as to let me have a 
copy of it? 

Ing. Salvatore Tomasino 
Centro Per Lo Sviluppo 
Dei Trasporti Aerei 
Roma, Italy 


AGAINST HOLDING HANDS 
Dear Sir: 

Congratulations on your editori- 
in the July 17 issue (“Stop Hold- 
ing The Vendor’s Hand”). Cer- 
tainly there has been what ap- 
pears to be a national “soften-up 
the purchasing agents” project for 
at least a decade. 

Presumably this stems from the 
war period when things were so 
difficult to get. It seems to be that 
arm’s length dealing is what we 
should be involved in and nobody 
is holding anybody’s hand in these 
circumstances. 

J. Donald Hogg 
Cleveland Electric 
Illuminating Co. 
Cleveland, Ohio 


CONVENTION APPRAISAL 
Dear Sir : 

I read with interest Paul Far- 
rell’s recent editorial entitled “In- 
form or Entertain?”, which pretty 
adequately covers the Inform-A- 
Show portion of the N.A.P.A. 
Convention. 

The rest of the convention can 
also stand comments, and here are 
some of my thoughts concerning 
it: 

As a first time delegate, I was 
generally disappointed in what I 
saw and heard. This is in spite of 
some excellent speakers at the 
general meetings. 

Among the impressive talks 
were those of Charles Percy 
(principles in action), Kenneth 
McFarland (very entertaining but 
not too useful), William Stilwell 
(bona fide management approach) 
and C. Gilbert Wrenn (realism in 





dealing with self and others). 

On the other side of the ledger, 
however, were deficiencies wor- 
thy of passing along: 

Facilities—Ali three days the 
main ballroom carried the sound 
of air hammers. The intermittent 
noise distracted attention and in- 
terfered with voice reception. 

Workshops were not workshops. 
(Notable exception was Prof. Stil- 
well’s on management). Most 
were speeches only. 

Workshops were not properly 
identified. Some were directed to 
local association chairmen, some 
to managers, some to buyers (spe- 
cialists), but you couldn’t very 
well tell until you attended. For 
instance, the professional devel- 
opment meeting on Monday after- 
noon was well done but beamed 
at program chairmen and there- 
fore useless to me. 

The speakers ability demon- 
strated by purchasing personnel 
was poor. In some cases, the ma- 
terial was meager and poorly or- 
ganized (Evaluation of Purchas- 
ing Performance—except IBM da- 
ta). Even when the material be- 
ing presented seemed good, the 
speakers did not project it well. 

The continued presence of ven 
dor hospitality rooms are an 
affront to good purchasing prin- 
ciples. This practice cannot be 
eliminated by convention lead- 
ers but only by all delegates. Lo- 
cal association hospitality, on the 
other hand, is excellent. Pur- 
chasing agents need to get to- 
gether informally. 

My summary of the reasons for 
the poor performance in the con- 
vention meetings focuses back to 
the delegates as well as the com- 
mittee because they react on each 
other. 

I’m afraid too many of the dele- 
gates came to the convention to 
have a three-day free vacation and 
time on the town. These people 
need to stay home or be induced 
to want to learn. Better programs, 
better executed, may help. 

Ray Putman 
Minneapolis-Honeywell 
Regulator Co. 
Minneapolis, Minnesota 
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For the freight 
shipment that demands 


Specialized 
- Equipment... 


LY 





1 / hes got what it takes to ship it! 


If moving your freight calls for special- 


ized equipment, DC’s got it: the right 
kind, in the right place, at the right 
time! DC’s ‘‘top drawer’’ $18 million 
fleet includes four basic over-the-road 
trailers ...the type and number of 
pickup and delivery units required in 
each terminal city. Specialized equip- 
ment is one key to safe, speedy 
handling ... and DC’s got it! 


DENVER CHICAGO TRUCKING CO. INC. 
the ONLY DIRECT coast-to-coast carrier 





DC-61-20 
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ITS A TABLE! 


ITS A RACK! 





























j 
i 
i 
i 






































IT’S A CART! 
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IT’S A BENCHI 











STEEL SLOTTED ANGLE KITS... 


requirements change, so can this galvanized steel framing. It can be adjusted to 
modify design, dismantled and reused for other jobs. You never have to discard it. 

If you have yet to experience the time, material and manpower savings of 
slotted angle construction, you can now at minimum investment. Your local AIM 
Brand distributor has full facts. He’s in the Yellow Pages under “SHELVING” 
or “RACKS.” Like to see slotted angle in action? Write for our new 24 page idea 
book, ‘Creative Framing at Lowest Cost’: Fabricated Materials Division, Acme 


Steel Company, Dept. PMC-91, 135th St. & Perry Ave., Chicago 27, III. 


IDEA LEADER IN 


FRAMING - STRAPPING - STITCHING 
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VASCOLOY-RAMET cutting 
tool materials cemented car- 
bides, Tantung cast alloy and cer- 
amic — meet the rigid standards of 
quality demanded by the uncom- 
promising requirements of Value 
Analysis. Proven superior by every 
point of comparison, V-R products 
—blanks, inserts, tools, toolholders 
and face mill cutters —_ provide in- 
creased production with better size 
control and finish. Years of research, 
comprehensive testing and _ field 
service are behind every product 
manufactured at V-R. 


For More Facts Write No. 


...ADDED VALUE 


WS-R ) FIRST CHOICE of 
more and more industries 


VASCOLOY-RAMET provides 
added benefits . . . one-source re- 
sponsibility for cemented carbide, 
cast alloy and ceramic cutting 
tools . . . plus reliable on-time de- 
livery backed by strategically lo- 
cated reserve stocks. V-R expert 
counselling brings about increased 
efficiency, improved productivity 
and greater operating profits on 
your metal cutting operations. Con- 
tact your V-R representative for 
help on all these important points. 
VASCOLOY-RAMET CORPORATION 
888 Market Street, Waukegan, Illinois 


184 on Information Card—Last Page 


PURCHASING 





CHROME STEEL BALLS 


sizes—Yig" - 42” 
spherical within 


millionths of an inch 


BRASS & ALUMINUM 
BRONZE BAILS 


sizes—Vis” - 4! 
made of highest 
quality materials 


sizes_ 4 ” 


-1\%" 
extra tough 


—for rugged 


Operating Conditions 


3uy where you get America’s widest selection of | and production techniques are constantly being 
standard balls . . . the most extensive range of ball added in a continuing program designed to serve 
sizes in standard basic materials. Establish one you better. 


source big enough to service all your requirements You can rely on the Hoover Ball Division, with 
and be sure of uniformly high ball quality, always. duplicate manufacturing facilities in Middletown, 

While quality is the keynote, service is equally Ohio and Erwin, Tennessee, for your specific 
important! That’s why new facilities, equipment requirements for high quality balls. 


> 


lfooowe4r & 


BALL DIVISION 
P. O. Box 381, Middletown, Ohio 


hoover ball and bearing company 


Hoover Ball and Bearing Company 
P. ©. Box 381, Middletown, Ohio 


Please send Hoover Ball Catalog 
Nome 
Title 
Company 
Address 
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Purchasing People In The News 





Mr. Ralph E. Hammer has been 
named purchasing agent of Hahn, 
Inc., Evansville, Ind. He will su- 
pervise purchasing of all raw ma- 


Ralph E. Hammer 
terials and vendor parts, as well 
as purchasing activities of ma- 
terials used in the manufacturing 
of the company’s present line of 
sprayers, and the Hahn pump. 


Mr. Harry R. Meyer, assistant 
to the vice president-administra- 
tion of Lukens Steel Company, 
Coatesville, Pa., since 1957, has 
been appointed to the position of 
purchasing agent. Announcement 
of his new assignment was made 
by Mr. Edmund Pfeifer, director 
of purchases. 


Harry R. Meyer 
" f : eo 9 
Mr. Meyer is completing 42 
years of company service, most 
of them in sales organization. In 


20 


his new capacity as purchasing 
agent he will be responsible for 
administration of all phases of 
purchasing and materials control. 


Mr. Henry A. Collier has been 
named purchasing agent at Sun- 
Olin Chemical Company, and will 
make his headquarters at Clay- 
mont, Del., where SunOlin op- 
erates a urea plant and is con- 
structing plants for the manufac- 
ture of ethylene and ethylene 
oxide. 

In his new post, Mr. Collier 
will be responsible for the pur- 
chase of all supplies and will re- 
port directly to the president. Mr. 
Collier is a graduate of Ursinus 
College. 


Mr. Glenn J. Kilcullen, a 25- 
year steel industry veteran, has 
joined Nelsen Steel & Wire Co., 
Franklin Park, Ill, as director of 
manufacturing. He will supervise 
the company’s stepped up manu- 
facturing program and his re- 


Glenn J. Kilcullen 
sponsibilities include procurement 
of raw materials, scheduling, 
quality control and production. 

Mr. Kilcullen has been active 
in both civic affairs and in indus- 
trial groups and he is a member 
of the Indiana Purchasing Agents 
Association. 


Mr. Bruce Johnston has been 
appointed purchasing agent for 
the Cambridge, Massachusetts fa- 


cilities of Epsco, Incorporated, in- 
cluding the Components, Instru- 
ments, Systems, Advanced Con- 
cepts Engineering and Medical 
Divisions. 

Prior to joining Epsco Mr. 
Johnston was associated with 
Tracerlab and the General Com- 
munication Company. He is a 
graduate of Suffolk University. 


Permacel, New Brunswick, N. 
J., has announced the appointment 
of Mr. George W. Radcliffe to the 
position of purchasing manager. 
He joined Permacel as a buyer in 
1957. 

Mr. Radcliffe is a graduate of 


> A oa Mac’ 
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George W. Radcliffe 
the Wharton School of Business, 
University of Pennsylvania. He is 
a member of the National Associa- 
tion of Purchasing Agents. 


Mr. Robert L. Young, buyer 
for Allegheny Ludlum Steel Cor- 
poration’s Carmet and Forging 
and Casting Divisions at Fern- 
dale, Mich., has been appointed 
division purchasing agent. He re- 
places Mr. C. R. Seymour, who 
died recently. 

Mr. Young is a member of the 
National Association of Purchas- 
ing Agents. 





SEE PAGE 152 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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PROBLEM: How to wrap a package so it will take rough handling. 





SOLUTION: International Paper’s Gator-Hide, Extensible Kraft 
has a built-in stretch that withstands sudden shocks. 


HESE PACKAGES are wrapped with 

International Paper’s rugged Gato 
Hide Extensible Kraft. You can drop 
them, throw them, bounce them. This 
wrap can take it! 

Gator-Hide Extensible Kraft actually 
stretches to absorb sudden shocks with- 
out ripping. This makes it the ideal wrap 
for any product that must withstand 
rough handling. Magazine publishers, 
for example, have found that Gator- 
Hide Extensible Kraft sharply reduces 
their post office rejection rate. 


INTERNATIO 


Manufacturers of ft 


cartons « miuR containe 


International Paper pioneered the in- 
troduction of white, black and golden 
brown extensible kraft. Now, there are 
many special colors av tilable. And 
Gator-Hide Extensible Kraft is supplied 
in either sheet or roll form, with such 
features as electric eve cut-off markings. 

Gator-Hide Extensible is also a re- 
markably uniform kraft paper. This 
makes it ideal for superior flexographic 
printing. Platemakers, inkmen and 
pressmen in our Southern Kraft Divi- 


sion have been extensively trained in 


NEW YORK rN 


papers for hor } ° COV fing papers ° 


this process. Using modern 3-color flexo- 
graphic presses, they'll brilliantly print 
your sales message. Give you w rappers 
that promote as they protect 

In paper and paperboard, Interna- 
tional Paper's sales and technical staff 
provides you with packaging that’s de- 
signed from the beginning to suit your 
product and solve your problems 

Call any of our seventeen Southern 


Kraft offices. Or 


merchant—he’s probably been doing 


contact you papel 


business with us for years. 


NAL PAPER 


papers and paperboa ds f 
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WINSMITH | 6 SERIES WORM GEAR SPEED REDUCERS 


SPECIAL BRONZE WORM GEARS 
cast to recommended AGMA 
standards. Low coefficients of fric- 
tion and thermal expansion for 

cooler, more efficient operation. 
CAST IRON HOUSINGS 
designed for high heat radia- 
tion. One-piece construction, 
close-grained gray iron for max- 
imum strength and rigidity. TAPERED ROLLER BEARINGS 
for minimum maintenance, 
long bearing life, permanent 


POSITIVE OIL SEALS 
keep oil in, dirt out. Shafts 
lapped to micro-finish under 
seals for uniform contact, 
longer seal life. 


CASE-HARDENED 
GROUND STEEL WORMS 


cut integral with the shaft. Heat ¢ 


treated for close-grained tough core; 


carburized before grinding. Meet 
AGMA long-wear specifications. 


@ 708 Models 
e@ 7/700 to 34 H.P. 
@ Ratios 5:7 to 4460:7 


@ Max. Output Torque 
142 to 34,767 in. /bs. 


Winsmith “‘( 


shaft alignment. Capacity to 
handle high radial and thrust 
loads. 


AVAILABLE in single and 
double reduction models, for 
intermittent or continuous 
service. Order from stock with 
right-angle or parallel shafts, 
worm on top or bottom, all 
worm gear or combined worm 
and helical. All types of spe- 


cial units also available. 


Series Reducers are compact units which offer a wide range 
of horsepower and torque output in minimum space. Their design and con- 
struction provides high shock load resistance; maximum thermal capacity 
without induced cooling; greater overhung load capacity; all moving parts 
totally enclosed in a dirt-proof housing and lubricated from a central oil bath; 
and complete interchangeability of major components. These features add up 
to smooth, trouble-free performance—an extremely low rate of wear—high 
mechanical efficiency —and greater overall economy per horsepower dollar. 


For complete information on Winsmith Speed Reducers, write today or 
call your nearest Winsmith Representative. You'll find one in every major in- 
dustrial area, listed in the Yellow Pages. They are technically trained experts 
who are always ready to help you with any speed reducer problem. For both 
standard and special power transmission applications, you’ll find it pays to 
standardize on Winsmith. 


WINSMITH, INC. 
225 Eaton Street, Springville, (Erie County), New York 


e ¢ e Winsmith Speed Reducers are rican craftsmen to meet American design and production standards. 
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P.A. AND FRIEND SAVE OLIVER TRACTOR ENGINEER 
UP TO 20% ON FRONT WHEEL BEARINGS 


The Oliver Corporation, a major tractor manufacturer, had 
been using 09000 and 15000 series tapered roller bearings 
in the front wheels of their tractor with excellent results. 

Then the Timken bearing sales engineer (above center) 
showed the purchasing agent how, with minor design 
changes, he could substitute Timken® LM bearings and 
get the same capacity with a 15 to 20% saving. The new 
bearing is a smaller, lighter, capacity-packed yet lower 
cost bearing produced with uniform high quality at the 
Timken Company’s revolutionary plant in Bucyrus, Ohio. 

The Timken bearing engineer also showed how the new 
design could lead to further savings in material costs, 
machining time and seals. And as soon as the tractor 
engineer was convinced that the lower cost design with 
the new bearing would perform as well as the old design, 
he was sold. 


SEPTEMBER 25, 1961 


This is typical of the kind of savings you can expect 
when Timken bearing engineers work closely with your 
engineers. Both graduate engineers, they talk the same 
language. Timken Company engineers talk your language, 
too—and always with an eye to lowering costs. The 
Timken Roller Bearing Company, Canton 6, Ohio. Cable 
address: ““TIMROSCO”. Makers of Tapered Roller Bear- 
ings, Fine Alloy Steel and Removable Rock Bits. Canadian 
Division: Canadian Timken, St. Thomas, Ontario. 


On the spot engineering service with 


3 
i 
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tapered roller bearings 
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unlimited selection 
-unequaled service on... 


CARBON STEEL—No one even ap- 
proaches the size and diversity of our 


stocks of hot rolled bars, plates, struc- 
ee A i i MIN M turals. Published tolerances assure the 
industry's most exacting sawing, shear- 
ing and flame-cutting. 
At Ryerson you will find the broadest selection of steel 
MACHIN BR. : and aluminum in all types and sizes—plus plastics and 


machinery. Thus, you’re assured of unbiased recom- 
mendations on material and metal-fabricating machines 
to speed production and reduce costs. 

And backing up the size and diversity of stocks are 
these important services: certified quality controls; ex- 
pert technical help; industry’s closest cutting tolerances; 
dependable, on-time delivery. 

Take a quick tour of Ryerson on these pages, then 
contact your Ryerson representative for details. 
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TUBING & CF BARS—Tubing: seam- 
less and welded mechanical; structural; 
hydraulic cylinder & fluid line; Ledloy* 
170. Bars: shafting, machinery steel, 
accuracy and screw stock, including 
fast-machining Ledioy 375 and 300. 


ALUMINUM—Nation-wide service on 
Reynolds aluminum includes all mill 
products: sheets, plates, tubing and 
pipe; wire rod and bar; structural and 
extruded shapes; construction prod- 
ucts for buildings and highways. 
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ALLOY STEEL—8-step certified quality 
program assures riskproof alloys— 
case-hardening, direct-hardening heat- 
treated alloys; leaded alloys, including 
fast-machining Rycut® steels; aircraft 
quality alloys; etc. 


SHEET & STRIP—More than 20 kinds 
of stock sizes—or we can cut sheets to 
your order with latest shears, slitters 
and cut-to-length lines for faster serv- 
ice. Also strip coils, etc. Call us for 
all your sheet and strip requirements. 


MACHINERY—More than 3800 types 
and models of metal-fabricating equip- 
ment for bending, braking, drilling, 
forming, hoisting, pressing, punching, 
rolling, sawing, shearing, threading 
and welding. 


This big friction saw bites through a 24” 
beam in less than 12 seconds. The accuracy 


of Ryerson cutting on all types of 


equipment is the closest in the industry. 


Co 


STAINLESS STEEL—2351 sizes,shapes, 
types and finishes in sheets, plates, 
bars, tubing, pipe and fittings, etc. All 
certified to meet ASTM, SAE, military, 
DuPont or GE specifications. Check 
in for fast stainless service. 


INDUSTRIAL PLASTICS—Ryertex- 
Omicron PVC pipe, tubing, sheet and 
rod conquer more than 281 corrosives. 
Also rigid Kralastic and flexible poly- 
ethylene pipe and Ryertex® laminated 
phenolic resin plastics. 


BE METALOGICAL—Ali the plus values 
of our products and service add up to 
giving you “optimum value for every 
purchasing dollar. Whatever you need 
—steel, aluminum, plastics, machinery 
—be Metalogical, call Ryerson. 


RYERSON 


METALOGICS ) 
JOSEPH T. RYERSON 4 SON, INC.. MEMBER OF THE g; STEEL FAMILY 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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For General Time Corporation 


PRODUCTION ANSWERS FALL INTO PLACE, 
SAVE $56 per 1,000 UNITS WITH SCOTCH-WELD’ 


BRAND STRUCTURAL ADHESIVES 


Before a SCOTCH-WELD Brand Structural 
Adhesive joined the assembly line, attach- 
ing tiny gear heads to mounting pins was 
a tedious and costly operation for Haydon 
Division, General Time Corporation, Tor- 
rington, Conn. High-temperature brazing 
frequently distorted gear configuration, 
warped shafts, upset metal hardness. A 
100% inspection, with rejects aplenty, 
was required to assure watch-like accu- 
racy in the final product—synchronous 
timing motors. 

A 3M Field Engineer suggested 
SCOTCH-WELD EC-1386. In production, 
bonding gears to shafts with this epoxy- 
type adhesive eliminated the distortion- 
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causing heat problem, ended high rejects, 
made 100% inspection unnecessary. The 
void-filling properties of EC-1386 reduced 
tolerances required between shaft and 
gear. And best of all, savings of $56.37 per 
thousand assemblies resulted! 

Chances are your company can save 
money, speed production, simplify putting 
new designs into production by taking 
advantage of SCOTCH-WELD Structural 
Adhesives or other adhesive products de- 
veloped by dynamic 3M research. Ask 
the nearby 3M Field Engineer to show 
you how! Or write AC&S Division, 3M 
Co., Dept. SBCC-91, St. Paul 6, Minn. 

“SCOTCH-WELD” is a reg. TM of 3M Co. 


ADHESIVES, COATINGS AND SEALERS DIVISION 
Wiianesora Jfininc ann Af 
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SCOTCH-WELD EC-1386 simplifies 
bonding gear to shaft by elimina- 
ting high brazing heat that dis- 
torted the tiny parts, changed 
metal hardness. 


Lad 


1S THE KEY TO TOMORROW 
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O.E.M.pathy” 


! 


*A unique form of empathy...the sensitivity 
to comprehend and react to the problems 
of Original Equipment Manufacturers. 


Why this attitude? Because we give what we’d like to receive. At Allis-Chalmers . 

O.E.M.pathy is a deep-rooted habit we never aim to change. In building products for use in 
your products, we draw on our experience as an OEM in many fields. We don’t have to put 
ourselves in your shoes . . . we’re already wearing a similar pair. This frame of mind affects 
our basic approach in everything we do... not in a superficial way . . . but from the basis of 
sound, well-chosen beliefs gained as OEM’s ourselves. It shows in the products we offer, in our 
service, our delivery, our ability to supply “specials” and to fit our performance to your needs. 


~ | / . . . . 
It’s more than a desire to serve .. . O.E.M.pathy directs our thinking, our attitudes, our 
actions. We want your components business. We'll work hard to earn it and we'll work 
hard to keep it. There’s an Allis-Chalmers representative nearby . . . call him or write A-C. 


al ~, | “Wl A] ra 
PRODUCTS FOR YOUR PRODUCTS {| ./?,. | $- eS pe hag 
FROM ALLIS-CHALMERS MM ye i - , ¢ = 
MILWAUKEE 1, WISCONSIN 


ONTROLS AND 
INTEGRAL MOTORS ACCESSORIES CENTRIFUGAL PUMPS ROTARY COMPRESSORS 
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STAINLESS 
pipe & fittings 
in stock... 


Stainless steel piping for process in- 
stallations, like the one pictured in 
Mogen David Wine Company's 
modern Chicago plant, can be 
readily supplied from our 
warehouse stock. 


We mairtain a large inventory of 
light-wall, standard, and extra- 
heavy stainless pipe in a variety 
of sizes and analyses—plus 
threaded and welding fittings, 
and valves. 


Rely on C. 4, Roberts Co. for prompt 
service and expert technical 
assistance on your Stainless Piping 

requirements. 


C.A.ROBERTS CO. 


Soot  Atuminum Tube Specialists. 
Dept. N-9 2401 25th Avenue « Franklin Park, III. 


6 warehouses serving the middlewest 
CHICAGO « DETROIT « INDIANAPOLIS 
ST. LOUIS © TULSA « N. KANSAS CITY 
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Mosr FASCINATING title 
we've run across in a while is that 
of D. H. Stoddard in the North 
Carolina Works of Western Elec- 
tric. He’s known as “Engineer, 
Results.” 

® e 


Lavest NOTE on Big Broth- 
erism, Buying Division: a syn- 
thetic fur manufacturer uses five 
closed circuit television cameras 
to monitor 87% of its operations. 
There are five receivers in a cen- 
tral room, where the firm’s. three 
partners, according to The Office 
Magazine, hold meetings, talk to 
buyers, and watch operations on 
the six floors the plant occupies. 


Our FIRST timorous, tenta- 
tive strike at the pigeon world 
(see p. 58, Aug. 14 issue) having 
got by without arousing a storm 
of protest from outraged pipi- 
ophiles, we are emboldened to 
report with enthusiasm that the 
U. S. is now getting help in its 
war against the pests from its 
staunchest ally, Great Britain. An 
announcement from London tells 
us that a Mr. J. E. Flynn will 
fly to America shortly to demon- 


/p 
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strate Scarecrow Strip bird repel- 
lent in New York, Philadelphia, 
and Chicago. 

Scarecrow Strip is a plastic gel 
bird repellent which, according 
to the public relations man, has 
been a spectacular success in 
clearing pigeons and_ starlings 
from London’s National Gallery, 
Covent Garden Opera House, and 
other famous buildings. 

We'll try to keep you informed 
on how Mr. Flynn makes out 
with the tough, contemptuous 
pigeons of New York. From our 
own personal observation, we’d 
say Mr. Flynn’s success in Lon- 
don was rather limited. We didn’t 
see any pigeons on the National 
Gallery, but we did see thou- 
sands and thousands of them— 
all very well-bred, very British, 
but still pigeons—in nearby Tra- 
falgar Square. 


e & 
Cost REDUCTION through 


substitution is catching on. Last 
year Tiffany & Co. featured a 
solid gold putter in ads in The 
Wall Street Journal. This year 
Tiffany is featuring a putter with 
a sterling silver head at $140. 
(Price includes tax.) 
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“Would you repeat how you were negotiated into a big discount for 
the benefit of my colleagues and the chief purchasing agent?” 


PURCHASING 





y 
SevERAL OF our readers who 
are also connoisseurs of feminine 
beauty have protested what they 
consider the defacement of a very 
pretty girl by a purchase order 
on our August 28 PURCHASING cov- 


er. We plead guilty with the lame 


oi 
- Ly al 


explanation that business is busi- 
ness and girls are girls. But just 
to show we're thinking of you, 
here’s an uncluttered view of 
lovely Barbara Knight, reception- 
ist for Conover-Mast Publications, 
who so graciously posed for our 
cover and uncomplainingly al- 
lowed a purchase order to be 
plastered on her. 


Fourruer explanation on a re- 
quest for loan form submitted to 
his credit union by a New York 
Sanitation Department employee: 
“The need for children’s clothes 
is as constant as life itself.” 


W ere VERY careful that Pur- 
CHASING Magazine goes only to 
bonafide purchasing agents, but 
secretly we’re quite flattered when 
other people sneak a look now 
and then and like what they see. 
A charming lady wrote in the 
other day asking if she could get 
a large reproduction of the Pan 
American ad in our July 3 issue, 
and added. 

“I am impressed by the beauti- 
ful colors in so many of your 
photographs used in various ad- 
vertisements. All of the technical 
aspects of your magazine, I am 
sure, are appreciated by my em- 
ployer, but the artwork is cer- 
tainly appreciated by me. Thank 
you.” 
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This mark 
means Glass, 
engineered by 


Lancaster 


Loncaster des signed and produced this window for Westi nghous e automatic 
is nolded in a functional, free-form shape for extra strengt 
] egral appendages permit perfect fit, water-tight sealing a 


The unit 
s opoead! 


Look to Lancaster for imaginative design and de- 
pendable production of glass components for your 
products. Lancaster engineers assist you in early 
stages of product development, insuring complete 
design integration—great beauty and practicality 
Cost? Lancaster’s advanced production facilities 
help you sell at competitive prices. Send blueprints 
for quotations or write for further details. 


by Lancas 


Fancaster 


LANCASTER GLASS CORPORATION, LANCASTER 4, OHIO 
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AND NOW-PAN AM OFFERS 


FOR ATLANTIC GARGO- 


Pan Am offers businesses everywhere 


At last, modernization of Clipper* Cargo rates is com- 
plete—world-wide! In more cases than ever before, dis- 
tribution via Pan Am eosts less than the total for sur- 
face transportation. Look at this rate breakdown 
between New York/London, for example: 





THE BIGGER YOUR SHIPMENT, THE LOWER YOUR RATE 

WEIGHT NEW RATE SAVINGS 
Up to 99 Ibs. .. $1.00perlb. . . 21% 
100-219 Ibs. 69 perlb. . . 28% 
220-549 Ibs. 5O0perlb. . . 48% 
550-1099 Ibs Alperlb. . . 57% 
1100-2199 Ibs. . 36 perlb. . . 57% 
2200-16,499 Ibs. .. .33perlb. . . 60% 
16,500 Ibs. and over** .31lperlb. . . 63% 


**Eastbound only 











To illustrate what these general rates mean, the 225- 
pound shipment that used to cost you $216 now costs 
only $112.59. You save almost half! On a 2250-pound 
shipment, you save $1125. There are similar low rates 
between all other U.S./European points. Specific com- 
modity rates still apply to some items. Among them: 
leather goods, yarns & fibers, clothing & footwear, appli- 
ances, business machines, drugs, pharmaceuticals and 
photographic equipment. 

And you still get all the profit-building benefits of The 
Pan Am World-Wide Marketing Service—at no extracost! 


Pan Am World-Wide Marketing Service builds 


even greater opportunity abroad 


Whatever problem you face in doing business overseas, 
Pan Am can help with the most complete marketing 
service ever developed : 
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volume discount cargo 


World-Wide information. Current, valuable, authoritative 
market information on 114 world trade centers in 80 
foreign lands. 


World-Wide transportation. More cargo flights direct to 
more of the world’s major markets by Pan Am — the 
world’s largest overseas air cargo fleet. 


World-Wide representation. More American and English- 
speaking personnel to represent you and your product 
on the spot at shipping points abroad. 


Call your cargo agent, freight forwarder or Pan Am. 


PAN AM CARRIES MORE CARGO TO 
MORE PLACES THAN ANY OTHER AIRLINE 


*Trade Mark, Reg. U.S. Pat. Off. 
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ANGLES CHANNELS ZeceS HEXAGONS ROUNDS HALF ROUNDS 





United States Steel offers the widest range of carbon and alloy bar sizes, shapes and grades available in the industry. 
We're a single source for all your requirements. 








Sickle guard 
forged from 


(ss) Bar Stock 
for longer life 


This forged and machined part will last longer 
than the cast design it replaced even though it 
weighs 12% less and costs less. It’s a sickle 
guard used on the cutting platform of a line of 
John Deere self-propelled combines, and is 
manufactured by Buchanan Steel Products Cor- 
poration, Buchanan, Michigan. 


John Deere wanted the part to be thinner for 
maximum cutting coverage at high speeds, and 
shock- and wear-resistant so that it could self- 
sharpen the blade. The designers specified 
forged steel because it would mean a lighter, 
tougher, more durable part. The part is forged 
from bar flat steel produced by United States 
Steel. 


Design and fabrication possibilities are virtually 
unlimited with USS Carbon and Alloy Bar 
products. Forgings are usually fabricated from 
USS flats, rounds or round-cornered squares. 
And nowhere else can you get the range of sizes, 
shapes and grades offered by USS. You name it 
—we have it. Just call our nearest sales office, or 
write United States Steel, Room 6327, 525 Wil- 
liam Penn Place, Pittsburgh 30, Pennsylvania. 


United States Steel Corporation * Columbia- 
Geneva Steel Division * Tennessee Coal and 


Iron Division * United States Steel Supply This mark tells you 
sr , a product is made of 
Division * United States Steel Export Company 


modern, dependable Steel 
APRS. 


HALF OVALS 
SQUARES ee | 7 


SPECIAL SECTIONS 


United States Steel 





WHEN YOU NEED RESILIENCE... 


Saha 5 . 
RESISTANCE TO HEAT RESISTANCE TO FLAME RESISTANCE TO COLD 


A million tons of hot coke have not Neoprene coated fir lis for aircraft Neoprene remains flexible 
harmed this neoprene belt. pass this flame thrower test. even at —65° F. 


ll ae 
*¥ er - 


RESISTANCE TO SUN 
RESISTANCE TO OIL AND WEATHER RESISTANCE TO OZONE 


Neoprene retains its properties in After 25 years’ expo: 


ire, neoprene Neoprene tire sidewalls resist 
contact with oil and grease. cable (bottom) shows nc 


iit 


) surface 4 ozone cracking 


, yr 
- RESISTANCE TO ABRASION RESISTANCE TO CHEMICALS RESISTANCE TO IMPACT 


Tough neoprene gives dependable Neoprene assures protection against Neoprene has outstanding resilience, 
service in severe applications. most acids and 


id chemicals resists permanent distortion. 


SPECIFY VERSATILE DU PONT NEOPRENE syntnetic rubber 


A‘ quarter century of industrial service has proven 
that versatile Du Pont neoprene, with this balanced tributors. For additional information, write E. |. 
combination of properties, can meet a range of severe du Pont de Nemours & Co. (inc.), Elastomer 


service requirements. Neoprene products are Chemicals Department P-9, Wilmington 98, Delaware. 


zs 


available from rubber goods manufacturers and dis- 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


NEOPRENE MAKES TODAY'S PRODUCTS BETTER. - TOMORROW'S PRODUCTS POSSIBLE 
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Calendar of Coming Events 








SEPTEMBER 


NOVEMBER 




















DECEMBER 
SMIWTFS 





26 21 282 
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17 18 19 20 223 
2425 26 27 28 29 30 














Sept. 25-26. Steel Founders’ So- 
ciety of America: Fall 
Meeting, The Homestead, 
Hot Springs, Va. 


Sept. 25-28. American Welding 
Society: Fall Meeting, Adol- 
phus Hotel, Dallas, Texas. 


Sept. 26-28. Institute of Sanita- 
tion Management: Sanita- 
tion Maintenance Show, 
Hotel Sheraton, Philadel- 
phia, Pa. 


Sept. 27-28. American Die Cast- 
ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 
Chicago, IIl. 


Sept. 28-29. American Produc- 
tion and Inventory Control 
Society: 4th Annual Nation- 
al Conference & Technical 
Exhibit, Pick Congress 
Hotel, Chicago, IIl. 


Oct. 2-6. National Hardware 
Show, McCormick Place, 
Chicago, II). 

Oct. 5-6. American 
men’s Society, 9th Ohio 
Regional Foundry Confer- 
ence, Netherland Hilton 
Hotel, Cincinnati, Ohio. 


Foundry- 


Oct. 9-11. National Electronics 


Conference, International 
Amphitheatre, Chicago, IIl. 


Oct. 10-12. American Standards 
Association: 12th National 


Conference on Standards, 
Rice Hotel, Houston, Tex. 


Oct. 13-14. Dayton Purchasing 


Agents Association and the 


University of Dayton: Pro- 
curement Conference, Pat- 
terson Memorial Center, 
1815 Brown St., Dayton, 
Ohio. 


18-20. Purchasing Agents 
Association of Tulsa and 
University of Tulsa: Fourth 
Petroleum Industry Pur- 
chasing Management Semi- 
inar, Western Hills Lodge, 
Tulsa, Okla. 


*t. 18-20. National Packaging 


Forum: Twenty-third An- 
nual Meeting, Biltmore Ho- 


tel, New York, N. Y. 


19-20. American Foundry- 
men’s Society, Michigan 
Regional Foundry Confer- 
ence, Michigan State Uni- 
versity, East Lansing, Mich. 


. 19-21. Foundry Equipment 
Manufacturers Association: 
Annual Meeting, Greenbrier 
Hotel, White Suiphur 
Springs, W. Va. 


+t. 23-27. American Society for 


Oct. 


Oct. 


Metals: Metal Show & 48rd 
National Metal Congress, 
Cobo Hall, Detroit, Mich. 


23-27. 
Show: 
City. 


National Business 
Coliseum, New York 


24-28. National Tool, Die & 
Precision Machining Asso- 
ciation: Annual Convention, 
Huntington-Sheraton Hotel, 
Pasadena, Calif. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 


Department, PURCHASING Magazine, 


205 East 42nd Street, 


New York 


Please give title and company affiliation in all correspondence. Notify us eae 


of any change of address. Be sure to give old as well as new address; 


include 


postal zone number, and new company name and title. Enclose address label from 


@ recent issue, 


if possible. Since mailin 


labels are addressed in advance, 


allow 5 weeks for change to become effective 
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Victoprene on 
0.D. and outer 
face; patented 
lead-into-bore fea- 
ture. Integrally 
molded element 
and case. 


Stee! 0.D.—Vic- 
toprene gasket on 
inside face. Pri- 
mary lip retains 
lubricant; second- 
ary lip excludes 
dirt, foreign matter. 


PROVEN DESIGN 


compact, dual-lip 
oil seals 
as narrow as “%-inch 


Victor Victoprene oil seals in two 
types to accommodate varying in- 
stallation and bore sealing needs, 
yet provide identical shaft sealing 
efficiency in even the most limited 
housing space. 


® DUAL SEALING SURFACES—Inner 
lip retains fluid; outer lip excludes foreign 
matter or confines secondary lubricant. 


VICTOPRENE ELEMENT—Developed 
of improved Buna N synthetic rubber for 
balanced resistance to lubricants, heat, 
age deterioration. 

PERMANENT PRE-LUBRICATION— 
Cavity between lips holds lubrication on 
installation. Reduces frictional drag; ex- 
tends seal life. 

NARROW WIDTH—One-piece integral 
molded construction for most compact 
seal housing. 


POSITIVE SPRING LOCATION— 
Molded groove retains spring; uniform 
pressure on shaft assured. Both types 
available without spring. 

POSITIVE BORE SEALING—Type K4 
has bonded-to-case Victoprene on O.D. 
and outer face; lead-in allows easy instal- 
lation. K6 has steel O.D. with integral gas- 
ket on inside face for bottom of bore seal. 


WRITE FOR CATALOG... vicToR 


Covers above types and all vari- 
eties of Victor oil seals; includes 
service recommendations. Use- 
ful to specifiers and buyers. 


Victor Mfg. & Gasket Co., P.O. 
Box 1333, Chicago 90, Ill. Cana- 


dian plant: St. Thomas, Ontario. 


wWriCcTtrohnR 


Sealing Products Exclusively 

OIL SEALS * GASKETS * PACKINGS 
MECHANICAL SEALS 
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when 


you discuss 
air compressors 
what does 


PD 


mean? 








THE TECHNICAL DEFINITION 


All compressor manufacturers of air-cooled compressors 
rate their machines in terms of PD or PISTON DIS- 
PLACEMENT. This is the volume of air (usually in 
cubic feet per minute) swept through a cylinder or cylin- 
ders by the first stage piston or pistons as the case may be. 


BUT THERE’S ANOTHER MEANING TOO 


To Ingersoll-Rand it is “PIONEERING DEVELOP- 
MENTS”, something we're proud of. Developments of 
nat af op one rnernay gearellde past years are reflected in the present line of Ingersoll- 
ot. nes Seenieie seentes Rand compressors and we are continually pioneering to 
to choose from. improve our product. 
Ingersoll-Rand’s air-cooled air compressors are just part 
of the entire line that reflects these product improvements. 
This is a most complete group of air compressors from 
1/2 through 125 horsepower that are packaged, easy to 
install, ready to go to work. 
If you’re in the market for a compressor or would like a 
survey of your present compressor system, call on a 
qualified AlRengineer...he’s available at the local 
I-R branch office or authorized I-R distributor. 


Type 40 air compressors for pressures 


, to 125 psi are built in 25 through 
125-horsepower sizes. Drivers can be Ti me a4ri 
direct connected, coupled or be'lted 

245A3 11 Broadway, New York 4, N.Y. 


OTHER I1-R COMPRESSORS TO 7500 HP—PRESSURES TO 5000 PSIG. 
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Purchasing Pointers 
SS a iO aE ——te 


PRODUCT KNOWLEDGE IMPROVES BUYING-Buyers for a well-known jet engine 
parts manufacturer get a thorough knowledge of the structure 
and function of their company's end products by attending 
regular company service school sessions. There they see the 
products torn down and reassembled, and learn exactly how 
the components they buy operate. These are not value analysis 
sesSions, strictly speaking, but they provide the buyer with 
an excellent background for value buying. 





KEEP TABS ON SUPPLIERS' LABOR—A Pittsburgh P.A. keeps a close watch on 
labor relations of his major suppliers and reports quarterly 
to management on labor contract termination dates, possibility 
of strikes, etc. More than once, he has been able to spot 
trouble in advance and adjust his buying plans so that his 
own lines weren't shut down when suppliers were struck. 





CAPITAL EQUIPMENT PURCHASE FILES—A large volume of information 
and paperwork is involved in capital equipment purchases and con- 
struction contracts. So checking back for data becomes a 
tiresome, time-consuming business, if drawings are in one file, 
bids in another, correspondence in another. Try putting all 
material on each major project ina separate file, 
in a central location. 





SURPLUS TO EMPLOYEES—Some types of surplus equipment that 
bring only nominal prices when sold to dealers could be offered 
to company employees instead. Such sales of containers, 
shelving, certain types of equipment, etc. will help you get 
rid of surplus and build good will at the same time. Some 
companies even give some surplus items to employees—but charg- 
ing them a token price seems to be the better method. 





VENDORS SHOULD EXPEDITE, TOO—You can save yourself a good deal of 'phon- 
ing and letter writing by having your vendors do part of your 
expediting. A Pacific Coast purchasing department regularly 
sends major suppliers a list of all open orders placed 
with them. The list carries basic information—part name and 
number, P.O. order, quantity on order, balance due—but 
delivery date must be filled in by the vendor. 





AIR CARGO INFORMATION—For P.A.'s directly or indirectly concerned with 
overseas Shipments by air, British Overseas Airways has 
prepared an Air Cargo Digest. The pocket-size book has 500 pages 
and gives over 50,000 rates, and has a wide range of shipping 
information and advice. Copies are available from BOAC at 
530 Fifth Avenue, New York 36, N.Y. 





SEPTEMBER 25, 1961 





Cambridge Collapsible* Metal-Mesh Belt 
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CLEANS ITSELF~-INSTANTLY, THOROUGHLY 


Just slacken tension on the Cambridge Collapsible 
Belt, run it through a cleaning tank, and watch it 
clean itself. Because each cross rod separates 
completely from the spirals, bacteria and odor- 
producing dirt, oils and greases flush away instantly 
and thoroughly. Yet, the Cambridge Collaspible 
Belt gives you all the metal-mesh belt advantages 
you need for fast, thorough processing. 


There is a complete line of Cambridge Belts in 
special and standard metals and alloys to meet your 
specific requirements—custom built in any one of 


aM al -me Ot-lanlelalele l= 


Wire Cloth Co. 


nine basic weaves to insure the most efficient 
processing. 


Experienced Cambridge Field Engineers—experts 
in their field—are available to discuss your needs 
and help you select the belt best suited to your 
operations. Or, they can offer you sound advice on 
the installation, operation and maintenance of your 
Cambridge Belts. Talk to your Cambridge man 
soon. He’s listed in the Yellow Pages under 
“Belting, Mechanical”. Or, write for free 130-page 
reference manual. 


lide acess stove gvlel 
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Monvfocturers of Metal-Mesh Conveyor Belts, Flat Wire Conveyor Belts, 
Wire Cloth, Wire Cloth Fabrications, Gripper ® Metal-Mesh Slings 
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Exit, Villain: 


Enter, Hero 


PuRCHASING MAGAZINE 
SEPTEMBER 25, 1961 


EDITORIAL 





One OF THE more astute observers of the purchasing scene 
wrote recently: 

“Remember how just a few months ago the P.A. was being 
made out as the price villain because the business upturn hadn’t 
materialized? 

“Now we're coming out smelling like a rose. The war scare 
will up activity and prices and purchasing people will be honored 
for holding the line against runaway inflation.” 


We remember well. The purchasing agent, always a target 
for criticism when business slows down, really took a barrage 
during this last recession, mild as it was. And the comments 
seemed to be nastier than ever. In other days, purchasing was 
said to be responsible for profitless prosperity. This time it was 
accused of a bagful of horrendous crimes, from sharp practice 
to outright immorality. 


Such basic, legitimate purchasing practices as setting up vendor 
stocking arrangements, seeking quotations on engineered prod- 
ucts, and asking suppliers to absorb freight were characterized 
as “price fighting.” And price fighting in turn was characterized 
as the cause of inflation, price fixing, and bad business ethics. 
This, if the laws of logic still have any validity in today’s world, 
makes the conscientious P.A. a pretty dangerous fellow. 


Now the tune is changing. Or at least the old one is dying 
down. Recovery is an accomplished fact, production is on the 
way up, and it appears that business will be stimulated by the 
defense buildup. This means of course that prices will rise, and 
purchasing will bear the brunt of keeping them in check. The 
P.A. may or may not be called the man who can stop inflation. 
Perhaps my friend is right, but I doubt that very many outside 
the profession itself, except for a few banquet speakers, will take 
the trouble to label him a hero even if he is one. 


Probably it’s just as well. Most purchasing people with a true 
understanding of their jobs will let the plaudits and the brick- 
bats fall where they may, in good times and bad. They know 
their reason for existence is to stimulate competition, not to 
hand out orders to suppliers who want all the rewards and none 
of the risks of doing business in a competitive world. 


Now, while there’s a lull in the name calling, and price boosts 
are being readied, keep your buying tools sharp. Neither you nor 
any other businessman can afford to let them get dull if competi- 
tion is to survive in this country. 


»» 
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Case Study 
In Modern Purchasing 


To meet the rigorous demands of missile and air- 
craft procurement, Minneapolis-Honeywell’s Aeronau- 


tical Division's buying team is tightly organized, sets 


high standards for its own and vendors’ performance. 


By Ted Metaxas, 


Midwestern Editor 


P URCHASING is becoming just 
as important as engineering and 
manufacturing in establishing a 
prime contractor’s eligibility for 
defense business. At the Aeronau- 
tical division of the Minneapolis- 
Honeywell Regulator Co., for in- 
stance, an Air Force procurement 
specialist periodically peers over 
Procurement Manager Jack Lep- 
pla’s shoulder to grade the effi- 
ciency of his department with a 
checklist as long and detailed as 
a purchasing manual. 

If what he finds displeases him, 
his report may affect the com- 
pany’s ability to secure defense 
contracts. But if he sees that the 
division’s buying is up to military 
standards he will give the firm his 
blessing. 

Spending almost $23,000,000 a 
year, Leppla’s department oper- 
ates in the rigorous environment 
of space age purchasing where 


even a fastener must be dimen- 
sionally and metallurgically per- 
fect. And in some cases component 
specifications are so fine that sup- 
pliers cannot immediately hew to 
them. 

Purchasing buys about 11,000 
parts from 5775 vendors, issuing 
about 43,000 purchase orders an- 
nually. Most of its purchases end 
up in complex electronic systems 
for aircraft, missiles, and space 
vehicles. 

To provide the kind of service 
that can meet these demands 
routinely, Aeronautical procure- 
ment had to go beyond conven- 
tional purchasing techniques. It 
has established performance cri- 
teria which may set new stand- 
ards, not just for defense procure- 
ment, but for commercial buyers 
as well as they encounter more 
exacting tolerances, automation, 
and more complex products. 
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In ORGANIZING his depart- 
ment, Leppla has upgraded buyers 
to the point where they can han- 
dle research and production buy- 
ing with equal facility; he has 
integrated purchasing and com- 
pany planning to give buyers an 
edge on future projects; he uses 
statistics and performance stand- 
ards to tell him how well his de- 
partment is doing. 

Thirty purchasing agents and 
buyers staff Aero’s five _ sec- 
tions, buying for research-devel- 
opment and production. Purchas- 
ing agents, who report to Leppla, 
head sections for raw materials, 
sub systems, MRO, components, 
and general systems. 

Partly because of the maturing 
abilities of its people, Aero pur- 
chasing recently abolished its sys- 
tem of separate buying groups for 
R&D and production. The concept 
had proven a logical one when 
the engineering phase of a pro- 
gram had been separate from the 
production phase. 

But when engineering and pro- 
duction functions began to over- 
lap, strong continuity was need- 
ed in purchasing. Clearly, engi- 
neering and production buying 
had to be integrated. 

Last February the two depart- 
ments were merged in a new com- 
ponents section. It is headed by a 
purchasing agent and consists of 
four senior buyer and buyer teams 
which specialize in mechanical, 
electro-mechanical, electronic, and 
special product components. A 
fifth senior buyer purchases semi- 
conductors. 

Chief concern of the special 
products team is R&D and special 
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Vell 


R&D, Production Buying 


In One Unit 


engineering, for which it devel- 
ops vendors and processes. Later 
it turns over the reins to the ap- 
propriate components group. 

Despite some overlapping of 
function among mechanical, elec- 
tro-mechanical, and_ electronic 
buying teams, the new arrange- 
ment permits equalization of 
workload and greater specializa- 
tion than was possible before. 
Nine men in one department can 
specialize more effectively than 
three in one department and six 
in another. 

According to components sec- 
tion P.A. Bill Freligh, “Buyers 
can now take the overall approach 
in purchasing. They know how 
vendors will perform in R&D as 
well as in production and can co- 
ordinate the two phases. Of 
course, vendors like the system. 
Sometimes buyers draw on pro- 
duction stock for R&D jobs, sav- 
ing money and time.” 

Two girls have been assigned 
to each senior buyer and buyer 
team. Usually, one girl does all 
the expediting while the other 
buys simple, repetitive items. Fre- 
ligh foresees that two girls may 
someday be able to handle 80% 
of the workload, freeing buyers 
for the vital 20%. 

The subsystems groups, which 


Director of Procurement Jack 
Leppla with one of 18 graphs 
of purchasing performance. 
These were shown to manage- 
ment to prove that purchas- 
ing could be conducted as sys- 
tematically as manufacturing. 
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buys complete assemblies such as 


accelerometers, gyros, electronic 
timers, actuators, airborne indi- 
cators, etc., consists of six experi- 
enced senior buyers who are re- 
sponsible to purchasing agent E. 
A. Zierhut. Aero’s MRO section 
is staffed with a P.A. and six 
buyers. 

General purchasing agent Don 
Sprague, who reports to Leppla, 
serves as office manager for the 
department and is deeply involved 
in system work which now in- 
cludes planning for a paperwork 
automation program. He also han- 
dies small business reports and 
maintains liaison with the local 
Air Force procurement office. 


Three of Aero Division's five P.A.’s. 
D. A. Sprague (far left) handles pro- 
cedures and keeps in touch with local 
Air Force procurement office. W. P. 
Freligh (center) heads largest section 
which buys components both for pro- 
duction and R & D. Subsystems group 
is headed by E. A. Zierhut (above.) 


Field expediter E. L. Johnson, 
who is located in Connecticut, 
receives copies of all purchase or- 
ders placed in the East and fol- 
lows through by unkinking prob- 
lems of delivery, quality and 
vendor relations. His on-the-spot 
coverage of the East saves Min- 
neapolis buyers a great deal of 
traveling to distant plants. A for- 
mer department head, Johnson 
regularly confers with buyers on 
supply problems and sources in 
his area. 

Recently, an engineer was add- 
ed to the purchasing department 
to represent it on the newly in- 
stituted corporation-wide value 
engineering department. 


PURCHASING 





F orwarp planning of pur- 
chases could be a haphazard affair 
in the fast-moving aero-space bus- 
iness. Parts specifications are like- 
ly to change, engineering break- 
throughs are always imminent, 
and production schedules cannot 
be firmed up beyond six months. 
In addition, the tasks of meeting 
production schedules and main- 
taining multiple supply sources 
become complicated. To overcome 
these problems, Aero purchasing 
communicates regularly with pro- 
duction on critical items and uses 
an advanced blue print system to 
help pre-plan purchases. 

Each Friday coordinators from 
both production and the mode] 
shop (where development work 
is done) send complete lists of 
their critical parts to purchasing. 
These are reproduced and dis- 
tributed to buyers, who note the 
status of the items on their sheets. 

On Monday, model shop and 
production men meet with senior 
buyers who give them the facts 
on their short sheet parts. At these 
regular meetings, shop men alert 
buyers to future needs and in re- 
turn are advised on supplier prob- 
lems and possible lead times. 

In this “early warning” system, 
components buyers are also given 
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Good Planning 


Means Better Purchasing 


advance blueprints of newly de- 
veloped devices and parts so that 
they can prepare for future buy- 
ing. Engineering notes on these 
drawings names of suggested ven- 
dors. The buyer submits advance 
drawings to these and to other 
vendors he believes qualified. 
Afterwards, the design and mate- 


rial recommendations submitted 
by the suppliers are sent in sum- 
mary form to the components en- 
gineer for study before his de- 
sign is frozen. A buyer and a 
components engineer review ven- 
dor information to determine 
where orders will be placed. 

A division planning department 


Every Monday morning, Leppla (I.) and key buying 


personnel meet for 


rundown 


on critical items. 


— 





PURCHASE HISTORY 


DATE TO VENDOR PART NAME 


Vendor Name & Address 








Vendor Part No. 





1. 


Once item goes into production, 
purchase history card keeps track 
of each order, price, etc. 














When product is in develop- 
ment, component buyers re- 
cord quoted prices and deliv- 
eries for future buying ref- 
erence. 


periodically briefs purchasing su- 
pervisors on its latest analysis of 
current and future business and 
technical developments. The pres- 
ent sales forecast is matched 
against the company’s capacity 
to fulfill it. Adjustments and 
changes are suggested to meet the 
future load. So that all managers 
will have common objectives, sim- 
ilar briefings are given to other 
departments. 

From such sessions, purchasing 
gains time to plan for future 
needs. Since it buys new devices, 
strange alloys, and new fabrica- 
tion methods, the department 
needs to seek out vendors who 
can deliver the processes and re- 
liability required by the military. 

Purchasing also attends the 
marketing department’s monthly 
review of Aero’s sales forecast and 


new order situation. It also re- 


74 


ceives a regularly revised basic 
production schedule which con- 
tains a month by month schedule 
of production for one year and a 
production forecast for two years. 
The schedule allows buyers to 
break down individual orders into 
piece part quantities, permitting 
them to brace themselves for re- 
quisitions coming from the com- 
puterized inventory control de- 
partment which issues purchase 
releases for up to six months 
ahead. With prior knowledge of 
releases and long term procure- 
ment plans, buyers can plan more 
economical buys and select the 
proper vendors for the indicated 
volumes. They don’t have to wait 
for the requisition to arrive. 

Every quarter, purchasing su- 
pervision attends a divisional staff 
meeting which reviews the com- 
pany’s financial picture and fu- 
ture sales. This enables purchas- 
ing to plan expenditures and de- 
partmental workloads. 

Another of purchasing’s unusu- 


ally extensive information sources, 


is the customer’s proposal evalua- 
tion form. Purchasing gets the 








form from the marketing depart- 
ment. It summarizes the facts of a 
customer’s quotation request. In 
this way, purchasing is not only 
notified of potential requirements, 
but gets a chance to assist in 
formulating the costs for the bid. 


Whenever purchasing estab- 
lishes potential sources or secures 
preliminary quotations for specific 
parts or components, it retains this 
information in its own files. A 
special parts history file, organized 
numerically by parts numbers in- 
cludes all technical and commer- 
cial information about the part: 
drawings, quotations, correspond- 
ence, approved source lists, engi- 
neering changes, etc. 

Especially useful while products 
are in development, the file also 
contains buying histories after the 
part gets in production. The buy- 
er determines the part numbers 
to be established and what goes 
into the file. Once the part has 
to be purchased, whether for 
initial production or on re-order, 
there’s no need for a lot of dupli- 
cate searching for sources and 
price information. 


PURCHASING 





Tere can be no doubt that 
Aero purchasing has achieved 
equal status and inviolable pre- 
rogatives. To prove its worth in 
management’s eyes, it had to dem- 
onstrate that purchasing could be 
conducted with the systematic effi- 
ciency of manufacturing depart- 
ments. This it has done with an 
array of tools that permit it to 
measure performance, set goals, 
determine workloads and costs, 
chart cost reduction and quality, 
plot adherence to budget, report 
to management, etc. 

In fact, the 18 charts and graphs 
which track Aero purchasing per- 
formance from month to month 
equal anything available in gen- 
eral manufacturing. Briefly, they 
are: 

1. Cost per Direct and Saleable 
Earned Hour for Production and 
Purchasing—which shows the ra- 
tio of purchasing department cost 
to the cost of production labor. 

2, 3. Dollar Expenditures for 
Direct Materials; MRO Expendi- 
tures—which show the trend of 


Standards of performance in 
12-page section of purchasing 
manual were developed solely 
by the buyers through a com- 
mittee appointed by them. They 
are intended to guide a buyer 
in assessing his own perform- 
ance, and to guide his supervisor 
in evaluating his performance. 
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Buyers Measure 


Their Own Performance 


total dollars spent month by 
month in each category. 

4. Purchasing Cost Per Dollar 
of Direct Materials Purchased— 
which gives an idea of the abso- 
lute cost of buying. Unit cost will 
of course go up with overtime and 





KMOAEOGE 


A buyer's knowledge of the sources for 
standard when he knows or can determine 


1. The name and location of present 
information on potential ai ternat 


+ Wendor's relative position in tr 
of employees, annual sales and 
classification. 


Vendor's corporate structure, 
labor relations and union con 


Vendor's product lines and v 
Corporation and is aware of 
exist between vendor and M~-' 


Vendor's production capeci 
delivery schedules, methor 


Vendor's pricing policie 
discount, terms of payne 


+ Vendor's adility to ope 
basic accounting proce 
completion of the pure 
government contract re 


Vendor's engineering 
willingness to devia 








down with high volume, and is 
thus not completely controllable 
by purchasing. But careful inter- 
pretation of the graph relative to 
dollar volume and purchase order 
volume gives an indication of pur- 
chasing efficiency. (Turn Page) 





3. Cumulative Purchasing Op- 
erating Costs vs. Budget Allow- 
ance—which tells at a glance 
whether purchasing is on, under, 
or over budget. 

6. Cost Reduction — which 
graphs cumulative cost reductions 
against the goal set for the year. 
The only cost reductions consid- 
ered are those made directly by 
buyers. Vendor inspired savings 
and routine price cuts are ex- 
cluded. To make the system even 
more conservative, only the cosi 
reduction on the first order is 
counted against the goal. (In 1960, 
Aero’s cost reduction target was 
surpassed by 12%. Through May 
1961, savings had reached 60% 
of the goal.) 

7, 8. Tota] Orders Placed; and 
Total Orders Placed by Purchas- 
ing Sections. 

9. Incoming Inspection Yield— 
which charts the percentage of 
acceptable shipments. The 1961 
objective of 92% will probably be 
topped. 


10. Critical Purchased Items— 
which logs the number of items 
appearing in weekly critical item 
sheets. Because short sheet items 
entail expediting and swift action, 
the chart is a good indicator of 
workload. 

ll. Vendor Quality Ratings— 
which shows the percentage of 
vendors with ratings over 60%. 
This year’s goal is 70%. 

12, 13, 14, 15, 16, 17, 18. Gen- 
eral Overtime; Departmental 
Overtime; Traveling and Business 
Meeting Expenses; Total Com- 
munications Costs; Breakdown of 
Communications Costs; Cost of 
General Supplies; and Total De- 
partment Expenses. 

Leppla issues a monthly report 
on purchasing costs and perform- 
ance to the general manager and 
divisional with 
copies to production department 
heads. Face sheet of the report 
summarizes performance and ad- 
herence to budgets and goals, 
while the body consists of detailed 


vice president, 


MEMORANDUM -- 


FOR ALL IMTERMAL COMPARY CORRESPONDENCE 


COPIES TO: 


DATE March 31, 196! 
TO 30. CT. Noll 
PROM J. L. Leppla 


SUBJECT MONTHLY PROGRESS REPORT 


Cc. L. Davis | 


Operating Expense (Thru February) 





statistics and charts. 

In a mid-year report, Leppla 
details the trends of purchases, 
relates them to the budget, and 
makes revisions for the future 
period. His annual report includes 
a full scale review of purchasing 
costs for the previous year and 
a new budget for the coming year, 

In addition to these statistical 
measurements, a series of non- 
mathematical but nonetheless per- 
tinent criteria of buyer perform- 
ance aid Leppla in gaging the effi- 
ciency of his purchasing agents 
and buyer groups, 

These standards of performance 
were drawn up a little over a 
year ago by a committee of five 
—one member from each section 
of the procurement department, 
Arranged in five categories—pur- 
chasing technique, knowledge of 
sources, knowledge of products, 
knowledge of company, and rou- 
tine performance—the standards 
give each buyer a good idea what 
is expected of him, as weil as 
providing Leppla with a con- 
venient check list. The standards 
are listed and described in a 12- 
page section of the Aero purchas- 
ing manual. 


Must Know All About Vendors 


Although some of the standards 
set fairly general requirements, 
such as ethical conduct or keeping 
one’s supervisor informed of im- 
portant trends, others are unusu- 
ally specific. Under knowledge of 
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sources, for instance, the buyer is 
not merely expected to know the 
name and location of the suppliers 
of the products he handles—diffi- 
cult as this is in itself for some 
of the complex advanced com- 
ponents Aero buys. He must also 
be up-to-date on vendors’ pricing 
policies, production capacity, en- 
gineering capabilities, ability to 
operate under cost type contracts, 
quality and reliability of their 
products, etc. 

If the quality of military pur- 
chasing has been scaled high at 
Aero, much of the credit can go 
to the buyers and purchasing 


Face sheet of monthly report summarizes 
basic statistical data on expense, 

personnel, and performance for management 
and production department heads. 

Figures are fictitious. 
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agents who meet these self-im- 
posed standards. Naturally, they 
did not come to their jobs with 
their skills fully developed, Thor- 
ough and repeated training pro- 
vides a solid base. 

Says Leppla on buyer selection 
and training: “We look for en- 
gineers or men with a sound en- 
gineering background who prefer 
the active life of purchasing to 
drafting board duty. When we find 
such men, we put them through 
an intensive indoctrination pro- 
gram and fill their arms with pol- 
icy and procedure manuals that 
explain what they are supposed 
to do and how they are supposed 
to do it. Finally, we offer periodic 
training sessions to make certain 


Prorrr margins on defense 
contracts can be obliterated by 
poor purchasing—yet prices for 
purchased parts and devices, 
which may amount to 35% of the 
value of a prime contract, are 
often determined without benefit 
of precedent. 

Purchasing is faced with the 
job of buying to specifications, 
which may change abruptly. In- 
tricate engineering, new mate- 
rials, and gnat’s whiskers toler- 
ances keep it on its toes looking 
for new and better suppliers. Try- 
ing to figure the best price in such 
cases is far from easy. 

To assume the reliability of 
missile components without ignor- 
ing economical procurement, pur- 
chasing at Minneapolis-Honey- 
well’s Aeronautical division relies 
on two techniques: a thorough 
vendor quality rating system; ap- 
plication of the learning curve to 
price negotiations. Not only do 
these methods assure high quality 
components and acceptable prices 
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our men grow in their jobs to 
keep pace with procurement de- 
mands that are becoming 


stringent every year.” 


more 


Hold Monthly Training Sessions 

Depending on the new buyer’s 
previous experience, his orienta- 
tion at Aero lasts from two ito 
four weeks. During this time he 
learns about corporate organiza- 
tion, manufacturing facilities, ma- 
terial flow, quality control, ac- 
counts payable, cost estimating, 
and scrap and salvage. He then 
covers specific purchasing tech- 
niques, Armed Services procure- 
ment regulations, standards of 
performance, and the function of 
each purchasing section. 


In addition to the orientation 
program, the buyer attends 
monthly training sessions. 
ing two hours each, they cover 
purchasing and related subjects, 
including cost analysis, value en- 
gineering, negotiation, learning 


Last- 


curves, etc. 

Once a year, the buyer and his 
fellows attend a two-week, 40- 
hour course on military procure- 
ment, conducted by a procure- 
ment specialist. Now the buyer 
knows what he has begun to sus- 
pect: in military purchasing he 
will never be free of training. 
But as he enters the intricacies of 
the business, he is grateful for 
every fact Aero can stuff into his 


head. 
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Regular Rating Keeps 


Vendors on Their Toes 


entrar 


Minneapolis-Honeywell Regulator Company 


Mtn Padi. Gp 


AEROMAUTICAL DIVISION 


Gentlemen: 


* 1800 RIDGWAY ROAD © MINNEAPOLIS 40. MINNESOTA «© STERLING 1.8011 


NREL Y REFER 
To oerr 


Quality ratings are computed quarterly and are based on a statistical evaluation of shipments received 


dering the period indicated. 
VENDOR HO. PERIOD 


QUALITY RATING 


WO. LOTS RECEIVED WO. LOTS REJECTED 


The ratings ere a result of « stetistical test of significance, and, as such, can be catergorized into 
three groups as indicated below. A statistical test of significance is dependent upon the number of items 
used in the test; in this case the size of the samples and the number of lots insoected. 

CATEGORY we INTERPRETATION 

Excellent 91-99 Probability is high that future shipments will exceed requirements. 

81-90 Good probability that future shipments will meet requirements. 
le 7 weets requi %. 

cam sd Ha +4 Fair probability that future shipments wil! meet requiresents. 

Unacceptable o-59 


The following definitions will assist you in interpreting the attached tabulation of el! lots received 
during the quarter. 


Probability is poor that future shipments will seet requirements. 


u Lot Rating, computed from results of sampling inspection. 
PART RUMBER “ sumbers, except OGOKKX end QQXXXX are coded non M-H numbers. 


veneo wead far each vendor. 


Each quarter vendors receive form letter which 
shows quality rating for their shipments and explains 
the statistical system used to evaluate quality. 





for Aero; they also help to up- 
grade vendor competence and re- 
liability, according to Jack Lep- 
pla, Aero’s procurement manager. 

As a defense producer, Aero 
must set the highest quality stand- 
ards for purchased parts and 
maintain a hawk-eyed vigilance 
over shipments. With the quality 
control department, purchasing 
operates an automated vendor 
quality rating system which has 
raised the quality level of sup- 
plier goods by almost 10% in 1960. 

Conforming to military require- 
ments, the rating system is based 
on a statistical computation of de- 
viations from acceptable quality 
levels demanded by receiving in- 
spection. After rating vendors on 
“how good” or “how bad” were 
their sampled shipments, the sys- 
tem converts the statistical scores 
to the familiar school grading in- 
dex. An average quality rating is 
75, 60 is just passing, and 90 is 
significantly better than average. 


Notify Vendors by Mail 


Computed monthly and quarter- 
ly, a vendor’s rating is his average 
score for the specified period and 
indicates his ability to supply ma- 


terial of proper quality. The sta- 
tistical anaylsis is not merely an 
indicator of how many lots were 
accepted or rejected. It specifies 
in points the quality of each lot 


according to the size of the sam- 
ple. In this way, two vendors can 
submit the same number of lots 
and be given vastly different rat- 
ings because of quality variances. 
Naturally, a shipment is rated 
against the appropriate quality 
level for that type of product. 

A rating of 0 to 59 indicates 
“a poor probability that future 
shipments will meet  require- 
ments.” Scores of 60 and over 
yield ratings that range from “a 
fair probability that future ship- 
ments will meet requirements” to 
“Excellent—probability is high 
that future shipments will exceed 
requirements.” 

At the end of each quarterly 
period, vendors get form letters 
showing their ratings, the number 
of lots received, those rejected 
and an interpretation of scores. 
Included is a complete tabulation 
of all lots they have supplied. 

After shipments have been in- 
spected at receiving, the results 
are listed on a keypunch slip for 
each lot, identifying the part num- 
ber, code number for the vendor, 
date, purchase order number, size 
of lot, the inspection level, in- 
spection results, and disposition of 
shipment. For a lot that has been 
rejected or sorted, a rejection key- 
punch slip is prepared to indicate 
quantity rejected, cause, and dis- 
position, in addition to standard 





vendor and part information. 

From the slips, tabulating key- 
punches cards and returns the 
slips to receiving. Tabulating also 
calculates inspection ratings and 
prints up vendor quality reports 
for purchasing, quality control, 
and other departments. 


Review Vendor Service 


With a purchasing agent as 
chairman, a committee that in- 
cludes representatives from qual- 
ity control and engineering meets 
periodically to review vendor rat- 
ings, looking critically at those 
slightly above or below 60. Sub- 
standard vendors are listed on a 
travel sheet which, prior to the 
meeting, is circulated to all buyers 
who submit their analysis on 
why their vendors received poor 
ratings. If it’s a case of quality, 
buyers notify vendors that a 
definite improvement is expected. 

If a buyer thinks that poor 
vendor performance derives from 
overly severe specs, he says so 
on a special form. If possible, 
engineering will loosen the specs 
to conform to the realities of 
production. Recognizing that it 
costs $40 to reject each lot of 
parts at receiving, purchasing is 
seeking to minimize all causes of 
rejection, whether poor quality 
by the vendor or inadequate 
drawings from Aero. 


Buyers get listings showing all sub- 
standard vendors. The buyers study the 
report and then write an analysis of why 
they think their suppliers received low 
ratings. If it’s a case of poor quality, the 
buyer notifies the vendor that quick im- 
provement is expected. 


PURCHASING 








Topay, purchasing is compil- 
ing a list of space age parts that 
no known vendors can produce 
without rejections. Although ven- 
dors will not be penalized on these 
parts, they will be expected to 
exert a superior production effort 
that should drive up the state of 
the art. 

Under these conditions of buy- 
ing to advanced engineering, the 
“right” price is hard to determine. 
When a vendor produces special 
components, his initial manufac- 
turing costs will be high, but as 
his men gain experience and tool- 
ing is perfected, unit cost will 
fall. Since it buys a great many 
specials, Aero purchasing needed 
something other than intuition to 
adjust prices to a vendor’s declin- 
ing costs. It turned to learning 
curves. Buyers now employ this 
standard industrial engineering 
technique as a negotiation guide. 


Applying the Learning Curve 


Aero’s learning curve concept 
pre-supposes that each time the 
quantity of manufactured goods 
rises, the average amount of labor 
needed per unit decreases by a 
certain percentage, depending on 
the class of product and the man- 
ual labor content of the job. Thus, 
different learning curves are used 
for different products. 

To cover a variety of products, 
Aero has distributed to its buyers 
learning curve charts for percent- 
ages of 70, 75, 80, 85, 90, and 95. 
Basically, a chart shows a buyer 
what percentage of manufacturing 
time is to be deducted as various 
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higher levels of unit piece pro- 
duction are reached. 

A typical chart consists of verti- 
cal bars intersected by three 
learning time curves. Left to right 
along the bottom of the chart are 
numbers ranging from 1 to 100, 
which represent numbers of prod- 
uct pieces made. Along the left 


Part of 5-page facilities re- 
port prepared by purchas- 
ing on all major suppliers. 


side of the chart are numbers 
representing percentages which 
serve as learning curve indicators. 
Percentages range from 10 to 1000, 
with 100% located at the midpoint 
of the left side of the chart. (See 
illustration on page 80). 

Three learning time curves 
branch out from the left center 


79 





of the chart (the 100% mark). 
Naturally, the first unit made, 
represented by No. 1 on the verti- 
cal bar chart, corresponds to 100“ 
of manufacturing time. But as the 
curves travel out through the 
chart, they intersect bars repre- 
senting higher levels of unit pro- 
duction. Consequently, the per- 
centages of production time di- 
minish, 


How to Read a Chart 


From bottom to top, the three 
learning curves are as follows: 

(1) Unit time curve—which in- 
dicates manufacturing time 
unit pieces. To illustrate, with 
100% as the base, it may take 
50% of original time to make 
unit No. 5. 

(2) Cumulative average 
curve—which indicates average 
manufacturing time for unit 
pieces, If this curve intersects the 
bar representing 5 unit pieces, 
the percentage indicated may be 
59%, for example, which means 
that each of the previous five 
pieces took 59% of the initial 


tor 


time 


+--+ 


100% manufacturing time. 

(3) Cumulative total time 
curve—which rises into the area 
of percentages 100 to 1000 and 
represents the total manufactur- 
time for different levels of 
units. 

How do Aero buyers use learn- 
ing curve charts? Let’s assume a 
buyer has placed an order for an 
Aero-engineered relay. After five 
units have been delivered, the 
buyer feels the time has come to 
negotiate a new price. 

He selects an 80% learning 
curve chart which he thinks will 
apply. Manufacturing time for the 
first five units was 150 hours, or 
an average cumulative time of 30 
hours. Checking along the cumu- 
lative average percentage curve, 
the buyer finds that it intersects 
the five unit bar at 59%. 

If an additional five parts are 
to be ordered, the buyer checks 
the intersection of the cumulative 
average curve at vertical bar 10 
and discovers that the figure there 
is 47%. By equating the 59% to 
the 47% figure against the cumu- 
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Typical learning curve shows Aero division buyers how production will speed 
up as vendors gain experience manufacturing particular component or assembly. 


lative average for 5 units, the 
buyer finds that the average for 
10 units is 24 hours. Subtracting 
the 150 hours for the first five 
units from the 240 total hours for 
10, and dividing this by 5, he sees 
that average cumulative time for 
the second 5 units is 18 hours 
each. 


How Buyers Use Charts 


From this point, human judg- 
ment enters the negotiation pic- 
ture. The buyer realizes that a 
supplier’s price for a product is 
based on direct labor, indirect 
labor, material, overhead. Materi- 
al costs are usually fixed, but 
overhead costs will slide, though 
not in direct ratio, with reductions 
in labor time. He must also con- 
sider that other factors which 
enter price will not vary directly 
with labor. And suppliers can 
encounter production and per- 
sonnel problems which can affect 
the learning process. 

Because of the variables, learn- 
ing curves are regarded by Aero 
as general yardsticks that show 
cost trends rather than as rigid 
formulas for price reduction. Suc- 
cessful use of the curves depends 
on the experience and astuteness 
of the buyer, who can take com- 
fort in the fact that even complex 
products tend to fall into cate- 
gories over a period of time, sim- 
plifying evaluation of the variable 
factors. 

Procurement Manager Leppla 
has counseled his buyers that 
learning curves cannot be applied 
to standard, catalog, or slightly 
modified standard items, for which 
labor costs have long ago reached 
an optimum level. Nor should 
buyers use the curves for products 
made on automatic machinery, in 
which case direct labor is paced 
by the machine and is not signifi- 
cantly influenced by experience. 
Also, buyers must modify the 
learning curve to reflect design 
changes which alter direct labor 
costs for a part. And when there 
is a long interval between orders, 
learning curves cannot be fully 
applied. 

Even with the “ifs” and the 
“buts”, learning curves have in- 
troduced method into an area that 
previously relied mainly on ex- 
perience and hunch. & END 
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Blanket 
Contracts 


Requirements contracts such as 
blanket orders tend to elim- 
inate competition, at least for 
the duration of the contract. If 
their effect is broad enough, 


they may violate the antitrust 
laws. 


By Albert Woodruff Gray, 


Legal Editor 


As THE COST of placing or- 
ders keeps inching its way relent- 
lessly upward, purchasing agents 


seek new ways to reduce the 
number of orders themselves. The 
requirements contract, also 
known as the blanket or stand- 
ing order, is a popular means of 
doing this. Under such agree- 
ments a buyer secures all his re- 
quirements for certain materials 
or supplies from a single seller 
for a given period of time, usually 
a year. 

Are these arrangements legal? 
And if there is any doubt about 
their legality, how can you de- 
termine whether you are within 
or without the law? 

Requirements contracts are not 
illegal in themselves. When, how- 
ever, they tend to restrict com- 
petition they come within the 
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Legal 
? 


the antitrust laws. 
Any long term supply contract 
will, of course, restrict 


province of 


competi- 
tion for a particular buyer’s busi- 
ness. No one other than the con- 
tract supplier can expect to get 
an order during the life of the 
contract. Fortunately, the anti- 
trust laws are not concerned with 
such narrow, local effects. For a 
requirements contract to run 
afoul of the law, it must signifi- 
cantly reduce competition with- 
in the market as a whole. 

What constitutes a significant 
reduction in competition is a mat- 
ter for the courts to decide. They 
have not always agreed. 

Since the enactment of Section 
3 of the Clayton Act nearly half 
a century ago the legality of re- 
quirement contracts has been be- 
fore the United States Supreme 
Court on four different occasions. 

The most recent case concerns 
a contract between the Nashville 

















Coal Co. and the Tampa Electric 
Co., which, it was charged vio- 
lates this section of the Clayton 
Act. Adopted by Congress in 
1914, the act reads in part: 

“Tt shall be unlawful for any 
person engaged in commerce, in 
the course of such commerce to 
lease or make a sale or contract 
for sale of goods for use, con- 
sumption or resale within the 
United States on the condition, 
agreement or understanding that 
the lessee or purchaser thereof 
shall not use or deal in the goods 
of a competitor or competitors of 
the seller, where the effect of 
such lease, sale or contract for 
sale, or such condition, agreement 
or understanding, may be to sub- 
stantially lessen competition or 
tend to create a monopoly in any 
line of commerce.” 

The Tampa Electric-Nashville 
Coal contract covered the utili- 
ty’s coal requirements for two of 
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“In the context of anti- 
trust legislation protracted 
requirements contracts are 
suspect but they have not 
been declared illegal in 
themselves. Even though a 
single contract between 


single traders may fall 


within the broad proscrip- 


tion of the law, it must 
also tend to work a sub- 
stantial lessening of com- 


petition in the market.” 


its eleven units, a total require- 
ment of not less than 225,000 tons 
of coal per unit per year, for 
twenty years. It further stipu- 
lated that, “If during the first 10 
years of the term the buyer con- 
structs additional units in which 
coal is used as a fuel, it shall 
give the seller notice thereof two 
years prior to the completion of 
such unit or units and upon com- 
pletion of same the fuel require- 
ments thereof shall be added to 
this contract.” However, the 
utility had an option, if exercised 
prior to the completion of these 
units, of determining whether 
coal or some other fuel should be 
used. 

Estimates of the coal consump- 
tion for these two units was 350,- 
000 tons during 1958, 700,000 tons 
during 1959, a million tons the 
following year, and an estimated 
gradual increase to two and a 
quarter million tons annually. 

These estimates were made 
against a background of about 
700 coal suppliers in the coal pro- 
ducer’s area. The anticipated an- 
nual consumption by the Tampa 
Electric units would be about 
1% of the area’s total coal pro- 
duction. 

The United States Court of Ap- 
peals held this contract illegal 
and a violation of the Clayton 
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Act. One of its judges, however, 
dissented. His opinion helps clari- 
fy the reasoning of the U. S. Su- 
preme Court when it later re- 
versed the opinion, and sustained 
the validity of the fuel require- 
ments contract. 

“It is my firm conviction,” said 
the dissenting judge, “that read in 
the light of its legislative history 
the Clayton Act was never in- 
tended to vitiate a requirements 
contract made by a single public 
utility to ensure a continuing sup- 
ply of boiler fuels at a constant 
price. Such a contract is not 
only an economic necessity in 
circumstances such as these but 
also serves the best interest of 
the public who, in the long run, 
must share the burden of in- 
creased costs of the utility. 

“Even if the view is taken that 
the Clayton Act is applicable to 
the contract in suit I feel that no 
violation thereof has been estab- 
lished. In order for the contract 
of sale to violate the Clayton Act 
two elements must be proven. 

“First, that the contract was ‘on 
the condition, agreement or un- 
derstanding that the purchaser 
shall not use or deal in goods of 
a competitor of the seller.’ Sec- 
ond, the effect must be to sub- 
stantially lessen competition or 
create a monopoly in any line 
of commerce. 

“No such condition was em- 
bodied in the written contract 
either expressly or by fair impli- 
cation. All that the contract pro- 
vided was for the supply of the 
buyer’s total requirements for the 


‘ 


first two coal burning units to be 
installed and for any other built 
there during the first ten years 
of the contract.” 


Dissenting Opinion 

To this the dissenting judge 
added, “Since the contract con- 
tained no such condition, agree- 
ment or understanding as the 
Clayton Act proscribes the Act 
had no application to the present 
case. But the seller claims that 
any ‘requirements’ contract comes 
within the purview of the Clay- 
ton Act. I do not agree. 

“A requirements contract could 
not come within the scope of the 
Act unless in effect it prohibited 
the buyer from dealing in the 
goods of anyone else and operated 
substantially to lessen competi- 
tion or create a monopoly.” 

When ten months later the Su- 
preme Court reached a similar 
conclusion and reversed the de- 
cision of the Court of Appeals, 
it said: 

“In practical application, even 
though a contract is found to be 
an exclusive dealing arrange- 
ment, it does not violate the sec- 
tion unless the court believes it 
probable that the performance of 
the contract will foreclose com- 
petition in a substantial share of 
the line of commerce affected. 

“Following the guidelines of 
earlier decisions certain conside- 
rations must be taken. First, the 
line of commerce, i.e., the type 
of goods, wares or merchandise, 
etc., involved must be determin- 
ed, where it is in controversy, on 


‘. . . but that’s not covered in our blanket order.” 
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the basis of the facts peculiar to 
the case. 

“Second, the area of effective 
competition in the known line of 
commerce must be charted by 
careful selection of the market 
area in which the seller operates 
and to which the purchaser can 
practicably turn for supplies. In 
short the threatened foreclosure 
of competition must be in rela- 
tion to the market affected. 

“Third and last, the competi- 
tion foreclosed by the contract 
must be found to constitute a 
substantial share of the relevant 
market. That is to say, the op- 
portunities for other traders to 
enter into or remain in that mar- 


ket must be significantly limited.” 


Define Limits on Competition 

The court then went on to ex- 
plain what would be significant 
limits on competition. “To deter- 
mine substantiality in a given 
case it is necessary to weigh the 
probable effect of the contract on 
the relevant area of effective com- 
petition, taking into account the 
relative strength of the parties, 
the proportionate volume of com- 
merce involved in relation to the 
total volume of commerce in the 
relevant market area and the 
probable immediate and future 
effects which preemption of that 
share of the market might have 
on effective competition therein. 
It follows that a mere showing 
that the contract itself involves a 
substantial number of dollars is 
ordinarily of little consequence.” 

In its conclusion the court made 
this generalization: “It may well 
be that in the context of antitrust 
legislation protracted require- 
ments contracts are suspect but 
they have not been declared il- 
legal in themselves. Even though 
a single contract between single 
traders may fall within the initial 
broad proscription of the section, 
it must also suffer the qualifying 
disability, tendency to work a 
substantial—not remote—lessen- 
ing of competition in the relative 
competitive market.” 

The first controversy under 
Section 3 of the Clayton Act, 
reached the Supreme Court in 
1922 and involved a contract es- 
tablishing a sales agency. That 
agreement provided that the 
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“Requirements contracts may well be of economic 


advantage to buyers as well as sellers. To the buyer 


they may assure supply, afford protection against 


price rises, enable long term planning on the basis of 


known costs, and obviate the expense and risk of 
storage. To the seller they may make possible sub- 


stantial reduction of selling expenses, give protection 


against price fluctuations, and offer the possibility 


of a practicable market.” 


agency should sell the products 
of the manufacturer at a stipu- 
lated discount the retail 
price and, other provi- 
sions, that the agency would not 
sell or permit to be sold on its 
premises during the term of the 
contract any other goods of this 
character. 


from 
among 


Sustains Decision 


When the manufacturer sued 
to prevent a violation of the agree- 
ment the judgment holding the 
contract illegal and void came 
for review before the Supreme 
Court. Here the high court sus- 
tained the lower court decision 
and said that the purpose of Sec- 
tion 3 of the Clayton Act was to 
supplement the Sherman anti- 
trust law. 

“As the Sherman Act was us- 
ually administered, when a case 
was made out it resulted in a de- 
cree dissolving the combination, 
sometimes with unsatisfactory re- 
sults so far as the purpose to 
maintain free competition was 
concerned. 

“The Clayton Act sought to 
reach the agreements embraced 
within its sphere in their incipi- 
ency and in the section under 
consideration, to determine their 
legality by specific tests of its 
own which declared illegal con- 
tracts of sale made upon the 
agreement or understanding that 
the purchaser shall not deal in 
the goods of a competitor or com- 
petitors of the seller which may 
substantially competition 
or tend to create a monopoly.’ 

“Section 3 
agreements where the effect of 
such sale or contract of sale ‘may’ 


lessen 


condemns sales or 


be to substantially lessen com- 
petition or tend to create a mo- 
nopoly. It thus deals with the 
consequences to follow the mak- 
ing of the restrictive covenant 
limiting the right of the purchaser 
to deal in the goods of the seller 
only. 

“But we do not think that the 
purpose in using the word ‘may’ 
was to prohibit the mere possi- 
bility of the consequences de- 
scribed. It was intended to pre- 
vent such agreements as would 
under the circumstances disclos- 
ed, probably lessen competition 
or create an actual tendency to 
monopoly. That it was not in- 
tended to reach every remote 
lessening of competition is shown 
in the requirement that such less- 
ening be substantial.” 


New Trend Becomes Apparent 


The trend away from standards 
set by this earlier decision as 
marked in the Florida utility case 
became apparent in proceedings 
brought by the government 
against the Standard Oil Com- 
pany of California in 1949. In 
this instance the court decided 
that the requirement contracts 
with dealers in petroleum prod- 
ucts and automobile accessories 
were beneficial, not harmful. 

“Requirement contracts,” the 
court said in that decision, “may 
well be of economic advantage to 
buyers as well as to sellers and 
thus indirectly of advantage to 
the consuming public. In the case 
of the buyer they may assure 
supply, afford protection against 
rises in price, enable long term 
planning on the basis of known 


(Please turn to page 172) 
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Beware of Illegal Trucking 


There are a number of sharp operators in the trucking industry 
who have devised ingenious subterfuges to get around the In- 
terstate Commerce Act. P.A.’s should know how these schemes 


operate so that they can help protect legitimate common carriers. 


By Thomas F. Dillon, 


Associate Editor 
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Ar THE NATIONAL Confer- 
ence on Illegal For-Hire Trucking 
which convened in Washington, 
D. C. earlier this year, it was es- 
timated that more than 25% of 
the nation’s annual intercity ton- 
miles is being hauled by illegal 
motor freight haulers. 

These carriers, operating under 
various subterfuges and guises, 
pose a serious threat to the eco- 
nomic health of the nation’s for- 
hire transportation system. 

An illegal carrier is a for-hire 
trucker who is operating in viola- 
tion of the Interstate Commerce 
Act, which prescribes the regula- 
tions of the transportation indus- 
try. He may be an operator of one 
broken-down truck, or he may be 
the head of the transportation di- 
vision of one of the largest cor- 
porations with scores of gleaming 
tractor-trailers roaring down the 
highways. Both have one com- 
modity to sell: cut rate transpor- 


tation. Usually, they got into the 
transportation business 
of two exemptions in the Inter- 
state Commerce Act: 


because 


(1) Any citizen can operate 
his own truck to carry his own 
products. 

(2) Rates for carrying agricul- 
tural products and certain other 
items are specifically exempted 
from regulation by the Interstate 
Commerce Commission. And any- 
one can go into the for-hire trans- 
portation business hauling “ex- 
empt” commodities without I.C.C. 
approval. 


How the Dodges Work 


Illegal truckers put these two 
exemptions to work in a number 
of ingenious ways, mainly “buy- 
and-sell operations” and pseudo- 
lease arrangements. 

In a “buy and sell” operation, 
the violator is often a big-name 
company operating its fleet of 
trucks primarily to haul its own 
goods. However, in order to make 
a trucking operation pay off, it is 
necessary to handle traffic both 
going out and coming back. The 
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private carrier can do this legally 
by carrying its own goods out 
and returning with a load of ex- 
empt farm produce. Naturally, 
there is keen competition among 
such carriers for farm produce as 
As a result the rates 
barely pay the expenses of the 
driver and the equipment. Loads 
are scarce even at rock-bottom 
rates. To insure themselves of a 
backhaul, some private truckers 
make arrangements with a near- 
by company that buys supplies 
in the area where they make de- 
liveries. Since the private carrier 
is forbidden to charge for hauling 
the non-exempt commodity, the 
private carrier will “buy” the 
goods it hauls and then “sell” 
them to the company that actual- 
ly uses them. In its seliing price, 
it includes the actual price it pays 
for the material plus a transpor- 
tation charge. 


Detection Is Difficult 

Here’s how a buy-and-sell deal 
might work: Suppose you operate 
a company that delivers its prod- 
the Pitts- 
burgh area. You want to find a 
cargo for your trucks on the re- 
turn trip from Pittsburgh, so you 
might make a deal with a steel- 
using firm in your area. Follow- 
ing your customer’s instructions, 
you would buy steel in Pittsburgh 
for perhaps $140 per ton. You 
would then re-sell the steel to the 
company in your town that will! 
actually use it for perhaps $145 

the $5 per ton mark-up is your 
fee for trucking the steel. 

An operation of this sort is il- 


a cargo. 


ucts to customers in 


legal unless you can prove that 
buying and selling steel (or any 
other commodity that is trans- 
ported for someone else) is a reg- 
ular part of your business. How- 
the Interstate 
Commission has not been able to 


ever, Commerce 


effectively enforce its ruling. It 
is no easy job to detect this kind 
of violation. 

The second popular form of il- 
legal carriage is the pseudo lease. 


It is perfectly legal for a shipper 
to lease a truck. It is also perfect- 
ly legal to get the services of a 
truck driver through some sort 
of middleman. In the pseudo-lease, 
the shipper temporarily “leases” 
the truck and the driver from the 
unregulated carrier. The payment 
of the lease is, of course, exactly 
equal to the tariff that would be 
charged for carrying the goods. 


Finding Legal Loopholes 


Suppose, for example, I operate 
a furniture factory in Knoxville 
which delivers truckloads of fur- 
niture to Kansas City. If I want 
to, I can lease a truck and make 
my own deliveries. This is legal. 
But then I must return the truck 
empty from Kansas City; if I haul 
anyone else’s products that are 
not exempt from ICC regulations, 
I am violating the ICA. 

The “agricultural exemption” is 
a major loophole in the Interstate 
Commerce Act. Farm products 
have been held to include items 
such as frozen chickens. As long 
as the exemption exists, illegal 
truckers will gamble on hauling 
manufactured goods figuring the 
I.C.C. does not have the manpow- 
er to check every truck on the 
highways (and they will be right). 
One fellow I knew in North 
Carolina had been hauling il- 
legally from the North to the 
South for over 20 years, and told 
me he had never been stopped 
by an LC.C. representative. 

It so happens that another man- 
ufacturer in Knoxville has a ma- 
jor supplier in Kansas City. So 
return cargo is available for the 
return trip. This manufacturer 
can arrange to “lease” the same 
truck for the trip from Kansas 
City to Knoxville that I used from 
Knoxville to Kansas City. 

Usually, I have to maintain 
some sort of legal fiction. So the 
leasing company has an “affili- 
ated” company that provides the 
driver and, nominally at least, 
only leases the truck. He can get 

(Please turn to page 168) 
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ence on Illegal For-Hire Trucking 
which convened in Washington, 
D. C. earlier this year, it was es- 
timated that more than 25% of 
the nation’s annual intercity ton- 
miles is being hauled by illegal 
motor freight haulers. 

These carriers, operating under 
various subterfuges and guises, 
pose a serious threat to the eco- 
nomic health of the nation’s for- 
hire transportation system. 

An illegal carrier is a for-hire 
trucker who is operating in viola- 
tion of the Interstate Commerce 
Act, which prescribes the regula- 
tions of the transportation indus- 
try. He may be an operator of one 
broken-down truck, or he may be 
the head of the transportation di- 
vision of one of the largest cor- 
porations with scores of gleaming 
tractor-trailers roaring down the 
highways. Both have one com- 


modity to sell: cut rate transpor- 
tation. Usually, they got into the 


transportation business because 
of two exemptions in the Inter- 
state Commerce Act: 

(1) Any citizen can operate 
his own truck to carry his own 
products. 

(2) Rates for carrying agricul- 
tural products and certain other 
items are specifically exempted 
from regulation by the Interstate 
Commerce Commission. And any- 
one can go into the for-hire trans- 
portation business hauling “ex- 
empt” commodities without LC.C. 
approval. 


How the Dodges Work 


Illegal truckers put these two 
exemptions to work in a number 
of ingenious ways, mainly “buy- 
and-sell operations” and pseudo- 
lease arrangements. 

In a “buy and sell” operation, 
the violator is often a big-name 
company operating its fleet of 
trucks primarily to haul its own 
goods. However, in order to make 
a trucking operation pay off, it is 
necessary to handle traffic both 
going out and coming back. The 
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private carrier can do this legally 
by carrying its own goods out 
and returning with a load of ex- 
empt farm produce. Naturally, 
there is keen competition among 
such carriers for farm produce as 
a cargo. As a result the rates 
barely pay the expenses of the 
driver and the equipment. Loads 
scarce even at rock-bottom 
rates. To insure themselves of a 
backhaul, some private truckers 
make arrangements with a near- 
by company that buys supplies 
in the area where they make de- 
liveries. Since the private carrier 
is forbidden to charge for hauling 
the non-exempt commodity, the 
private carrier will “buy” the 
it hauls and then “sell” 
them to the company that actual- 
ly uses them. In its seliing price, 
it includes the actual price it pays 
for the material plus a transpor- 
tation charge. 


Detection Is Difficult 

Here’s how a buy-and-sell deal 
might work: Suppose you operate 
a company that delivers its prod- 
customers in the Pitts- 
burgh area. You want to find a 
cargo for your trucks on the re- 
turn trip from Pittsburgh, so you 
might make a deal with a steel- 
using firm in your area. Follow- 
ing your customer’s instructions, 
you would buy steel in Pittsburgh 
for perhaps $140 per ton. You 
would then re-sell the steel to the 
company in your town that will 
actually use it for perhaps $145 

the $5 per ton mark-up is your 
fee for trucking the steel. 


are 


goods 


ucts to 


An operation of this sort is il- 
legal unless you can prove that 
buying and selling steel (or any 
other commodity that is trans- 
ported for someone else) is a reg- 
ular part of your business. How- 
the Interstate 
Commission has not been able to 


ever, Commerce 
effectively enforce its ruling. It 
is no easy job to detect this kind 
of violation. 

The second popular form of il- 
legal carriage is the pseudo lease. 


It is perfectly legal for a shipper 
to lease a truck. It is also perfect- 
ly legal to get the services of a 
truck driver through some sort 
of middleman. In the pseudo-lease, 
the shipper temporarily “leases” 
the truck and the driver from the 
unregulated carrier. The payment 
of the lease is, of course, exactly 
equal to the tariff that would be 
charged for carrying the goods. 


Finding Legal Loopholes 


Suppose, for example, I operate 
a furniture factory in Knoxville 
which delivers truckloads of fur- 
niture to Kansas City. If I want 
to, I can lease a truck and make 
my own deliveries. This is legal. 
But then I must return the truck 
empty from Kansas City; if I haul 
anyone else’s products that are 
not exempt from ICC regulations, 
I am violating the ICA. 

The “agricultural exemption” is 
a major loophole in the Interstate 
Commerce Act. Farm products 
have been held to include items 
such as frozen chickens. As long 
as the exemption exists, illegal 
truckers will gamble on hauling 
manufactured goods figuring the 
1.C.C. does not have the manpow- 
er to check every truck on the 
highways (and they will be right). 
One fellow I knew in North 
Carolina had been hauling il- 
legally from the North to the 
South for over 20 years, and told 
me he had never been stopped 
by an I.C.C. representative. 

It so happens that another man- 
ufacturer in Knoxville has a ma- 
jor supplier in Kansas City. So 
return cargo is available for the 
return trip. This manufacturer 
can arrange to “lease” the same 
truck for the trip from Kansas 
City to Knoxville that I used from 
Knoxville to Kansas City. 

Usually, I have to maintain 
some sort of legal fiction. So the 
leasing company has an “affili- 
ated” company that provides the 
driver and, nominally at least, 
only leases the truck. He can get 
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‘Operation Overhaul’ 


Cuts Paperwork 


In THE last 11 years there has 
been a 91% increase in the pur- 
chasing workload at Bathurst 
Containers Ltd., Montreal. De- 
spite this, the company’s three- 
man department is now doing a 
better buying job than ever be- 
fore. How do they do it? Basic- 
ally by simplifying and stream- 
lining standard purchasing pro- 
cedures. 

Until five years ago, the Bath- 
urst purchasing department had 
been able to keep abreast of the 
annual 10% increase in order out- 
put without too much difficulty. 
But in 1956, the company, which 
manufactures corrugated paper 
products, decided to buy a second 
converting plant. This forced a 
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drastic revision in purchasing pro- 
cedures. 

Says Bathurst P.A. Cy Butler: 
“With the increased purchasing 
volume created by the second 
plant, it was obvious that the way 
we operated in the past would no 
longer work. We had been going 
along with the same methods for 
years. Now we had to see if 
there were ways we could in- 
crease our efficiency. This is why 
we launched our “Operation 
Overhaul.” 

First step in the Operation 
Overhaul program was to draw 
up a detailed chart showing the 
paperwork flow. “When we did 
this our one-time purchase re- 
quisition stuck out like a sore 
thumb,” says P.A. Butler, “since 
it involved a time-consuming two- 
step operation. First the requisi- 
tioning department had to write 
out all descriptive data, which 
purchasing then typed on a pur- 
chase order, and processed. 

“Use of a traveling requisition 
on which all basic information 
was constant was the obvious so- 
lution,’ says Butler. “Now when 
a requisitioner re-orders, he mere- 
ly indicates date, quantity re- 
quired, and signs his name.” 

The traveling requisition has 
also made it much easier to de- 
termine order quantities. In the 
past, to work out order quan- 
tities, purchasing had to gather 
information from historical data 
of previous purchases. This was 


In his right hand, Bathurst P.A. Cy Butler holds the handwritten receiving 
report previously used. This form was eliminated when the receiving report 
was made a part of the purchase order pack. Now the receiving department 
only has to indicate quantity received and the date. 
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a lengthy procedure but impor- 
tant since it was the only way 
Bathurst could be sure it was 
buying as economically as pos- 
sible. 

The new traveling requisition 
eliminated the need to refer to 
other records, since all the infor- 
mation is on the TR. It also keeps 
the number of purchase orders 
issued to a minimum. Butler feels 
the switch to traveling requisi- 
tions is saving his department 
$1000 a year in time alone. 

The paperwork flow chart also 
revealed that the cost of ordering 
small parts was excessive. At 
least 125 purchase orders were 
issued annually for nuts, bolts 
and screws alone. Now blanket 
orders are used for these items, 
with releases made by phone as 
required. Since releases are also 
indicated on the traveling requi- 
sition, purchasing has a clear pic- 
ture, at all times, of what has 
been ordered. In addition, pro- 
cessing time has been cut 75%. 


Cut Filing 60% 


When Butler got around to an- 
alyzing his filing operations, he 
discovered that copies of all pur- 
chase orders, invoices and receiv- 
ing reports were being kept “for 
posterity”. Investigation showed 
that these records were very sel- 
dom referred to. As a result, 
with the exception of capital 
goods orders, which he keeps in- 
definitely, and orders for major 
repair and raw material parts, 
which are held for two years, 
everything else ends up in the 
waste basket as soon as there is 
proof of delivery. This change has 
cut filing time 60% and elimina- 
ted two complete filing cabinets. 

Butler’s flow chart also indi- 
cated another potential short-cut. 
Approximately 600 to 700 hand- 


C. M. Seifert is a free-lance writer who 
has contributed numerous articles on 
various phases of purchasing. 
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written requisitions for rubber 
printing plates were received an- 
nually from the engraving depart- 
ment. Purchasing naturally had 
to type out the orders and process 
them. By supplying the engrav- 
ing department with purchase or- 
der packs, so that they can type 
out the purchase orders them- 
selves, purchasing reduced the 
time spent ordering printing 
plates by 95%. 

Another phase of Operation 
Overhaul resulted in an improved 
receiving report. Previously the 
receiver had to write in the sup- 


PLANT St. Laurent 


plier’s name, purchase order num- 
ber and complete description data 
of all items which might be on 
the P.O. About 75% of this hand- 
writing was eliminated when the 
receiving report was incorpora- 
ted in the purchase order form. 
This way receiving gets a copy of 
the purchase order containing all 
the basic information and only 
has to indicate quantity of ma- 
terial received and date received. 

When more than one shipment 
is received against a specific or- 
der, it is still necessary to hand- 
write reports for subsequent 
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shipments, but suppliers nave all 
been notified of the changed pro- 
cedure and have been asked to 
make complete shipments when- 
ever possible. 

Last year the Bathurst pur- 
chasing department processed 
5667 orders. It expects this year’s 
load to be even heavier. “We 
couldn’t possibly have done this 
with our old system,” says Butler. 
He adds that he’s still finding 
short-cuts. “They may not be as 
spectacular in terms of saving 
time, but each improvement adds 
to our total efficiency.” 3 END 
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One of the more important changes in purchasing paperwork at Bathurst Containers 
was the switch from a one-time hand-written requisition (top) to a traveling requisi- 
tion. Use of a traveling requisition, in addition to cutting paperwork, makes it easier 
for purchasing to determine the most economic order quantities. 
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HOW TO 
MEASURE 
PURCHASING 
ACTIVITY 


Work sampling is a technique that can be used by any 


P.A. to find out exactly what goes on in his department 


and how long various activities take. The facts devel- 


oped from work sampling studies can be used to cut 


costs and to make purchasing departments more efficient. 


By Dean Ammer, 


Executive Editor 


Do YOU REALLY know how 
your buyers spend their time? 
You know the end result—so 
many orders issued, so many 
salesmen interviewed, and so on. 
But you really don’t know how 
the time is allocated. The buyers 
don’t actually know themselves 
although they can probably make 
a pretty good guess. 

More and more purchasing di- 
rectors are turning to an indus- 
trial engineering technique called 


work sampling or ratio delay to 
find out what goes on in their de- 
partments. Work sampling should 
not be confused with time studies. 
Both work sampling and time 
studies are directed toward the 
same objective: better methods 
and better use of workers’ time. 
But with work sampling no stop 
watch is used. Instead, hundreds 
of different observations are made 
of various workers and from the 
data it is possible to calculate how 


each worker divides his time. 
For example, a work sampling 
study might show that at 10:02 a 
buyer was talking on the tele- 
phone; at 11:06 he was talking to 
a supplier; at 2:35 he was out of 
the office, and so on. After making 
hundreds of observations, it would 
be possible to determine the aver- 
age percentage of his working 
time that a buyer devotes to each 
basic activity. A typical study 
might show that a buyer spends 

his time this way: 

No. of 

Per- Obser- 

cent vations 


Talking to suppliers 
in office 

Talking to other 
purchasing personnel 5% 500 


Talking to other 
company personnel 
in office 


Writing 

Talking on telephone 
No apparent activity 
Out of office 

Out of building » 600 


1200 


500 
3800 
1500 

800 


PuRCHASING 





You study this data and note 
that the buyer spends remarkably 
little time out of the building visit- 
ing suppliers. He also seems to 
spend a tremendous amount of 
time on paperwork. In fact, he 
spends more time “writing” than 
he does talking with suppliers on 
the telephone, talking to them in 
his office, or visiting supplier 
plants. 


Substitute Clerk for Buyer 


This buyer is paid $10,000 per 
year. His salary is justified by his 
skill in negotiation, developing 
new suppliers, locating hard-to- 
get materials, etc. The job of 
“writing” on the other hand is 
mostly semi-skilled, worth little 
more than $5,000 per year. Thus, 
you are not making efficient use 
of the skills you’re paying for 
You can reduce costs by re-ar- 
ranging work so that you can sub- 


stitute a clerk for a buyer in your 
department. Or you can 
buying efficiency by giving your 
buyer clerical help so that he can 
spend more time on the profit- 
making aspects of his job. In either 
case, work sampling has cut cost 
by helping you allocate jobs more 
efficiently. 

Work sampling can also help 
you find out how operating 
changes affect personnel needs. 
For example, suppose that your 
company is planning a major 
product change. Workloads in the 
purchasing department will soa 
while the change is being made, 
but will drop back to normal as 
soon as orders are placed for the 
parts, equipment and tools needed 
to make the change, and de- 
liveries have begun. 

You know you will have to hire 
more help during the change, but 
naturally don’t want to hire more 


| 
DOOST 
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than the rock-bottom minimum 
since you won’t have jobs for the 
extra help after the change is 
made. In a situation like this, 
most P.A.’s would play it by ear. 
Although the technique works 
(otherwise it wouldn’t be so wide- 
ly used), it often causes crises 
which, aside from their effect on 
everyone’s nerves and _ disposi- 
tions, are wasteful. Typically, the 
department struggles along until 
the work load gets too great even 
with overtime. Then there is a 
rush to add personnel but the 
work falls further behind while 
the new help learns the job. 
Work sampling makes planning 
easier. Here’s how it might solve 
the problem. Suppose that work 
load will double for about a year, 
then will drop to a level about 
20% higher than before the 
change. What is the best way to 
handle this situation? Two pos- 
sible methods occur to us imme- 
diately. The first is simply to have 
everyone work over-time until 
the workload gets so great that 
we have to hire more help. The 
second is to hire more help im- 
mediately and try to keep the en- 
tire staff working normal hours 
except during emergencies. 


How to Pick the Best Way 


The most economical method— 
the one that gets the job done 
efficiently at minimum cost with 


the smallest number of excess 
personnel to lay off when the 
peak period is passed—is a com- 
promise between hiring more help 
and relying on overtime. Work 
sampling can help you arrive at 
this compromise solution. 
Suppose that our department is 


currently staffed with three buy- 
ers. Each buyer has a secretary 
who types orders and quotations, 
handles routine expediting, and 
assists with other clerical chores. 
We make work sampling studies 
of each of the buyers and average 
them to determine how a typical 
buyer spends his time. We do the 
same for the secretaries. Our 
studies show the following: 


Secretary Buyer 

Talking on 

telephone 9% 
Paperwork 21° 
Talking to purchasing 

personnel 
Walking 
Non-Productive 
Meetings 
Typing 30% 
Logging and Filing 18% 
Talking to Suppliers 

in Office 19% 
Out of Office 3% 9% 


100% 


18% 


( 


100% 


The study confirms what we 
had already guessed: that we can 
probably handle a 20% greater 
work load simply by working 
Saturdays. Although vendors 
don’t call on Saturdays, there is 
enough paperwork for buyers 
and secretaries to do on the extra 
day after having spent five days 
dealing with suppliers on a more 
intensified basis. 

Overtime is the best way to 
increase output 20% but if we 
want to double output, we will 
have to increase our staff. We 
could probably get away with an 
increase of just 66-2/3% if we 
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Work Sampling Work Sheet 








Purchasing 


Department 





Activity (See Exhibit A) 


. Interviewing Salesmen 


. Analyzing Requirements 
Processing Orders 
Processing Inquiries & Quot 

. Reading and Writing 
Expediting Material 

. Talking on Telephone 
Vendor 
Within Plant 
Others 

. Filing 
At Desk 
At File Cabinet 

. Handling Papers 


Invoices 

Orders 
Correspondence 
Others 


7. Miscellaneous Reading 
8. Miscellaneous Writing 


9. Talking with Fellow-Workers 
Purchasing 
Others 


10. Walking in Area 


11. Out of Office 
Business 


Other 
12. Typing 


Purchase Orders 
Correspondence 


Other 
13. Miscellaneous 
A. 
B. 
C. 


Observer 


Buyer 


Date 





General Clerk Expediter 








This sample form was prepared by Art Cooke, purchasing consultant of the 
General Electric Company as part of a booklet entitled “A New Look at Pur- 


chasing Measurements,” prepared for 


were willing to work overtime. 
We could do this by increasing 
the number of buyers by 66-2/3% 
—from three to five—and increas- 
ing the number of secretaries by 
a like amount. 

We won’t have any trouble find- 
ing jobs for the extra secretaries 
when the work load tapers off 
again. They can readily be ab- 
sorbed by other departments, But 
what about the buyers? As spe- 
cialists they will be hard to place 


elsewhere at specialists’ salaries. 
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use by G.E.’s operating departments. 


Aside from salary differentials, 
temporary needs encourage hiring 
less specialized help instead of 
buyers. Analysis of the work 
sampling study suggests how we 
can do this. 

Even with secretaries to help 
them, our buyers currently spend 
a great deal of time on relatively 
routine activities. A good part of 
paper and telephone work can be 
done by someone else. Part can 
be taken over by secretarial, part 
by clerical help. On making a de- 


List of Random Numbers 


32 ¢ a 6 29 a 
a4 $1 Oo © 27 07 
2365 0 50 20 ¢ 23 27 
m 50 54 08 57 29 

“* ” 


45 
43 
is 
10 


$2 
w 
8 
10 
56 


48 


Random numbers such as these 
should be used in choosing the 
times that observations are 
made in work sampling studies. 
They can be obtained from 
any statistics handbook or text. 


tailed analysis of the work, we 
decide our best intermediate move 
is to hire two more secretaries 
and two senior clerks instead of 
buyers. The clerks can perform 
the buyer’s routine jobs. When we 
no longer need them, they may 
be transferred to production con- 
trol or some other department. 
Clerks’ salaries are not so high 
that other departments can’t make 
profitable use of their services. 

Work sampling can also lead 
to methods improvements, For 
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example, one company analyzed 
work sampling studies of buyers 
and secretaries and noticed that 
both groups spent a substantial 
time on the telephone. Although 
he wouldn’t publicly admit it, the 
P.A. didn’t really object if a secre- 
tary wasted 20 minutes a day 
talking to a husband or boy 
friend. But the work sampling 
study showed that the typical 
secretary was spending about two 
hours per day on the telephone. 
A detailed study showed why. 
Buyers played the role of busy 
executives and had secretaries 
both pick up all incoming tele- 
phone calls and also place calls. 
In addition, secretaries sometimes 
spent as much as half an hour 
holding on while placing a long 
distance call for a buyer. 


Some Loss of Status 


The P.A. drastically cut secre- 
tary telephone time by decreeing 
that buyers should answer their 
own phones and place their own 
local calls. Although this measure 
caused the buyers to lose some 
intra-office status, it did not re- 
sult in any increase in the time 
they spent making telephone calls. 
Where they used to call their 
secretaries, tell them whom they 
wanted to call, and then wait for 
them to make the call, buyers 
now simply dial the number them- 
selves. The buyers had a legiti- 
mate reason for asking their sec- 
retaries to make long distance 
calls, however. If they were to 
place them themselves they migh 
spend five minutes or more wait- 
ing for the company operator to 
get time to place the call and then 
they might waste another ten or 
fifteen minutes on the line wait- 
ing to be connected. The P.A. 
found a solution to this problem. 
He gave buyers separate outside 
lines and permitted them to dial 
long distance calls directly. In- 
dividual telephone budgets pre- 
vent them from abusing the privi- 


lege of unrestricted calls. 


A Do-It-Yourself Project 


Thus work sampling can be in- 
valuable in improving purchasing 
administration and planning and 
it can also help suggest methods 
improvements. Unlike time stud- 
ies, which require expert stand- 
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ards engineers, work sampling can 
be a do-it-yourself project. All 
you need are forms (see 
sample) and a list of random 
numbers (those printed in this 
article will work nicely.) 

The form should list the basic 
jobs handled by the persons you 
are going to study. Before making 
this list, however, you are going 
to have to make a basic decision: 
will each person make a study of 
his own activities or will you have 
someone make observations with- 
out telling your people they are 
being observed. If you don’t tell 


some 


people they’re being observed, 
you must limit yourself to activi- 
ties that can be observed (“walk- 
ing,” “talking on telephone,” etc.). 
On the other hand, if everyone 
is making his own observations, 
you can have a rather complex 
list since there’s no problem in 
identifying the job. You can list 
duties such as “placing of orders 
and negotiation over telephone,” 
“filling in buying data on pur- 
chase requisitions,” etc. 


There are other advantages and 


disadvantages of “secret” and 
open work sampling studies. If 
each person makes his own study 
you may not get a completely un- 
biased report. If a person is loatf- 
ing at the time he is supposed to 
note what he’s doing, he can’t be 
expected to indicate “nothing” on 
his activity report (see sample.) 
Instead he’ll pretend that he was 
interviewing salesmen, talking on 
the telephone or engaged in other 
productive activity. Nor can you 
even expect a person always to 
be completely truthful about the 
time he spends on activities which 
may not be strictly business (as 
talking on telephone or talking to 
fellow employees). In addition, 
there may be a tendency to ex- 
aggerate the time spent on im- 
portant-sounding activities (for 
buyers, negotiation) and minimize 
the time spent on more routine 
jobs (paperwork, for example.) 
On the other hand, people dis- 
like being spied on and they’ll 
soon catch on to the fact that ob- 
servations are being made. In ad- 
dition, it’s virtually impossible for 
an observer to distinguish among 


various activities without the co- 
operation of the people observed. 
For example, it’s helpful to know 
whether someone left the office to 
visit the engineering department 
or a supplier plant—or simply 
stepped out to visit the men’s 
room. An observer could not de- 
termine this without asking. 
Probably the best approach is 
to have one person make all ob- 
servations with the knowledge and 
those being ob- 
(Please turn to page 162) 


cooperation of 
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Large and complex custom cast nylon 
parts are produced by the “monomer 
casting” process. The technique cuts 
the raw material cost in half and mold 
costs by 90%, compared to injection 
molding of nylon. 


Nylon Castings 
May Replace Steel 


A NEW NYLON casting process 
permits low cost production of 
massive nylon plastic shapes for 
industrial use for the first time. 
Described as “monomer casting,” 
the process is a direct conversion 
of nylon from basic chemical 
raw materials to finished parts or 
shapes. 

The process is similar in tech- 
nique and cost to the conventional 
casting of metals. It is expected 
to open up new markets for nylon 
in heavy industry as a replace- 
ment for cast metal parts. 

The material, designated MC 
nylon, is a type 6 nylon formula- 
tion. However, it exhibits physical 
properties which span the range 
of properties obtainable in near- 
ly all nylons in industrial use to- 
day. 

Until now, high tooling costs 
and the processing limitations of 
conventional molding methods 
made the inherent advantages of 
nylon unavailable in large parts. 
In monomer casting, the direct 
production of finished nylon parts 
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from monomer rather than pow- 
ders of nylon polymer cuts raw 
material costs in half. 

Unlike other nylon conversion 
methods, monomer casting is per- 
formed at atmospheric pressure 
and the need for expensive molds 
is eliminated. The new process 
will not compete with injection 
molding now widely used for 
mass production of small nylon 
parts. 


Cost Substantially Lower 


The basic chemistry involved 
in monomer casting was discov- 
ered by Monsanto Chemical Co. 
Polymer Corp. of Reading, Pa. 
has acquired the exclusive right 
to use the process in casting nylon 
shapes and has developed the 
technology from laboratory scale 
to commercial production. 

Castings made from MC nylon 
—which now cost between $3 and 
$5 per pound—are substantially 
lower on a per piece basis than 
stainless steel or brass castings 
and compete favorably with alloy 


steels. In the next several years, 
the manufacturer expects that 
production volume and economies 
will reduce the cost to about 50% 
of the present level. This would 
make MC nylon competitive with 
carbon steel and aluminum cast- 
ings. 

The largest MC nylon castings 
produced to date have been semi- 
finished symmetrical shapes in the 
500 pound to 700 pound range. A 
steel casting of the same size 
would weigh over two tons. The- 
oretically, there is no limitation 
to the size of the part that can 
be made by the process, but mar- 
kets for the large sections have 
not been developed yet. 

Potential applications include 
castings for metalworking equip- 
ment, railway equipment, paper- 
making machinery, mining, con- 
struction, and material handling 
equipment. Wherever  nylon’s 
light weight, toughness, and wear 
resistance without lubrication are 
important, these castings may find 
many uses. 
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PeeGERS OF STEER 


... high-carbon spring steel from the Athenia 
Steel Division of National-Standard is available in 
WYi(e hGatcwU] OM CoM obipimm <-1nalel-1a-10Mt-1ale fv do Wee (0 lice)|I-10 meg 
annealed, with thicknesses from .001” to .065”. 

The high quality and uniformity of Athenia 
spring steel is the result of precision rolling, pol- 
ishing and slitting to rigid standards on the most 
raavole(c¥aam-te [Uli o)aat-iahem, Waal-dalt-Bs)(-1-1 8 l-7-1'7-) 1-10) (-magelan 
IN Eeherolatelesieclarei- Idem @xelaaler-lah em Oiilicolamn) (-\\ me l-1a--a\m 
and from the following: National-Standard Warehouse, 
Plainville, Conn.; D & B Steel Co., Cleveland; Krusen 
Wire & Steel Co., Los Angeles; Lapham-Hickey Steel 
Corp., Chicago; Voss-Davidson Steel Co., Detroit; 
Zurbach Steel Co., Somerville, Mass., Plainville, Conn. 





For technical information, write to... 


NS 


NATIONAL 
STANDARD 
COMPANY 


‘ Athenia Steel Division 
NATIONAL-STANDARD COMPAN 
Clifton, New Jersey ha 











New N-S stainless wire tests 100,000 psi 


From National-Standard research and develop- 
ment comes NS-355—a stainless steel, corrosion 
resistant spring wire having much greater elasticity 
than conventional stainless steel wire 


NS-355 is a semi-austenitic alloy, originally de- 
veloped for use in heavy wire sections fabricated 
from bar, billet or plate stock—applications requir- 
ing corrosion resistance, strength, durability and 
hardness. National-Standard searched for a way to 
apply these outstanding advantages to highly 
stressed spring wire applications. 

After comprehensive research in processing meth- 
ods, National-Standard metallurgists developed the 


capability to draw NS-355 alloy into exceptionally 
high-tensile spring wire. Spring production tests 
were made on .125 and .075 inch diameter wire sam- 
ples with a tensile strength over 100,000 psi higher 
than music spring wire, proving that NS-355 wire 
could be satisfactorily run on automatic coiling 
machines with excellent formability. 


Further evaluation tests were conducted in the 
Spring Laboratory of Bendix Corporation, South 
Bend, Indiana. Here, engineers ran life cycle tests 
on NS-355 stainless steel springs and determined 
spring modulus values. On a mechanical cycling 
unit—eight springs to a fixture—NS-355 springs 





above music wire 


were subjected to 600 compression cycles per min- 
ute—a total of 10-million cycles under stresses from 
20,000 to 150,000 pounds. 

The development of NS-355 stainless steel spring 
wire creates an entirely new solution to highly 
stressed, corrosion resistant spring requirements for 
jet engines, food and beverage equipment, chemical 
machinery and a growing number of other special 
wire applications. 

For more information about new NS-355 stainless 
steel spring wire, or help in developing high quality 
wire to meet your special or unique applications, 
write National-Standard Company, Niles, Mich. 


NS 


NATIONAL 
STANDARD 
COMPANY 


National-Standard NS-355 stainless steel! springs with 
an index as low as 3 can be formed on automatic coil- 
ing machines without breakage. 


Manufacture f Specialty W eM J 4 
NATIONAL-STANDARD COMPANY 
Niles, Michigan 61-Wo3 





For standard 
or modified 
systems 


Riegel Electronic Board is used 
with confidence everywhere . . . for 
transformers, rotating machinery, 
cylinders, bushings and coil forms. 
Whether your manufacturing re- 
quires standard or modified elec- 
tronic board, you can get it from 
Riegel. Riegel Electronic Board is 
cylinder kraft made with optimum 
balance of electrical, mechanical 
and chemical properties. It is free 
from lumps, grit and metal impuri- 


ties and can be tested 100°, for 


conducting paths. 


Riegel Electronic Board can be 
supplied plain and coated with 
shellac, wax or special resins to 
your specific requirements . . . in 
sheets or rolls . . . thicknesses from 
0.003 to 0.031”. Write for electrical 
data folder: Riegel Paper Corpora- 
tion, Box 250, New York 16. 


SPECIALIST IN 
ELECTRICAL PAPERS 


Board 
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Translucent Panel Gives 
Maximum Security 


A translucent fiberglass panel 
is designed for use where maxi- 
mum security is desired. It fea- 
tures embedded °4 in. expanded 
steel, insuring complete protection 
from entry wherever installed. 
The translucent panels are ideal 
for garages, storerooms, ware- 
houses, basements, military instal- 
lations, and certain factory win- 
dows or skylites. The panels are 
1 thick and weigh about 18 
0z per square foot. Standard 
lengths are four and eight feet, 
widths 48 in. Shatter-proof and 
fade resistant panels come in three 
colors: clear, light green, and 
white. They transmit glare-free 
light and cast no shadows. Alsy- 
nite Div., Reichhold Chemicals, 
Inc., San Diego, Calif. 
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Drum Stacker Fits 
In Tight Spots 


A counterbalanced high lift 
walkie stacker with adjustable 
drum clamp arms is designed for 

(Please turn to page 101) 
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lf hex socket screws are involved 
you can drastically cut assembly and 
adjustment costs with BOWERSOX 
T” handle wrenches 


a 


They re the one-piece 
tool with handle and 
bit cast integral 
Enormous handle 
15 SIZES torque assures you 
5/64” to 4” FULL tightness. Tem 
Pr nd pered tool steel bit 
on each wrench goes down even to 
BUY SINGLY OR deep recesses and 
counter bores. Won't 


ASSORTED IN 
SETS TO SUIT round off” or break 
wiggie and fall 


HOLE FOR End 
out that could damage 


HANG-UP 
on every 
HANDLE machine parts. No 
ATTRACTIVELY keys, no looseness 
PACKAGED ever. Nothing else like 


t. A solid investment 
for machine users; a 
big good will winner 


o for machine builders 
@ Write today for prices 


i and catalog sheets 


BOWERSOX 
N. 3523 W. 9th Street, Chester, Penna. 


GOOD TERRITORIES OPEN FOR REPRESENTATIVES 








Dept. 
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STEEL PLATES 


CORROSION RESISTANT 


MIL SPEC 20154 
IDEAL FOR FLOOR OR BASE PLATE 


3% Nickel .. 
Tensile. . 


Yield Point 


Elongation 


1-144% chrome 
135,000 PSI Min. 
110,000 PSI Min. 
19% Min. in 2” 


Minimum Hardness 241 BHN 


WELD—MACHINE 175° of B-1112 


204,000% 14" x 54’ 336” 
850,0007 1%" 89 
154,000# 1%” x 92’ 335” 
96,0005 1%" x 96 240” 
150,000# 114” x 96” x 336” 


Also Stock 1%”, 142”, 1%” 2” and 
2%" Thickness 
$85 per N.T. FOB Charleston, W. Va. 


STERLING STEEL PRODUCTS CO. 


326 Leader Bldg. 
Cleveland 14, Ohio TOwer 1-1342 
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Versatility at work: 
soft rubber tread 
combines with 

hard rubber core in 
modern caster wheel 


RUBBER... 


HARD 


the original plastic is the most VERSATILE 





@ Hard rubber is today’s versatile engineering material; 


versatility in three ways means the maximum in usability. 


BLENDS Hard Rubber is not just “one” mate- 
rial, but a family of compounded materials, each 
blended to stress particular properties or end- 
service requirements. For example, while hard 
rubber is generally an electrical insulator, cer- 


tain compounds are blended to be conductive. 


FORMS AND SHAPES 
as molding compounds, extruded shapes for end 
use or for subsequent machining and finishing 
operations, extruded sheet for stamping and 


Hard Rubber is produced 


punching, and calendered sheet for producing 
hand-wrapped parts. Production can suit your 
part, size of run, and facilities. 


APPLICATION 
economy, over-all balance of properties, and ver- 
satility — is fabricated into an amazing variety 
of parts. To name a few: huge parts for the chem- 
ical industry, water meter discs and pistons, 
combs, pipe bits, electrical parts, bowling balls, 


Hard Rubber — because of its 


photography equipment, and thousands more. 


® Consult American Hard Rubber today. Tell us what and we'll tell you how. 


INDUSTRIAL PRODUCTS SALES 


American Hard Rubber Company &) 


IAD, BUTLER, NEW JERSEY « Te 





TE 8-1000 





Chlorine 

cell cover 

of hard rubber 
outwears former 10-20 years 
cement cover 


Water meter 
impeller 
will run for 


under water 


Molded 
chair arm pad 
stays clean x 
and attractive 


through long life 


Bowling ball 
has extremely 
high wear 
and impact 


strengths 








Fireproof and flexible insulation for wires, cables, and coils? 


““K&M” Asbestos Tapes offer you a choice: non-ferrous tapes for high 
voltages, ferrous tapes for high temperatures. Made of quality asbestos 


fibers woven to uniform weave. For more information, write No. 243 
on Place Mark Card— {ace page. 


Extremely flexible insulation for transformer leas! 


“K&M” Braided Tubing insulates wires against heat. Protects them 
from chemical attack. Made of Commercial and Underwriters’ Grades 
of asbestos yarn. In variety of diameters. For more information, write 
No. 244 0n Place Mark Card— last page. 


This pipe insulation for low, medium, and high temperatures requires no coddling! 
“K&M” ZEBRA is a multi-layer, sectional-type pipe insulation 
point is 2 to 4 times that of ordinary insulation. It’s easy to cut and fabricate. Withstands 


Deflection at breaking 


shock and heat. Made of calcium-silicate-asbestos fiber bonded felts 


Available in wide 
range of sizes and thicknesses. Write No. 242 on Place Mark Card 


last page. 


“KeM” buyer's guide to quality 


“K&M” asbestos products efficiently satisfy the most exacting requirements. They have 
a long service life...even under the severest operating conditions. They shave main- 


tenance and replacement costs. Common to all “K&M” asbestos products is the reputation 
for quality ... maintained since 1873, 


Keasbey Mattison 


PURCHASING 





“K&M” high-heat-resistance asbestos 
cloth for safety garments! 

Specially designed weaves for safety garments 
and as a reinforcement for al! kinds of plastics 
and a host of other products. For more infor- 
mation, write No. 245 on Place Mark Card 
last page. 


Compressed sheet packings for a wide range 
of applications! 


“K&M” Compressed Asbestos Sheet Packings 
can be used for general industrial applications, 
Diesel engines, refrigeration industry, automo- 
tive, aircraft engines, and oil refineries. Grades 
for use against hot oils, gasoline, and refrigerants 
Meets military and naval specifications, as well 
as aeronautical specifications. For more informa- 


tion, write No,246 on Place Mark Card— fase page. 


Insulation material for caulking, packing 
and wrapping! 

K&M”’ Twisted Asbestos Rope Packing is ideal 
for caulking retorts, boilers, and ovens Or, as 


a base for lubricated packings. K&M Asbestos 
Yarn for braided packings. For more information, 


write No. 247 on Place Mark Card— jase page. 


“Hig ip ip Sip gg” 
toh hs t ht 


Electrical apparatus mounting that toughens with age! 
“K&M” Ebonized Asbestos is an ideal insulating material 
for mounting switchboards, bus bar supports, cabinets, 
compartment linings, bench boards and testing tables. 
Withstands severe shocks and vibrations, and rapid tem- 
perature changes. Lightweight. Exceptionally high di- 
electric strength. Uniform density. For more information, 
write No. 248 on Place Mark Card—f{ast page. 


For manufacturing folded asbestos gaskets 

of high quality! 

““K&M” Asbestos Gasket Cloth consists of quality asbestos 

yarn and fine brass wire strands twisted and woven, and 

covered with rubber friction compound. For more infor- 

mation, write No. 249 on Place Mark Card—jlast page 


asbestos products for industry 


“K&M” produces asbestos products for industry, municipalities, and construction: 
Insulations, Textiles, Pipe, and Building Products. “K&M” engineers have pioneered many 
of the developments in the use of asbestos for industry. If you have a problem asbestos 
can solve, write to: Keasbey & Mattison Company, Ambler, Pa., Dept. 1-391. 


at Amibiler 
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The Porter Alloyist delivers the right alloy <& 
IN THE SPOTS THAT COUNT 
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In a split second, the parachute will 
leap from the pack, released by five 
special stainless steel springs. Can 
you think of a tougher spot for 
veliable performance? Now—and 
every other time—the springs must 
work perfectly, must keep their 
shape, unfailing strength and resist- 
ance to low temperatures. It’s a 
job for exactly the right alloy— 
recommended and supplied by the 
Porter Alloyist. 


THE PORTER ALLOYIST IS 
A SPECIALIST IN A WIDE 
RANGE OF SPECIAL METALS 


Porter’s Riverside-Alloy Metal Di- 
vision is your single reliable source 
for specialty alloys in 8 basic groups 
of wire, rod and strip . . . phosphor 
bronze, nickel silver, cupro nickel, 
brass, stainless steel, nickel, Monel 
and Inconel. 

Ask for a free copy of ‘Alloys for 
Industry” describing our wide range 
of specialty alloys. Write H. K. 
Porter Company, Inc., Riverside- 
Alloy Metal Division, Riverside, 
N. J. Or contact our sales offices 
in Hartford, Chicago, East Orange, 
Atlanta, Cleveland, Detroit, Cincin- 
nati, Los Angeles and Rochester. 


PORTER cupro nickel wire carries the 
workload in telephone switchboards. 


PORTER supplies bronze and brass strip 
for wiring harnesses in automotive and 
marine electrical systems. 


RIVERSIDE-ALLOY METAL DIVISION 
H. K. PORTER COMPANY, INC. 
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continuous drum handling opera- 
tions. It can lift, transport, and 
stack drums closely in tight areas. 
All controls for lift, lower, for- 
ward, reverse, and clamping op- 
erations are located in the control 
handle at the drive end of the 
truck for precise control and safe- 
ty in handling. Lewis-Shepard 
Products Inc., 125 Walnut St., 
Watertown 72, Mass. 

Write No. 19 on Information Card—Last Page 


Air Dome Provides 
All-Weather Shelter 


YF 


mi | 


A portable air dome that can 
take rough handling as a construc- 
tion shelter, tool shed, or ware- 
house, is made of white vinyl 
coated nylon. It is translucent to 
provide ample daylight inside, 
measures 24 ft x 46 ft, and is 12 
ft high at center. A squirrel cage 
fan, driven by small electric mo- 
tor, provides supporting air. In 
winter, air is passed over bottled- 
gas burners to heat the shelter. 
No special site preparation is 
needed. Domes may be placed on 
reasonably level grass, sand, grav- 
el, macadam, or concrete. Aver- 
age erection or dismantling time 
is less than one day. Wooden floors 
may be installed, although are 
not necessary if goods are stored 
on skids. Eastern Marine Prod- 
ucts Corp., New Rochelle, N. Y. 
Write No. 20 on Information Card—Last Page 


Ready-Mixed Epoxy 
Coating Makes Floors 
Last Longer 

A new single package epoxy 
coating in solution form protects 


concrete, wood, magnesite, cork 
tile, linoleum, and painted floors 


against traffic wear, deterioration, 
and disintegration. Applied as 
easily as paint, the product pene- 
trates deeply and_ thoroughly, 
strengthens and reinforces floor- 
ing to form a tough hard surface. 
It stops concrete dusting; pre- 
vents wood from splitting, shred- 
ding, splintering, or rotting; seals 
out water, dirt, oil, and grease; 
prevents staining from liquids; 
and protects against disintegra- 
tion from cleaning agents. Epoxy 
coated floors are easier to clean 
than the original materials. Dust 
and dirt cannot penetrate the 
tough dense film and are easily 
swept away. Heavier deposits are 
readily removed with light mop- 
ping. The Hallemite Co., 2446 
West 25th St., Cleveland 13, Ohio. 
Write No. 21 on Information Card—Last Page 


Plasma Torch Speeds 
Metal Cutting Job 


A cutting torch capable of cut- 
ting metals up to eight times fast- 
er than oxy-acetylene devices is 
based on the plasma jet principle. 
The torch utilizes a high velocity 
30,000 F plasma flame as the cut- 
ting medium. By operating at 
temperatures well beyond upper 
limits of chemical fusion, it is 
able to cut with ease high melt- 
ing point metals as tungsten, tita- 
nium, monel, inconel, and stain- 
less steel. Quality of cut produced 
by torch is said to be unusually 
high as shown by complete ab- 
sence of dross in kerf region. 
Other features include simple ad- 
justments for type of material, no 
heat up time, and wide tolerance 
in torch stand-off distance. The 
tool is available as a hand cutting 
torch and is completely portable. 
Plasmadyne Corp., 3839 S. Main 
St., Santa Ana, Calif. 
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Stand alongside a big lift like this and your first impulse is to 
head for the nearest exit. But when the huge forging is moved 
safely and quickly, you gain a new respect for the engineers 
who designed the slings and the hoist rope on the crane. The 
wire rope used on this job was USS Tiger Brand .. . and it 
was made from tough Monitor Steel. 

When ordering slings, you naturally think of safety—not 
only for your men but also for your equipment and the loads 
being handled. Tiger Slings have no weak links. The wire rope 
and fittings are matched and the connections are as strong as 
the rope itself. Properly designed slings save time and money. 
You can get them from the local USS Tiger Brand Distrib- 
utor or he will order special types to suit your needs. 

For more information on wire rope or slings, write American 
Steel and Wire, Dept. 1268, Rockefeller Building, Cleveland 
13, Ohio. USS and Tiger Brand are registered trademarks. 


WHY TIGER BRAND IS YOUR BEST BUY. 


1. It is made by a company that maintains the most complete re- 
search and manufacturing facilities in the steel industry. 


2. It is designed by one of the country’s most capable staffs of wire 
rope engineers. It is serviced by thoroughly experienced field repre- 
sentatives always ready with their assistance. 


3. Every type of Tiger Brand Wire Rope is designed for specific appli- 
cations. You get the right rope for the job. 


4. It is made by one company, U. S. Steel, and every step of produc- 
tion, from ore to finished product, is carefully controlled and super- 
vised to guarantee one high standard quality. 


5. Tiger Brand Wire Rope is manufactured by the foremost single 
wire rope producer in the country. 


Ws 


Contact the Tiger Brand Distributor. He carries a complete line of industrial 
wire rope for immediate deliveries in your area, 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & tron Division, Fairfield, Ala., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 


USS Tiger Slings lifting a 15-ton drive shaft for the first nuclear-powered 
aircraft carrier. The crane hoist ropes (not shown) are also USS Tiger Brand 
for strength and reliability. 


Lifting a 15-ton forging 








with (iss) Tiger Brand Wire Rope and Slings 
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“Call FOSTER 
for Rail”... Get 
Relayers PLUS 


Sealed Lantern Battery 
Gives Long Service 








A lantern battery has been pro- 
duced that is sealed with steel on 
sides, top, and bottom. Because 
leaking of ingredients is thus pre- 
vented, the battery stays fresh 
longer and retains power. A 
standard 6 volt lantern battery, 
the 941 is an all-weather unit 
which will not dry out or swell. 
It is available with spring, clip, 
or screw terminals. Ray-O-Vac 
Co., Madison, Wis. 
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| Multi-Purpose Gloves 
| Resist Heat, Chemicals 





Installing or expanding in-plant trackage? Foster will de- 
liver Quality Relaying Rail at lower cost . . . “plus’’ all 
necessary new track accessories, switch material—even 
the track tools to do the job. To help select the materials 
best suited to your job, call the Foster Track Specialist. 


You will save on freight from Foster’s nationwide ware- 
houses, all of which stock all sections of relaying rail 
“plus” new rail for crane runways and specialized The 


successful application of 
applications. 


nitrile synthetic latex rubber to 


Another “plus”: Foster’s Track Inspection Kit, which 
illustrates all the elements needed for an efficient indus- 
trial siding. It’s a real help for proper track maintenance. 
Write L. B. FOSTER CO. for free Track Kit PA-9 
Pittsburgh 30, New York 7, Chicago 4, Houston 2, 
Los Angeles 5, Atlanta 8, Cleveland 35. 


Faster From Foster | 


Pipe e Rental Steel-Sheet Piling e Pipe Pile e Rail 
For More Facts Write No. 205 on Information Card—Last Page 


the coating of work gloves makes 
them unusually resistent to oils, 
greases, hydrocarbons, solvents, 
and acids. Gloves have abrasion 
resistance comparable to plastic 
and cut resistance comparable to 
neoprene. Tests also show that 
gloves offer superior resistance to 
both high and low temperatures. 
Granet Corp., Framingham, Mass. 
Write No. 24 on Information Card—Last Page 
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.-.» MAKING YOUR OWN LABELS 
or DIRECT PRODUCTION MARKING 
may save you 

thousands of dollars 


and delays every year 


Using labels, decals, transfers, tickets, 
tags, nameplates or handstamps to 
identify or decorate your products and 
packages may mean spending far more 
money and time than you need — and 
getting less than perfect product 

IF YOU BUY THESE and package identification. In contrast, 
ih ie icone consider these natural advantages of 
TO IDENTIFY making your own labels or direct marking 


as needed with a flexible, efficient 
YOUR PRODUCT production machine in your own plant: 


.. - you automatically identify or 
decorate as production requires, with 
complete information in a single 
low cost label or direct print 


. you cut your investment in label 
inventory ... and eliminate waste 
from obsolescence 


. you achieve attractive and completely 
informative product and package 
identification . . . that helps the 
buyer, the user, and the person 
who reorders 


. you’re independent of outside sources 
and you avoid inconvenience when 
new identification is needed . . . you 
can change part or all of the 
imprint in seconds 


To get specific cost-saving recommenda- 
tions and figures, call the Markem 
Technical Representative near you or 
write the main office. We will describe 
the particular combination of Markem 
machine, type, specialty ink and operating 
method to give you highest quality 
product and package identification — 

at the lowest possible cost. 

Markem Machine Co., Keene 34, N. H. 


New folder illustrates examples from every industry 
of profitable, effective product and package identification | 
by Markem machines. Write for your free copy. 


MARKENM 


HELPS YOUR PRODUCT SPEAK FOR ITSELF 
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“Tuesday, 11:03 p.m. ... 


end of the second shift... 
beginning of the third. There'll be tons of materials to move again 


this shift... space problems to handle. . . decisions to make. 


‘‘When a man is responsible 
for work like this n a warehouse where space is like gold... he 


needs lift trucks t} ve fast, work-in-close, perform dependably day 


after day. He 


Industrial Truck Division 
CLARK EQUIPMENT COMPANY 


Battle Creek, Michigan 
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Photo courtesy of A. B. Dick Company 


For full deta on the NR-40 


see your local Clark Dealer 


or Circle 77 o1 -ader service card 





Dryer baffle 
Custom molded 
by CMPC 


APPLICATION: Molded baffles hold “‘feel- 
ers” that signal the electronic “‘brain’’ of 
Maytag’s new Automatic Dryer. The 3 
baffles are compression molded cotton 
flock-filled phenolic. 

ADVANTAGES: There’s no more guess- 
work or possibility of overdrying clothes 
with this new dryer. An electronic con- 
trol actually feels the degree of moisture 
in fabrics—shutting the dryer off at the 
exact moment, or starting a controlled 
cool-down period of tumbling. Key com- 
ponents in this outstanding develop- 
ment are the baffles to which the minute 
“‘feelers’”’ are attached. Long life and ef- 
ficiency of the CMPC-molded baffles are 
achieved by great resistance to moisture, 
heat and impact. Specify CMPC ...cus- 
tom plastic molders for over 40 years. 


CMP. CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020-J N. KOLMAR AVE. CHICAGO 51, ILLINOIS 
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Transmission Belts of 


Plastic Will Not Age 


Polyester belts for power trans- 
mission, conveying, and _ instru- 
mentation are strong, stable, 
chemical and heat resistant, and 
non-aging. A splicing method that 
neither heat nor adhesive 
produces joints that are from 90 
to 100% as strong as the original 
material. Applications include 
transmission belts, magnetic tapes, 
instrument drives, motion picture 
films, punched tape control belts, 


uses 


grinding and polishing belts, and 
strip recorder charts. Belts of 
Mylar and Cronar come in any 
length, from % in. to 60 in. wide, 
and in thicknesses from 1 to 10 
mils. International Ultrasonics, 
Inc., 331 Centennial Ave., Cran- 


ford, N. J. 
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Colored Galvanized Panels 
Save Painting Costs 


A line of 242” x 4” corrugated 
galvanized steel panels comes in 
five factory applied, baked on 
permanent colors. Made in widths 
up to 45 in. and in unlimited 
lengths, the panels are expected 
to provide savings up to 20% in 
labor and material costs at the 
time of installation. The finish is 
tough, flexible, weather resistant 
and will not chip or peel. Under 
normal weather conditions re- 
painting is not necessary for 8 or 
10 years. Permanent coatings are 
available on one side or both. 
Binkley Co., Warrington, Mo. 
Write No. 26 on Information Card—Last Page 





Let SUN SHIP 
solve 


your 
machine 
problem 


When you need machine work or specially built 
machinery of any kind, you’ll find Sun Ship 
qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 


SALES ENGINEERING DEPARTMENT 


SHIPBUILDING & 
DRY DOCK COMPANY 


Sun 


CHESTER, PA. 
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work gloves. 


*Prove it to yourself .. 
on your letterhead... 


JUST 
WON'T 
SLIP... 


Granet’s new wet-grip PYTHON Neoprene just won’t 
slip . . . even under the most trying conditions . 
costs no more than smooth neoprene coated or leather 


o + FER 


The wet-grip feature of PYTHON neoprene coated 
work gloves is a big plus for the man working with 
oil... grease . . . chemicals or other slippery materials.* 


Flannel lining with wing thumb for added comfort 
and wear. Variety of styles... knit wrist to 18” gauntlet. 


. write for a free pair 
and put them to the test! 


THE GRANET corp. 


25 LORING DRIVE, FRAMINGHAM, MASS. 
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punctures 


high cost of 


New Dow 


Could a radical product improvement 
lead you to greener fields? A cut in costs 
improve your competitive position? The 
Dow family of Vorane® urethane chemi- 
cals, basic materials for urethane foams, 
may help you do both. 

Tough softy. Wherever the humar 
posterior rests—in a chair, a motor car, 
an airliner—softness commands a pre 
. and creates a problem. Too 
means reduced 


mium 


often, added softness 


strength, increased replacement costs. 


By contrast, cushioning of low-cost 


chemicals help industry expand markets 


its desirable 
other 
can be 


xible urethane foan 
qualities over the 
‘ally created pri , it 
tailored to the exact properties desired. 
juilted, tacked. 
imble, stays 
uses includes 
arm rests, 
newly, sound 


It can be sewn, stitched, 
Never mats down, won’t 
bouncy. The growing | 
carpet padding, crash 
garment interliners and, 
deadener in stereo equipment. 

Rigid foam from a gun. Formerly, 
nsulation had to be cut and fitted by 
hand. Today, urethane has been foamed- 


SU OI 


pads, 


THE DOW CHEMICAL COMPANY 


in-place between refri 
filling the void comple 
over 20% more usable storage space 
Direct spray application to auto bod 
parts is being developed to provide a 
firmly bonded coating that resists cor- 
rosion, adds struct 

New applications 
thane foams develop almost 
information on Dow’s late: 
tions, you’re invited to uss 
of our chemicals laborator 
Chemicals Merchandising in 


. Write 
Midland. 





™~ 


LF Qe 
® ARE 


A i. 
va 


PERCY: ~*~ These nuts look almost good enough to eat.” 


{LBERT: ~They sure do. Look at those clean threads, 
those well-shaped contours.” 


PERCY: “That's how we know they must be Bethlehem 
nuts. They make all kinds of nuts, bolts too... 
standard and special . . . and fast delivery.” 


Far tienat BETHLEHEM STEEL 


Economy BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


Versatility Export Sales: Bethlehem Steel Export Corporation 
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Adhesive Applicator 


Works on Air 


“ 


A portable adhesive applicator 
weighs only 10 lbs when filled 
with a gallon of adhesive. The unit 
can be used in a wide variety of 
sealing and manufacturing opera- 
tions. Operated by contained com- 
pressed air, the applicator is 
charged through an auto tire type 
valve and can stand pressures up 
to 250 psi. It can be set to handle 
high or low viscosity adhesives, 
and glue or bead pattern can be 
varied. Unit is easy to fill, clean, 
and maintain. It can also be 
adapted for use on machines using 
glue pots or wheels. Bemis Bro. 
Bag Co., 408 Pine St., St. Louis, 
2, Mo. 
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Switch Cover Assures 
Tamper-Proof Control 


A switch locking cover attach- 
ment with tumbler lock assures 
positive control of electrical 
switches. The safety device fits 
over any metal wall plate, single 

(Please turn to page 112) 
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LASTS LONGER The industry's 
highest standards of precision 
weaving, of the finest quality wire 
produced, insures far greater than 
normal dimensional stability, 
rugged resistance to abrasion and 
fatigue breakage. 


KEEPS COSTS DOWN by slash- 
ing replacement expense, machine 
downtime and labor—boosting out- 
put, maintaining product quality and 
uniformity. And prices are sharply 
competitive! 


QUICK SHIPMENT Hundreds of 
weaves, meshes and metals are 
ready for shipment from stocks at 
St. Louis, Los Angeles and Hous- 
ton. Non-standard cloth and screen 
woven quickly and economically to 
specification from virtually any 
meta! that can be drawn into wire. 


SPECIAL SHAPES Available in 
sheets or continuous lengths, slit 
ribbons, cylinders, tubes, cones, 
discs, rings, other forms. Ask for 
quotations. 


Fourl fay vs 


1856 


LUDLOW-SAYLOR WIRE CLOTH CO.+*4369 WEST CLAYTON AVE. «ST.LOUIS 10,MO. 
STAR WIRE SCREEN & IRON WORKS, INC. (L-S Subsidiary) 
Sunset Ave. & Valley Bivd. ¢ City of industry (L.A. County), Calif 


BIRMINGHAM x CHICAGO ~ 
512 N. 18th St. 6261 West Grand Ave 


DENVER * 
1530 Carr St. 


HOUSTON 


5638 Harvey Wilson Dr. Union Trust 
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or ganged, and prevents unau- 
thorized persons from tampering 
with switch. Available in master 
keying and straight keying sys- 
tems, it can be adapted to vir- 
tually any situation. Lock comes 
with two duplicate keys. The at- 
tachment can be installed quick- 
ly and easily over any flush toggle 
switch without wiring. Recessed 
pin in hinge is concealed and can- 
not be knocked out, thus making 
device tamper-proof. Harvey Hub- 
bell, Inc., Bridgeport, Conn. 
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Carbide Drills Speed 


Circuit Board Production 
Solid carbide drills designed 


primarily for use in stack drilling 
printed circuit boards on high 
production machines feature fast, 
accurate drilling of smooth, burr- 
free holes in both epoxy and 
phenolic laminates. In addition, 
all drills in the line are finished 


with highly polished flutes and 
strong, sharp edges to assure 
cleaner cutting action, high wear 
resistance, and longer tool life. 
Series 362-N drills are also ap- 
plicable to operations other than 
printed circuit production and 
may be used with conventional 
equipment. The drills come in 
standard wire sizes from #1 to 
+72, and in fractional sizes from 
%4’”’ down to 1/32”. Ace Drill 
Corp., Adrian, Mich. 
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Easy-to-Use Concentrate 
Protects Parts from Rust 


A corrosion inhibitor with many 
uses in the protection of metal 
parts and products can be mixed 
with water, conventional oils, or 
solvents to prepare many types 
of rust preventives from a single 
concentrate. The various blends 
can be applied by brushing, dip- 
ping, spraying, or slushing. Nop- 
cochex D is effective in treating 
bar stock, sheet steel, tools, cast- 
ings, assemblies, and _ storage 


tanks. It can be used in final 
tumbling of ferrous metal parts. 
Depending upon concentration of 
blend, parts can be protected up 
to six months. Preservative can 
be easily removed by degreasers 
or alkali cleaners. Metal Proc- 
essing Dept., Nopco Chemical Co., 
60 Park Place, Newark 1, N. J. 
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Ice Melter Effective at 
Wide Temperature Range 


A new high-low chemical ice 
melter works equally well at 32 
F or —40 F. Many melters wiil 
not work at extreme freezing 
points. Light pink in color, the 
material is a blend of two types 
of ice melting chemicals. Extruded 
in flat segments, they range from 
minute sizes to 1/32” discs. The 
material can be applied by hand 
sprinkling, shovel, or mechanical 
or power spreader. It is available 
in 10 and 25 lb bags and 100 lb 
drums. Chem Industrial Co., 
Brooklyn 9, Ohio. 
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THE AMPLEXOLOGIST 


“nal 


eliminates the scrap 


The part shown is a magnet body for an electro- 


magnetic clutch. Because of the 


required 


magnetic properties, uniform wall density is 
highly critical. Previously, therefore, it was 
necessary to machine the entire part. The 


Amplexologist, however, 


designed it 


to be 


produced as a finished, precision powder metal 
part which requires no machining; and through 
advanced density control held specified mag- 


netic properties, even 
Approximate saving, 94%. 


Pe 


ig a, 
’ antes 
< 
- 
4 
Py 


in the 


counterbore. 


AMPLEX 


DIVISION 

CHRYSLER 
CORPORATION 

DETROIT 31, MICHIGAN 


9 


SEND FOR THE SECRET 
OF THE 


AMPLEXOLOGIST’S SUCCESS 


BS: aan aaa — 
a 


For More Facts Write 


q ENGINEERING MANUAL 
45 pages of technical information: How 
to determine correct applications for 
powder metal parts, bearings, filters. 


SAN 


« 


NEW BEARING STOCK LIST 
20 pages. 1066 standard sizes of Oilite self- 
lubricating bearings— bearing material. 
Selection guide, engineering data. 
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Irus 902 is bright yellow—helps you spot leaks quickly. 


BULLETIN: 





Shell reveals how Irus 902, the bright 


yellow hydraulic fluid, holds water in oil to 
reduce fire danger in your plant 


Shell forced Irus*® 902 Hydraulic Fluid through a 0.145-inch 
orifice at 1000 psi pressure. A 3000-degree flame was thrust 
into the streaming fluid. Irus 902 did not ignite. 

Read the remarkable story of Irus 902—why it resists fire— 
and how it can help you protect personnel, plant and equipment. 


rus 902 Hydraulic Fluid is an in- 
I genious combination of oil and wa- 
ter. The water is encased in a film of 
oil. In technical terms, it is a stable 
water-in-oil emulsion. 
But unlike other emulsions, Irus 
902 has optimum stability. This is 
vitally important. It means that 
Irus Fluid will retain its lubricat- 
ing qualities far longer than most 
fire-resistant oils—and will not al- 
low the water to separate out. 
Result: the water stays in the oil, ready 
to snuff a fire if needed. 


Other Advantages 
1. Irus 902 cools off systems. Because 
of its high rate of heat transfer and 


high heat capacity, Irus 902 allows 


hydraulic systems to run cooler. 


2. Irus 902 resists thickening and thin- 
ning. Viscosity of Irus 902 protects 
pump parts during the entire working 
cycle—from cold start-up to hot, con- 
tinuous operation. 


3. Irus 902 saves gaskets, packing, hose. 
It's gentle to nonmetallic parts as well 
as metal. 


4. Irus 902 resists foaming. It does not 
hold captive air. If air enters, [rus 902 
quickly releases it. 

For complete details about chang- 
ing over to Shell Irus 902, contact your 
nearest Shell Industrial Products Rep- 
resentative. Or write: Shell Oil Com- 


pany, 50 West 50th Street, New York 
20, N.Y. 





A special message to 
manufacturers of 
hydraulic equipment 
Shell Irus 902 makes an excellent 
initial fill. It is available anywhere 
in the U.S.A. Its quality is consist 
ently high. All Irus 902 must meet 
Shell's strict quality control speci 

fications. 














A BULLETIN FROM SHELL 
— where 1,997 scientists are working to 
provide better products for industry. 
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Teflon Tubing Withstands 


Gearec  oreagder Wide Temperature Range 


For 2'2", 3°, 32", 4’ Pipe and Conduit 


1S 


Seamlesss flexible conduit made 
of Teflon provides an easy solu- 
tion to a wide variety of low pres- 
sure flexible connection and trans- 
fer problems in plants and labora- 
tories. Among advantages are 
freedom from deterioration, cor- 
rosion, and contamination both 
inside and outside the tube at 
temperatures ranging from —100 
F to +500 F. The spiral tubing 
can be used as a connection to 
tanks, centrifuges, and suction 
No. 141 side of pumps for loading, unload- 
ing and decanting vessels and 
drums, particularly in pharma- 
ceutical and chemical applications. 
" It is also ideal for high-tempera- 
5 T i ture, corrosion proof vent lines, 

ave IMC .0. ut Costs low pressure pipe connections, 

e e i fumeducts, and electrical conduits. 
on all large threading jobs! The tubing is produced in sizes 
from 1 in. to 3 in. diam, in lengths 


. up to 10 ft. Resistoflex Corp., 
1. Only 1 Set of High Speed Dies threads 2%’, 3’’, 3%” Roseland, N. J. 


and 4” pipe and conduit. No extra die sets to change or lose! 
Die size selector plate sets quickly and locks at desired size. 
Easy adjustment for tapered, straight, over or under size 
threads. 


2. Jam-Proof for safe threading by power or hand. Drive 
pinion kicks out automatically. Die head Can’t Jam . 
avoids costly repairs and delay. 


3. New Fast-Action, Cam-Type Workholder sets to size 
by quick turn of collar. Set screw holds work centered for 
perfect threads every time . . . adjustable for drip threads. 


Pat. Appl'd. For. 
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Your Supply House has them! Order your new RIGID No. 141 Threader today? 


“| knew you'd be asking me to lunch 
so | took the liberty of having it 
brought in.” 
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FOR ms 
YOUR 
WETTEST / 


Jobs / Wagner® Silicone Rubber Insulated Motors 


/ 
/ 
“ 


Power-packed drip-proof polyphase motors that are exceptionally 
moisture-resistant ... save you money in lower initial equipment 


cost for many applications 


These are motors that are built to take on 
and tame the toughest jobs. Big, job-rated 
motors, available in frames larger than 
445U, through 1000 horsepower. Perfect 
drives that can be used for station auxili- 
aries, in chemical plants, in rubber and 
paper mills and in the petroleum industry. 


With motor coils completely sealed in a 
jacket of silicone rubber and housed in 
a compact, drip-proof enclosure, these 
Wagner® motors are suitable for use in 
highly humid atmospheres. They perform 
perfectly even after long exposure, and at 
elevated temperatures. Since moisture does 
not penetrate their tough silicone jackets, 
they are now used for many installations 
that once required totally-enclosed motors. 
Silicone rubber insulated motors cost less 


to buy than equivalent totally-enclosed fan 
cooled motors, since there is no need for 
expensive enclosures. 


But your savings don’t stop with initial 
cost. When rated to match normal load, 
Wagner silicone rubber insulated motors 
deliver rated horsepower at top efficiency. 
They have more overload capacity for tem- 
porary overloads... reduce downtime while 
they help keep production levels up. 


Like to hear the whole money-saving story 
of these dependable Wagner silicone rubber 
insulated motors? Call your Wagner Sales 
Engineer ...then settle back for some 
profitable listening. 


Wasner Electric @rporation 


6360 PLYMOUTH AVENUE, ST. LOUIS 33, MO. U.S.A. 


Manufacturers of LOCKHEED” Products 
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NEW TRADEMARK 


for an expanding source of aluminum sheet, extrusions 


ALUMINUM 


MILL PRODUCTS 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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Keep this new trademark in 
mind when you need aluminum 
mill products. It’s a mark of 
quality and dependability 
backed by Dow’s full resources 
in manufacturing, research and 
development. 


This new trademark also stands 
for growth. Example: Dow’s 
Madison (Illinois) Plant is now 
producing aluminum sheet, 
complementing aluminum sheet 
production at our Jackson 
(Michigan) Plant. 


Aluminum coil and flat sheet, 
reroll stock, and plate are now 
available in a broad range of 
sizes and alloys. And Dow 
produces aluminum extrusions, 
too, ON presses ranging in 
capacity from 1,700 to 13,200 
tons. 


Send for our new Aluminum 
Mill Products book containing 
information on alloys, sizes and 
facilities. Write today to THE 
DOW METAL PRODUCTS COMPANY, 
Midland, Michigan, Merchan- 
dising Department 1107EE9-25. 


aD OW 
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Vinyl Liners Restore 
Old Processing Vessels 


Low-cost tank liners of heavy 
vinyl sheeting give old chemical 
and processing vessels a new lease 
on life. Custom-fabricated liners 
are resistant to a wide variety of 
acid, alkaline and salt solutions, 
and some hydrocarbon systems. 
Physical condition of tank is un- 
important, just so it is strong 
enough to support liquid load. 
Rusty, pin-holed or cracked ves- 
sels can be readily restored to 
service. Liners can also be used 
to protect vessels in good condi- 
tion for temporary use in service 
for which it is not intended. They 
are easily installed by regular 
plant maintenance crews. Comar 
Plastics, Edison, N.J. 
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New System Speeds 
Welding of Thin Metals 


A system for welding thin gauge 
materials promises exceptional 
speed and versatility at low cost. 
Called the Westing-Arc SA-200 


system, the welding package in- 
cludes 200 amp silicon diode rec- 
tifier, compact wire drive with 
wide feed range, and straight- 
through torches. The wire drive 
has a range of 90 to 424 ipm with 
standard gearing, and can be mod- 
ified to provide speeds up to 1170 
ipm. Micrometer assures wire feed 
control adjustments within fine 
tolerances. The torch weighs 22 
oz, and accommodates wire sizes 
in mild or stainless steel from 
025” to .047”. It is rated 100% 
duty cycle at 200 amps and comes 
complete with welding cable, hose, 
and control cable. Drive and torch 
can be purchased separately to 
modify present equipment. West- 
ing-Arc Dept., Westinghouse Elec- 
tric Co., Buffalo 5, N. Y. 
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Versatile Ball Valve 
Has Only Seven Parts 


An industrial ball valve, ap- 
plicable to virtually every type 
of processing line, features a con- 
ical sealing capsule of Teflon 
molded around the ball that con- 
trols the valve action. Known as 
the Con-O-Sphere, the valve has 
seven parts. All adjustments are 
made by tightening a base plate. 
As the capsule is pushed from be- 
low when plate is tightened, it 
comes into closer contact with 
both ball and valve body to guard 
against leaks. Life of the valve de- 
pends upon its service. A test 
valve has undergone 500,000 cy- 
cles with no deterioration. Re- 
building of valve may be per- 
formed on line in about three 
minutes. ACF Industries, Inc., 
W-K-M Div., P.O. Box 2117, 
Houston 1, Tex. 

Write No. 35 on Information Card—Last Page 


117 





They had a £7000 buwch 


in their cafeteria 


When the purchasing agent met the comptroller 
and vice president in the company cafeteria, the 
talk turned to rising costs. 

“We're looking for ways to save money on 
paper napkins for example,” the purchasing 
agent said as he picked up one from the table. 

And they saved money —cut costs by switching 
to Fort Howard Napkins in the Cafeteria and Fort 
Howard Towels and Tissue in the washrooms. 
Fort Howard paper products saved this company 
as much as $1,000 per year on paper costs. The 


answer was in the right product for the job. 

Fort Howard Paper Towels, Tissue, and Nap- 
kins are available in a wide range of folds, rolls, 
and quality. This means you can cut costs by 
selecting the proper grade, fold, roll, or pack in 
the price range you need to meet your require- 
ments exactly. 

There is a Fort Howard representative nearby 
anxious to demonstrate to you how dining room 
and washroom expenses can be cut, and happy 
employee relationships maintained. 


Fort Howard Paper Company 


Green Bay, Wisconsin 


—&e-(e}_<S— 


© Fort Howard Paper Company 


Sales Offices in New York, Chicago, Los Angeles 
America’s Most Complete Line of Paper Towels, Tissues and Napkins 
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A MOTOR 
IS A 
SERIES OF 
“> CIRCLES 


“mp 


% 


—- BRACKET-TO-FRAME 
RABBET 


\\ STATOR FRAME 1.D 


\ STATOR CORE DIA 





all must be accurate and concentric 


In manufacturing Elliott Crocker-Wheeler motors, a dozen critical ‘circles’ are formed accurately and con- 


centrically through unique and extraordinarily precise production methods. The result is exact alignment of 
all parts, true and uniform air gap, free-spinning rotor, quiet, cool, dependable operation. 


B Elliott Crocker-Wheeler integral-hp a-c and d-c motors—from smallest to largest—are offered in all conventional 


enclosures and modifications; with insulation to suit the application, including GEYBM epoxy insulation for use 


where conditions are most severe. Wis3 


GENERAL OFFICES; JEANNETTE, PENNSYLVANIA 
Fe ELLIOTT COMPANY PLANTS AT: Jeannette and Ridgway, Pa.; Springfield, Ohio 
TURBINES + GENERATORS + MOTORS - COMPRESSORS - TURBOCHARGERS - EJECTORS + STRAINERS - TUBE CLEANERS 
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The CLAUSS * 


Cutlery Company 


Freront Ohio 
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Pure Teflon Packing 
Has Long Life 


Pure white braided Teflon fila- 
ment packing replaces an earlier 
Teflon packing, characterized by 
a grey-brown color, and signifi- 
cantly improves on its perform- 
ance. The new product is much 
less prone to overheating duriny 
run-in and has notably longer life 
in all applications (ten times that 
of asbestos packing). It is inert 
to almost every known element, 
resists temperatures to 550 F, and 
has an extremely low coefficient 
of friction. The white Teflon pack- 
ings require only infrequent re- 
placement and can compete suc- 
cessfully to replace expensive me- 
chanical type face seals in many 
applications. Greene, Tweed & 
Co., North Wales, Pa. 
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Automatic Tube Puncher 
Cuts Cleaning Time 50% 


An automatic power boiler tube 
cleaner cuts cleaning time by 
50%, reduces heat loss by as much 
as 30%, and cleans tubes more 
efficiently than can be done by 
hand. The device cleans soot and 
scale from fire tube boilers by 
means of an electrically operated 
punching brush that fits any tube. 
One machine can service any 


SEPTEMBER 25, 1961 


number of boilers and can op- 
erate within three feet of a wali 
or obstruction. It eliminates the 
need for complete boiler shutdown 
to cool tubes for punching, the 
use of cleaning compounds, and 
the need for scaffolding. By al- 
lowing more frequent punching 
it reduces fuel costs due to excess 
scale. Power Tube Inc., 2325 N.W. 


Westover Road, Portland, Ore. 
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Conveyor Heat Seals 
Plastics Automatically 


A heat sealing chain coveyor is 
designed for use with resins such 
as epoxy, where heat is required 
to increase setting and drying. The 
component is hand mounted in a 
spring clip on a traveling chain. 
Clip first passes through preheat 
section of infra-red oven, stops 
under automatic filler and sealer, 
then enters drying section of 
built-in oven. After leaving oven, 
component is automatically eject- 
ed from spring clip. Unit is de- 
signed for 3% fpm with 15 sec 
stop at 1% in. intervals. Oven is 
dual heat type for 250 F preheat 
and 160 F final drying. A % hp 
gear motor provides drive. Mer- 
cury Industries, 365 Broadway, 
Hillside, N. J. 
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Watch for a compre- 
hensive report on Pur- 
chasing Manuals in the 
October 9 issue of Pur- 


chasing Magazine 














Free 17" x 22” Wall Chart Illustrates 
and Describes Every Style in the 
CLAUSS Cutting Tool Line 


To Contact Clauss Representatives 
New England 


H. D. Q. & H. V. Neff 
R.F.D. 42 

Putnam, Connecticut 
Walnut 8-4249 


Lower Peninsula Michigan & Western Ohio 


Marvin L.Partridge 

54433 West Eight Mile Rd. 
Northville, Michigan 
Fieldbrook 9-0095 


California, Nevada, Arizona 


Dillon Stevens & Co. 
1348 Venice Boulevard 
Los Angeles 6, California 
Richmond 7-9221 


Washington, Oregon, Idaho, Alaska 
Samuel N. Stroum Co., Inc. 

621 Michigan St. 

Seattle 8, Washington 

Parkway 3-7310 
Southeastern States 


C. M. Allen Company 

2989 N. Fulton Dr., N. E 
Ailanta 5, Georgia 

Cedar 3-8043 

New York State, Pennsylvania, New Jersey, 
Delaware, Maryland including 
Washington, D. C. 

Dunn & Bryan 

28 Warren Street 

New York 7, New York 

Worth 4-8091 

Ulinois, Indiana, Wisconsin, Minnesota 
Upper Peninsula of Michigan 
W. H. Paradise & Associates 
5845 W. North Ave. 

Chicago 39, Illinois 

Berkshire 7-8034 

Western Pennsylvania, Westerr 
New York and Ohio 

John Borcz 

811 Harmon St. 

Fremont, Ohio 

Federal 2-1380 


— Mail This Coupon For Details — 
The Clauss Cutlery Company 
Fremont, Ohio 


Please send me 


( ) 17" x 22” Clauss Wall Chart 
( ) Mlustrated Net Cost Price List 


Company 





Street 
City 





Zone___ State__ 


Requested by 





Title. 
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Index Cards With Notched 
Teeth End Misfiles 


Cards filed at random in an electro- 
magnetic tray can be located by 
pushing down certain keys which 
correspond to the specially coded 


card. 


A strip of metal teeth forms the 8 inch-side of the 
file card. A code is added by notching some of the 
teeth. The card will then pop up when the same 
code is depressed on the file tray keyboard. 


An index card has been de- 
veloped that cannot be misfiled. 
It is similar to a conventional 
index card in all respects but one 
—a strip of thin metal teeth is 
attached to the bottom edge. 

By notching out teeth this 
metallic edge is coded for all 
filing information. The cards are 
then placed in a special electro- 
magnetic tray containing keys. 
Specific cards pop up at a touch 
of the keys, regardless of the 
card’s location in the tray. 

With these cards, methodical 
and tedious filing by exact se- 
quence is unnecessary. Cards can 
be put into the file tray at ran- 
dom and can be found instantly. 

The system has wide applica- 
tion in purchasing departments. 
For example, some P.A.’s are 
using it for purchase record cards 
and traveling requisitions. 

A midwestern chemical com- 


pany has provided each buyer 
with an “electrofile” unit for his 
desk. It contains purchase record 
cards covering materials and sup- 
plies assigned to that particular 
buyer. Cards are not filed in 
sequence except for three sub- 
divisions which divide the entire 
group into (A) items on order, 
(B) partially filled orders, and 
(C) inactive items. 

Traveling requisitions used by 
a New England machine tool 
manufacturer are set up on 
similar cards for the convenience 
of the requisitioning departments. 

The notched metal code on the 
card is keyed to the company’s 
commodity classification. When a 
requisitioner determines that the 
reordering point has been reached 
for a particular item, he de- 
presses the code number on the 
keyboard of the file tray and the 
card pops up. From that point 


the routine requisitioning pro- 
cedure is followed. 

A feature of the system is the 
immediate selection of either an 
individual card or a group of 
cards. For instance, the record 
card for paper cups or the cards 
for all paper products can be 
isolated from the file by pushing 
certain keys on the keyboard. 

A limiting factor of the card is 
that one side must be 8”. How- 
ever, a card can be anywhere 
between 8” x 5” and 8” x 11”. 
Offsetting this limitation is the 
advantage that any card can be 
processed through typewriters 
and other office machines. 

The equipment and file trays 
are available in various sizes and 
models for specific applications. 
The record-handling products are 
manufactured by Acme Visible 
Records, Inc., Crozet, Va. 
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A HANDSOME 2 PEN NOBLOT DESK SET WITH JET BLACK BASE 
PLUS % GROSS OF MONGOL PENCILS WITH“DIAMOND STAR’LEAD 
See what this Combination Package holds for you: 


HANDSOME TWO-PEN NOBLOT DESK SET. A new 1 GROSS MONGOL PENCILS WITH NEW “‘DIA- 
concept in desk ball pen design and economy. MOND STAR” LEAD, Choice of 2 or F Degree. 
Keeps ball pens on the desk—where they belong! Unbelievably long writing mileage! 


Full-length 534” NOBLOT replaceable ink Exceptional point strength 


cartridges! Silky smoothness! 


Two chrome-trimmed NOBLOT pens: blue ink, Jet black writing! 


red ink! Uniformity of degree! 
A necessity for every desk! Famous Pink Pearl eraser! 


Don't miss this opportunity to stock up on quality pencils and acquire handsome desk sets for your 
office—both for one low price! See your stationer for this outstanding combination package now! 


SINCE 1849 


EF) EBERHARD FABER 
pela aa Qeea lag an stow 
Whikes-Barre, Pennsyivania-New Se Canada 
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Rubber stamp kit gives a choice 
of three graph patterns: 100 
blocks per square inch, 16 blocks 
per square inch, and three-inch 
diameter circle with major sub- 
divisions at 15 degrees. An ink 
stamp pad is included for use 
with all stamps. The kit is a prod- 
uct of Edmund Scientific Co., 
Barrington 54,.New Jersey. 
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Development of plastic type- 
writer ribbons in eight colors has 
been announced by International 
Business Machines, 590 Madison 
Avenue, N. Y. 22, N. Y. The new 





r GARBON-SETS~ 


To Make Carbon Copies 
Quick, Clean, Easy Way 
Ready-made second sheet and carbon 


in one pasted set (letterhead size) 
Make up to 8 carbon copies at one typing. 


Bi 
1. Take required 
carbon sets from 











2. Place original 
sheet over carbon- 
set. 








. 











4. Snap carbons 


loose from second 
sheets. 











3. Type letter. 


Available Black Carbons with choice of sec- 


ond-sheet colors: White, Yellow, Green, Blue, 
Pink, Goldenrod, Buff. Packed 1000 of a col- 


or to a box, Shipping weight—14 Ibs. per box. 
Price—$6.50 per Box (1000 Sets) 
PLUS Postage 
ORDER A BOX TODAY! 
You’ll NEVER do without them again!‘ 


P. PINSON BUSINESS FORMS 


P.O. Box 137, Forest Hills 75, N.Y. 
STANDARD AND CUSTOM-MADE 
CARBON-INTERLEAVED SNAP SETS 
(2 TO 14 PARTS) 
QUOTATIONS ON REQUEST 
Write for FREE Catalog, Samples 
and Money-saving Price Lists TODAY. 
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polyethylene ribbons can be used 
to prepare paper masters for re- 
production. Typewritten copy pre- 
pared with the ribbons can be re- 
produced on copying machines. 
Due to the elastic properties of 
the material, the ribbons have a 
high resistance to breakage. 
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Line of adjustable chairs from 
executive to secretarial has been 
introduced by Remington Rand 
Systems, 122 East 42nd Street, 
New York, N.Y. An interesting 
feature is the ability to adjust the 
backrest height and tension. Tilt- 
ing tension is a separate adjust- 
ment. 
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Portable intercom unit was an- 
nounced by Precision Equipment 
Co., 4409 Ravenswood Ave., Chi- 
cago 40, Ill. The new device pro- 
vides two-way communication 
without wiring. Up to eight addi- 
tional units may be in the same 
system which works on a “press 
to talk, release to listen” prin- 
ciple. For extended talking, such 
as dictating, the units have a 
lever to lock in position. 
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A continuous forms burster is 
being marketed by Tech Panel 
Co., Inc., 37 Milford St., Bing- 
hamton, N. Y. The new burster 
employs a design concept that 
eliminates the use of knives, slit- 
ters, or hammers. It will burst all 
forms 3” to 11” long in any width 
up to 15”. 
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Pencil, ink, typewriting and 
printing can be erased with the 
new electric eraser produced by 
The Margo Company, 8900 Wood- 
land Ave., Cleveland 4, Ohio. The 
motor starts when the handpiece 
is lifted from cradle and stops 
when it is replaced. The erasing 
agent is a 4” rubber rod and 
comes in different grades for a 
variety of applications. 
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New concept for sticking paper 
and other materials together has 
been introduced by Avery Label 
Co., 1616 S. California Ave., Mon- 
rovia, Calif. An automatic dis- 
penser carton allows the user to 
remove a “gum tack” which is 
pressed down on any dry, clean 
surface. A small round dot of 
pressure-sensitive adhesive is de- 
posited when it is lifted up. 
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A leading producer of world-famous 


no carbon/required 


“products for better electric living” 
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“NCR PAPER eaves us 


its entire yearly cost...every nine months.” 
—CORY CORPORATION, CHICAGO, ILL. 


“NCR Paper (No Carbon Required) is a valued ‘busi- 
ness friend’ for us. We've used it for years for many re- 
ports and forms. 

“New NCR Paper three-part Report of Call forms 
enable our territory managers to give concise, fast, daily 
sales reports to their sales managers. In addition, NCR 
Paper memo forms make it easy for traveling Cory ex- 
ecutives to write ‘Quick Action’ memos to home office 
and field personnel. 

“Our NCR Paper forms always provide clean, clear, 
easy-to-read copies. Originals and copies are picked up 
as complete units. Insertion, removal and disposal of car- 
bon paper are eliminated. This simplifies procedures 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


Another Money-Saving Product of 


and speeds important communications. 

“Our experience with NCR Paper shows it saves 
time and effort every time we use it. Its many advan- 
tages are so outstanding that we estimate NCR Paper 
easily saves us its entire yearly cost, every nine months.” 


a V 


J. W. Alsdorf, 
President, Cory Corporation 


NCR PAPER 
ELIMINATES 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ® 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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NO 
GOOPY- 
"G00" 


in our 


BALL PEN... 


Because only the 


FINEST INK 


A ! ) 
will do! _, 





ENGINEERED FOR BETTER WRITING, the 
superior ink in the new Eagle STICKPEN 
contains not a single particle larger than 
one micron in diameter! Ordinary ball 
pen inks — compared under the micro- 
scope—showed particles that exceeded 
10 microns! No wonder most ball pens 
skip, stall and goop. But now you can 
be sure that your office pens won't... 
by specifying and insisting on new Eagle 
STICAPEN! 


FINEST INK— 


Plus All These Lxtra 
Quality Features! 

mw SILVERED TIP FOR “CUSHIONED” 
WRITING 

m PRECISION TURNED BALL SOCKET 
STAINLESS STEEL BALL 


m= SOLID BRASS (Not Plastic) 
CARTRIDGE 


@ SCULPTURED “FINGER-FIT” GRIP 


@ EACH PEN INDIVIDUALLY 
TEST-WRITTEN BY HAND 


ee eee 


Paeer ic 5 AERC eee 


MEDIUM POINT 
Fed. Tax. incl. 


EAGLE ® 
STICRPEN. 


GUARANTEED BY EAGLE RESEARCH 


EAGLE PENCIL COMPANY 
Headquarters: Danbury, Connecticut 


MEW YORK + LONDON « TORONTO + MEXICO + SYDNEY + BOGOTA 
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Office Equipment 





Purchasing agents can plan 
their work and keep a precise 
account of time and money spent 
on each project by using a new 
planning aid being marketed by 
Day-Timers, Inc., Allentown, 
Penna. Pages of the wallet unit 
ean be torn out and attached, 
with a gummed edge, to perman- 
ent records in the office. It is 
sold in leather or black plastic, 
with an extra fine-line ball point 
pen. 
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Ten-inch slide rule with nine 
scales and engraved calibrations 
is being marketed by Acu-Rule 
Manufacturing Co., Mt. Olive, Ill. 
The new unit is made of rigid 
Bakelite vinyl plastic and is mod- 
erately priced. 

Write No. 48 on Information Card—Last Page 


Illustrated folder which de- 
scribes a new automatic copy- 
ing machine has been published 
by Photek, Inc., P.O. Box 1553, 
Providence, RI. The bulletin 
outlines the various functions and 
specifications of the new unit. 
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One-piece scheduling board 
with an erasable surface is be- 
ing marketed by L. D. Blehart 
Co., 10 Fiske Place, Mt. Vernon, 
N.Y. User writes on face of board 
with a marking pencil and erases 
with cloth or paper towel. 
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Flexible plastic posts are fea- 
tured in a new binder for burst 
and unburst marginally punched 
forms. The binders are a product 
of Acco Products, Naster Corp., 
Ogdensberg, N.Y. They open out 
flat and can be loaded and un- 
loaded from front or back. Capac- 
ity is six inches. 
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Several significant design fea- 
tures have been included in a 
new offset duplicator. For exam- 


PURCHASING 





ple, sheet control is provided 
through the entire printing cycle; 
plated cylinders ride in tapered 
roller bearings; and no tools are 
needed for normal operating ad- 
justments. The new machine is 
a product of American Type 
Founders, 200 Elmora Avenue, 
Elizabeth, New Jersey. 


Write No. 52 on Information Card—Last Page 


Introduction of a new auto- 
matic desk calculator was an- 
nounced by Diehl Calculating 
Machines, Inc., 527 Madison Ave., 
New York 22, N.Y. Features of 
the new unit include stepped key- 
board, single keyboard multipli- 
cation, and a mechanism which 
selects the fastest way to do any 
multiplication problem. 
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New standard stapler has been 
introduced by Markwell Mfg. 
Co., Inc., 424 West 33rd Street, 
New York 1, N.Y. Loading of sta- 
ples is through an “open roof” 
loading bar. The entire strip of 
standard staples is placed onto 
the bar. The base of the new unit 
swings away for use as a tacker. 
Write No. 54 on Information Card—Last Page 


A six-stack tabletop collator is 
being marketed in this country 
by Numbering Machine Co., 47- 
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02 18th Avenue, Brooklyn 4, 
N. Y. One feature of the British- 
made machine is that it does not 
operate automatically; one stroke 
of the control lever raises the top 
sheet of each stack by means of 
sponge rubber feed fingers. 
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Open-type steel filing cabinet 
for filing engineering drawings, 
and the like is available from 
Dancer Stikfile Co., P. O. Box 
10221, Houston 18, Texas. The 
new cabinet will hold prints up 
to 24” x 36” with a total capacity 
of 1650 prints. It comes in gray, 
brown, beige and green. The top 
may be used as table space for 
reference purposes. 
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A four-wheeled mobile com- 
puter was recently announced by 
Clary Corp., 408 Junipero St., San 
Gabriel, Calif. It is set in a wal- 
nut cabinet with input and output 
units recessed in top surface wells. 
The programming unit is located 
at the front and the arithmetic 
center is accessible from the rear. 
The new unit is available with 
typewriter, punched tape, or line 
printer output. 
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(TUAE 
EAGLE 
STICKPEN 


TIC WPEN MEDIUM 


included in 


FREE SCIENTIFIC 
WRITING TEST KIT! 


Purchasing agents who've used this 
kit acclaim it “The most practical 
measure of ball pen performance ever 
devised!” 


Get the actual handwriting test that 
every Eagle Stickpen must pass after 
it has successfully passed 10 other 
rigid “Quality Control” tests! Specially 
devised by Eagle laboratory techni- 
cians, this scientific writing test 
shows up even the slightest imperfec- 
tion of any ball pen .. . under actual 
writing conditions! No buying execu- 
tive responsible for supplying his per- 
sonnel with good office pens can 
afford to be without this instructive 
test kit! 


GET YOUR SCIENTIFIC 
WRITING TEST KIT... 
NOW... FREE! Compare in 


your own hand, the Free Eagle Stick- 
PEN against any other ball pen—using 
your own individual writing method 
and style! 


FILL OUT AND MAIL THIS COUPON! 


Vel aa 


EAGLE PENCIL COMPANY, DANBURY, CONN. 


Without obligation, please send me the 
new Eagle STICKPEN included in the FREE 
WRITING TEST KIT that shows up even the 
slightest imperfections of any ball pen, 
under actual writing conditions! 


Name 





Title 








Cc y 


Pp 





Address. 
City. 
State 











P 
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The finest 

in multiwalls 
come from 
Continental 

















Paperboard and Kraft Paper Division 


CONTINENTAL CAN COMPANY, 
SALES OFFICES: i 





633 Third Ave., New York 17, N-Y. = 1776 Peachtree Road, N.W., 

Atlanta 9,Ga. = 38 Newbury St., Boston 16, Mass. = 135 So. La Salle St., 
Chicago 3, lil. = 523 Southland Center, Dallas 1, Texas 

919 Fisher Bidg., Detroit 2, Mich. # 1 Belmont Ave., Bala-Cynwyd, Pa. 
115 E. Pennsylvania Ave., Southern Pines, N. C. 

2000 North 16th St., Arlington 1, Va. 

P.O. Box 7662, Mountain Brook, Ala. 

106 Cambridge Road, King of Prussia, Pa. ee 
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wise electronics purchasing 
begins here ¥ 


402 


ALLIED 


ELECTRONICS 
industry 
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962 MLLIED 


ELECTRONICS CATALOG 


ALLIED ELECTRONICS « sucsiae o¢ ALLIED RADIO 
100 N. Western Ave., Chicago 80, Ill. 


mm [_] Send Free 592-Page 1962 ALLIED Catalog. 


SE ee ae 


Company 
Address 














AEE ANYTHING IN bee 
ENS 
PRICES ELECTRONICS ait 
IN A HURRY : ‘ 
Ww 
© The ONE COMPLETE Catalog for industry oe . w“ 
© World's Largest Stocks At Your Command Oo S Ss x 5 re] 
© Buy at Factory (OEM) Prices zy =°5 3 oe 
© Time-Saving, One-Source Dependability oo = 3 2 s 3 ae 
© Fullest Cooperation from Specialists N ~ o . 5 3. £5 Pape « 
ONE ORDER TO ALLIED FILLS THE WHOLE 8 oa he} wn 5 Hi 4 $2535 2 
oN de 4 3 - “+ od v= < 
For FREE catalog, fill i ‘a Sat SEs Sot < 
in Mo EeEeersisis 
detach and mail this o-3 £33 eee sezser 
postpaid card today... QD SS KE eeeevcscces 3 
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INDISPENSABLE FOR 
ELECTRONICS PURCHASING 


ALLIED 

ELECTRONICS 

a for Industry 
send for the ign W= 
s i; 


592 PAGE ; 


ALD = 
ELECTRONICS CATALOG 


BUY AT FACTORY PRICES 


Semiconductors 
Connectors 

Relays, Switches 
Special-Purpese Tubes 
Capacitors 
Transformers 
Resistors, Controls 
Test Units, Meters 
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WORLD'S 
LARGEST 
STOCKS 


over 600 sup- 
pliers represent- 
ed in this catalog 


SOLIS POUL) Oy} Uy Pejew 4) Auesseleu dwejs eHejsod oN 





more than 60,000 


seperate items Metal Products 
alweys in stock 


, Wire and Cable 
for same-day Electronic Parts for 
shipment Every Industrial Need 


GET ANYTHING IN ELECTRONICS IN A HURRY 
ONE ORDER TO ALLIED FILLS THE WHOLE BILL 


THU OSVSIHD 
SLOv "ON LINYAd 


FOR FREE ALLIED CATALOG, 
FILL IN OTHER SIDE OF THIS 
POSTPAID CARD — DETACH 
AND MAIL TODAY... 





Dr. John Hoagland is 
faculty director of Mich- 
igan State’s Executive 
Seminar. 


Mioucuican State University 
will sponsor an “Executive Semi- 
nar in Purchasing and Materials 
Management” during the first two 
weeks in October. Dr. John H 
Hoagland will serve as faculty 
director for the seminar. 

In its sixth consecutive year, 
the seminar is staffed by out- 
standing leaders in business and 
education. Formal presentations, 
planned discussions, case prob- 
lems, field trips, and informal 
meetings will be held to examine 
many areas of profit potential. 

Participants will live on the 
M.S.U. campus in Kellogg Center 
for two weeks of concentrated 
study. This will give them an 
opportunity to exchange informa- 
tion about purchasing and ma- 
terials management. 

Some of the topics to be covered 
during the seminar are: 

Administration and Organiza- 
tion—E. F. Andrews, Allegheny 
Ludlum Steel Corp., will outline 
important managerial concepts 
and policies in purchasing and 
materials management. 

Vendor Relations—Wilbur J. 
Pierce, Detroit Edison Co., will 
discuss the problems of selecting 
and maintaining adequate sup- 
pliers. He will also illustrate profit 
improvements possible through 
value analysis. 

Government Contracts — The 
problems of procurement man- 
agement under government con- 
tracts will be held under the 
spotlight by C. Dwight Brooks, 
Burroughs Corp. 

Corporate Environment—Nor- 
man H. Martin, consultant to the 
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M.S. U. 


to Sponsor 


Purchasing Seminar 


chairman of the Board of Corn 
Products Co., will examine the 
dynamics of power structures and 
interacting personal systems of 
corporations. His part in the semi- 


Harold Berry, Rock Island Lines, will 
address graduates of Michigan State’s 
two-week purchasing seminar. 


nar includes a discussion of how 
an executive’s conduct penetrates 
modern business politics. 
Professional Development — 
Douglas V. Smith, consultant in 
purchasing education for General 


Electric Co., will explore areas 
available for professional growth 
of purchasing personnel. 

Inventory Planning and Control 
—Professor Claude McMillan of 
Michigan State will examine ways 
of managing inventories under 
a variety of conditions. 

Business Forecasting — Dr. 
Hoagland plans to examine ways 
to improve managerial decisions 
through more accurate analysis 
of business trends. He will also 
explore the philosophical founda- 
tion of purchasing and the im- 
provement of purchasing tactics, 
and outline probable future de- 
velopments in purchasing and ma- 
terials management. 


Experts Speak at Seminar 


Many other experts will be 
present at the Michigan State 
seminar to round out the program 
with topics such as “Innovation 
and Competition,” “Executive 
Leadership,” “Foreign Purchases,” 
“Business Economics,” “Cost and 
Budget Control,” “Interviewing 
Psychology,” “Data Processing,” 
and “Trade Relations.” 

Among the activities planned 
for the participants during their 
two-week stay are: an evening 
with M.S.U. purchasing students; 
a football game—Michigan State 
vs. Stanford; an evening at 
N.A.P.A.’s District Four confer- 
ence in Detroit; and _ several 
luncheons with guest speakers. 
At one luncheon, Dr. Thomas A. 
Staudt, speaking on “The Open 
Mind,” will encourage executives 
to develop new perspectives and 
creative thinking. 
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TO PUT MUSCLES INTO PARTS 
THAT MUST PERFORM 


With the spotlight on reliability, better make 
it forged is an idea that merits serious 
consideration. 

Forged parts offer the highest possible 
strength to weight ratios. They provide 
greater ductility, soundness, and fatigue 
resistance. And, forging assures superior 
part-to-part uniformity —in physical and 
mechanical properties, grain size, dimen- 
sions, and surface. 

The truck transmission gear forging at 
left is an outstanding example of metal- 
working by the forging process to take 
advantage of the inherent directional prop- 
erties of forged steel. Upset forged by 
Transue & Williams Steel Forging Corpora- 
tion, Alliance, Ohio, the part has been cross 
sectioned and etched to reveal grain flow. 


In forging, only quality controlled bar or 


ot) 


ingot stock is used. Forging (or combination 
forging and extrusion) achieves grain refine- 
ment that produces the best possible material 
for response to heat treatment. In addi- 
tion, die design is engineered to orient grain 
flow in the direction requiring maximum 
strength. 


Republic Steel, the nation’s largest pro- 
ducer of forging quality steels, offers a 
complete range of bar sizes, shapes, and 
materials. Teams composed of mill, field, 
and laboratory metallurgists can help you 
select and apply the most economical car- 
bon, alloy, stainless steel, or titanium 
capable of meeting your requirements. 


For information, contact your nearest 
Republic sales office or mail the coupon 
below. Please indicate if you would like a 
metallurgist to call. 


REPUBLIC STEEL CORPORATION 
DEPT. PH-2436 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on forging quality: 


0 Carbon Steel O Stainless Steel 
O) Alloy Steel 0 Titanium 
Have a metallurgist call: 
©) Carbon Steel 

0) Alloy Steel 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


O Stainless Steel 
O Titanium 


Name. Title 
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Old Dominion Booklet 


Helps Membership Drive 


As 

We FEEL there is much to 
be done and, frankly, we need 
many more people to help us do 
tA 

“Moving ahead is not auto- 
matic. It calls for hard work.” 

“Encourage the telling of the 
story of the purchasing profession 
in its proper light to all purchas- 
ing agents, to all phases of in- 
dustry, and to the general public.” 

These and similar statements 
can be heard wherever top pur- 
chasing executives gather. Recent- 
ly G. W. Howard Ahl, executive 
secretary-treasurer of the Na- 
tional Association of Purchasing 


Agents, told Purcnastnc Maga- 
zine, “It is the active conscientious 
participation of so many members 
that is responsible for our suc- 
cess. We have gone forward, not 
alone as individuals, but as part 
of a strong, steady, and increas- 
ing current of collective progress.” 

The continuous rise in mem- 
bership of the N.A.P.A. indicates 
the value which most alert pur- 
chasing people put on it. How- 
ever, despite the 50% member- 
ship increase in the last ten years, 
many purchasing agents are still 
living as “business hermits.” They 
do not mingle with other P.A.’s 


and, as a consequence, their pro- 
fessional growth is stunted. 

Some of these otherwise cap- 
able P.A.’s have a tremendous 
amount of information to give— 
and receive. Each of the 99 local 
groups affiliated with N.A.P.A. 
are looking for new members. 

One group with a particularly 
appealing plan is the Old Domin- 
ion Purchasing Agents Associa- 
tion, headed by G. Lloyd Nunnal- 
ly, department of purchases and 
supply of the Commonwealth of 
Virginia. 

This Association recently pub- 
lished an eight-page pamphlet 
which describes the group. It also 
answers the questions: “Why You 
Should Become A Member?” and 
“How You Can Become A Mem- 
ber?” As in any good sales presen- 
tation, the Virginia association 
“asks for the order” by including 
an application blank with the 
pamphlet. 

The foreward to the booklet 
states “As a lone wolf you may 
go fast and far; there is no sub- 
stitute for individual initiative, 
intelligence, education and ex- 
perience. 

“Business executives and pro- 
essional men have learned to 


profit from the combined knowl- 
(Please turn to page 138) 


The Old Dominion Purchasing Agents Association 
has published an informative pamphlet about its 
services and eligibility requirements. 
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“This Page is a Post-Paid Value-Analysis That Will 
Help You Lower Work Glove Costs... 


Remove It From The Book Now.” 


“Take The First Step In A Program That Will Produce More 
Worker Hand Comfort And Efficiency And Reduce Glove 
Costs .. . With The Expert Assistance Of The Staff Of Spe- 
cialists In Glove Selection At The Pioneer Factory. Here's 
How It Works... .” 


Remove and save the job-condition inventory form below ... 
when your next glove selection problem occurs, fill out the 
form with the required information . . . mail it to Pioneer. . . 
You'll get a quick reply from Pioneer, recommending the most 
economical glove style for your job . . . PLUS Another Job- 
Condition Inventory To Keep On Your Desk, Ready For The 
Next Glove Selection Job. 





First Class 


Permit No. 1 


Willard, Ohio 











SEE OTHER SIDE 





BUSINESS REPLY MAIL 


No Postage Stamp Necessary If Mailed in the United States 











Industrial Glove Department 
233 TIFFIN ROAD 


WILLARD, OHIO 


WORK GLOVE JOB-CONDITION INVENTORY... 








There Are 65 Different PIONEER Industrial Glove Styles 
For These Four Major Job Conditions... 


Hot and Cold Liquids Chemicals Abrasion Product Care 


Se ie ae ohare 


Fill Out The Job-Condition Inventory Below And 
Let Pioneer Help You Select The Right Glove For Your Job 


WORK GLOVE JOB-CONDITION INVENTORY 


To select the correct glove we need the following information: 


Description of Hand Protection Problem — —. How Much Abrasion Resistance Is Needed? 


Check the one that is most important Check One (Omit if dexterity is most important 


. Protection from Chemicals |} 1. Heavy Duty (heavy, rough materials handling) 
iil ee ] 2. Industrial (jobs requiring good glove wear and 
average handling, gripping, touch sense) 





Chemical 





specify chemicals encountered 


Are Wet Slippery Items Handled? 
1. Yes C) 2. No 


. Protection from Abrasion 
. Protection from Hot or Cold Temperatures 


er ont What Are Glove Sizes of Workers? 
a. Degree of Heat to to 


b. Degree of Cold to ee 





Circle appropricte sizes 


6 6% 7 7% 8 BY2 9 9Y% 10 #1) 
. Protection of Products from Hands 


H. 's Worker Hand Fatigue a Factor? 
How Far Up Arm Is Protection Required? Cj 4. Ves 3. 


1. Including Wrist M 3. To Elbow 


Jj. Brief Description of Job? _— 
2. To Middle Forearm [] 4. To Shoulder 








Which Is Most Important? 


1. Dexterity [] 2. Abrasion Resistance 


. How Much Dexterity Is Needed? 


Check One (Omit if abrasion is most important 








. Sheer (intricate assembly and other precision 
operations) 





. Light (light assembly and other light operations) 





. Medium (average handling, gripping, touch 
sense) 





A NEW PRODUCT DEVELOPMENT FROM BARDEN 


BRAINCHILD 
SPANKING CLEAN 


A spaceman’s helmet can keep a boy’s face clean for a while, but the protection is far from per- 
manent. A new Barden development, however—Flexeal—positively seals precision bearings against 
dirt while retaining needed lubricant, thus greatly increasing the reliability of high-speed motors, 
generators, computer memory drums and other equipment. 


SEALED PRECISION BEARINGS 


Barden’s new Flexeal meets the demand for a 
low-friction seal that can stand up at high speeds in 
contaminated environments. Flexeal bearings are 
precision bearings with a seal of fiber-aluminum 
laminate that fits smoothly against a ground surface 
on the inner ring. The design effectively seals in 
lubricant, seals out contaminants and prevents 
airflow through the bearing. Friction is negligible 
and the bearing may be run up to the life 

limit imposed by the lubricant. 


Sectional views of Flexeal precision TEST RESULTS 

bearing show how fiber-aluminum lam- Barden Flexeal bearings have been. operated 

inate seals against ground surface of up to 3,000 hours at 80,000 rpm in portable 

inner ring to effectively block out dirt grinders. Flexeal stands up under lineal speeds 
pace ee hams of 6,000 feet per minute, as against 2,000 to 3,000 fpm 
limits of most other rubbing seals. Operating 
temperatures range up to 300°F. 


AVAILABLE NOW 


Flexeal bearings are now available in ten unflanged 
and four flanged sizes from .3125” to 1.8504” O.D. 


For further data, ask for Flexeal Data Sheet F-1. 














Barden is a major producer of precision ball bearings for instruments, weapon systems, computers and other high quality equipment. 


for reliability... specify 


BARDEN fea PRECISION BALL BEARINGS 


THE BARDEN CORPORATION, 290 Park Ave., Danbury, Conn. Ploneer 3-9201 
Western Office: 3850 Wilshire Bivd.. Los Angeles S, Calif. OUnkirk 55-0034 
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edge and experience of those who 
have similar problems and aspira- 
tions. 

“Membership is a privilege and 
an investment in an organization 
owned and operated by and for 
purchasing agents.” 

The Old Dominion  booklei 
points up some of the fruits of 
membership, such as university 
sponsored courses, research in 
better purchasing methods, friend- 
ships which form a reservoir of 
experience to draw upon, busi- 
ness reports, and informative 
meeting programs. 

The booklet further explains 
the organization of the local and 
national offices. It shows how they 
complement each other to provide 
services which might not be pos- 
sible otherwise. 

Eligibility requirements for 
N.A.P.A. membership, spelled out 
in the new publication, exclude 
“any person engaged in selling or 


the solicitation of orders, and 


confines membership to those 
having a common interest in the 
economic and professional prob- 
lems of purchasing for business 
organizations.” 

Membership chairmen of local 
associations who wish a copy of 
this booklet can get one from 
Mr. Nunnally at the Finance 
Building, Richmond 9, Virginia. 

P.A.’s who are not members 
and wish further information 
about N.A.P.A. can get it from 
Mr. Ahl, at 11 Park Place, New 
York, N. be 


Research Psychologist 
Speaks in Chicago 

“Ideas Make Purchasing Agents 
Great” was the topic of the fea- 
tured speaker at the recent meet- 
ing of the Purchasing Agents As- 
sociation of Chicago. 

Dr. G. Herbert True, vice pres- 
ident of Visual Research, Inc., 
brought the message of creativity 
and idea development to the 
group. Dr. True is a research psy- 
chologist and consultant to the 


American Management Associa- 
tion, U. S. Army Management 
School and the Society for the 


Advancement of Management. 


Chemical Buyers to Meet 
In St. Louis in October 


The Chemical Buyers Group of 
the National Association of Pur- 
chasing Agents will hold a two- 
day conference at the Chase Hotel 
in St. Louis, Missouri, on October 
10 and 11. 

Some of the outstanding speak- 
ers scheduled for the conference 
include Dewey Mark of the 
Tenneco Co., Dwight Brooks 
of Burroughs Corp., and John G. 
Moore of Mallinckrodt Chemical 
Works. 

Mr. Mark will speak on the 
effects of the growth of petro- 
chemicals. Mr. Brooks’ topic is 
“Purchasing Negotiations” and 
Mr. Moore will give a presenta- 
tion on “Better Methods.” 

H. L. Pugh, Monsanto Chemica! 
Co., is general chairman of the 
conference. 





Buying LAMINATED PLASTICS...as sheet, 


TAYLOR FIBRE CO. BELONGS 
AS AN APPROVED SUPPLIER 


Taylor has the products: .. offers more 
than 50 grades of industrial laminated 
plastics . . . including paper, cotton cloth, 
nylon, asbestos, glass cloth, or other base 
material impregnated with phenolic, mel- 
amine, silicone or epoxy resins and formed 
into sheets, rods and tubes under heat 
and pressure. Also a number of composite 
materials, including copper-clad laminated 
plastics, vulcanized fibre and laminated 
plastics, rubber and laminated plastics, 
asbestos and laminated plastics, and alu- 
minum and laminated plastics. 


Use this Taylor Selection Guide to make 


selections of 


the Taylor laminated 


plastics that will fit your requirements. 
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Procurement Conference 
Scheduled for Dayton 


This year’s procurement con- 
ference co-sponsored by the Day- 
ton Association of Purchasing 
Agents and the University of Day- 
ton will see the “status quo” of 
the conferees’ purchasing depart- 
ments challenged. 

Now in its fifth year, the con- 
ference is scheduled for October 
13 and 14 at Patterson Memorial 
Center in Dayton, Ohio. Seven 
presentations have been planned 
to provide a guideline for partic- 
ipants in undertaking an audit 
of their own departments. 

“Cost Reduction Begins with 
Procurement” has been the theme 
of past conferences. Going for- 
ward from this point, this year’s 
program will cover the effective- 
ness of purchasing personnel, or- 
ganization, 
dures. 

“It is all too easy for an organ- 
ization to get into a rut,” says 
Ted Thompson, General Motors 
Corp., sixth district chairman of 
the N.A.P.A. professional develop- 


policies, and proce- 


ment committee. “Failure to take 
the time to step aside from routine 
operations to critically re-examine 
all phases of the procurement cy- 
cle leads to stagnation.” 

Dr. Howard T. Lewis, professor 
emeritus of Harvard’s Graduate 
School of Business Administra- 
tion, will be the leadoff speaker. 
Dr. Lewis is widely known as a 
lecturer, author, and consultant in 
England and Europe, as well as 
throughout the United States. 


Lewis Kicks Off Meeting 


Dr. Lewis will open the confer- 
ence with the topic “The Human 
Side of Procurement,” stressing 
the importance of strengthening 
internal, inter-departmental rela- 
tions. He will call attention to the 
fact that all too often we proceed 
on the assumption that organiza- 
tion, policies, and procedures are 
the sole avenues to improvement 
—forgetful of the fact that it is 
through and with people that we 
get results. 

Ted Thompson, former N.A.P.A. 
vice president, will give a presen- 
tation emphasizing the purchasing 


agents’ influence on the public 
image of his company. “Public 
Relations Begins with Procure- 
ment” will stress external rela- 
tions. 

George Lebert’s Standard Reg- 
ister Company staff will have 
some profitable suggestions for 
those who answer “yes” to the 
question “Is Paperwork a Prob- 
lem in your Department?.” 

An addition to this year’s pro- 
gram is Brigadier General Her- 
bert D. Vogel (USA-Ret.), who 
will deliver the luncheon address 
on “Competition and Adminis- 
tered Prices.” General Vogel has 
been chairman of the board of the 
Tennessee Valley Authority since 
1954. 

A group case approach, based 
on “Notes on Policy Manuals” and 
directed by Dr. Lewis, will pro- 
vide an excellent opportunity for 
group participation in a critical 
evaluation of specific procurement 
policies. 

Representatives from the Air 
Force organization responsible for 
continuous purchasing survey op- 

(Please turn to page 140) 





rod, tube or fabricated parts? 


Taylor has the facilities. Its Norristown, 
Pa., plant, comprising some 300,000 sq. 
ft., produces both laminated plastics and 
vulcanized fibre . . . is one of the most 
completely integrated in the industry . . . 
even makes its own paper and a large per- 
centage of its own resins. The La Verne, 
Calif., plant, with over 45,000 sq. ft. of 
floor space, specializes in the manufacture 
of laminated plastics for the convenience 
of West Coast customers. And both 
plants can fabricate parts from any Taylor 
materials to specifications, economically. 

Taylor laminates offer many advantages 
over metals. They have a higher strength- 
to-weight ratio, are corrosion resistant, 
and can be fabricated more easily. This 
Taylor Selection Guide will help you 
evaluate the different grades available. 
Write for your copy today. Taylor Fibre 
Co., Norristown 36, Pa. 


LAMINATED PLASTICS 
SEPTEMBER 25, 1961 


Or 


VULCANIZEQ FIBRE 


For applications requiring high ¥ 
strength retention at elevated 
temperatures, Taylor Grade 
GEC—an epoxy resin, glass 
fabric base material. 


(ror high-temperature electrical 
applications and high-frequen- 
cy radio equipment, Taylor 
Grade GSC—a silicone resin, 
glass fabric base material. 
Has high heat resistance, ex- 
cellent electrical properties, 
and high arc resistance. Will 
not support combustion. 
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What do washroom towels 
cost Your company? 


Combining high-quality towels and 
controlled dispensing, Turn-Towls 
cut costs wherever they’re in 
service. Here are typical savings: 

For a North Carolina manufacturer, 
annual towel costs dropped from 
$480.00 to $196.00 after Turn-Towls 
were put to work. 

A New Jersey firm reduced per em- 
ployee towel costs from $2.52 to $1.94 





by switching to Turn-Towls. 


Controlled Turn-Towl service pro- 
vides still more savings through easier 
dispenser maintenance. The exclusive 
new polished aluminum cabinet won’t 
rust, chip, wear out. (Leased free for 
use with Mosinee Turn-Towls.) 


For free Turn-Towl Test Kit, consumer 
reports on how other companies save 
with Turn-Towls, write Dept. 1100. 


Turn-Towls serve 
hundreds of firms for 
less than $3.00 
per employee per year 


ANAS 


Sublbolvoke Tousle 


BAY WEST PAPER CO. 


GREEN BAY ® WISCONSIN 
Subsidiary of Mosinee Paper Mills Co. 
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You Get MORE with 





YOUR PRODUCTS are easier to produce... 


QUALITY... 


Top performance and life. 


APPEARANCE... 
Compliments your product. 


DESIGN SERVICE... 


Solves toughest problems. 


COOPERATION... 


Even on small-lot orders. 


easier to sell... witha 


Doerr motor as original equipment. 
Got a —— Doerr’s experience with thousands of 


“specials” yy quick, economical answers. 


background 


Our broad 


elps develop practical new designs to fit all 


of your requirements at lowest cost. 


Also, Doerr quality construction assures full performance 


— product .. 
to appearance. 


. while compact, modern Doerr styling 


Fractional and Integral Horsepower Motors 





WRITE FOR 14-PAGE CATALOG 
And motor “idea book.” Get your copy of the 


DOERR Condensed Catalog. 


-. packed with useful 


data for designing, selecting and specifying. Please 


write on your company letterhead. 


DOERR ELECTRIC CORP. 


90 N. FOURTH AVENUE 


CEDARBURG, WISCONSIN 
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Association News 


(Continued from page 139) 





erations will present a discussion 
emphasizing differences in struc- 
ture, policy, and procedures they 
encounter. The effect of these dif- 
ferences on purchasing effective- 
ness will provide an excellent 
guideline against which regis- 
trants can evaluate their own op- 
erations. 

During the final morning ses- 
sion, Dr. Lewis will serve in the 
role of devil’s advocate in a mock 
negotiations session. “How skill- 
ful Are You in Negotiating?” will 
provide a realistic demonstration 
of techniques in this important 
aspect of purchasing. 

P.A.’s interested in further in- 
formation on the conference 
should write to John B. Stein- 
bruegge, University of Dayton, 
Dayton 9, Ohio. 


Grand Rapids Appoints 
Committee Chairmen 


John VanderVeen, Sackner 
Products Inc., president of the 
Grand Rapids Association of Pur- 
chasing Agents, has appointed va- 
rious committee chairmen for the 
1961-62 season. 

Committee appointments _in- 
clude: Claude Kuizenga, member- 
ship; Royce W. Clay, professional 
development; Ward Heath, pro- 
gram; Stanford M. Brown, pub- 
lic relations; Robert L. Wilson, 
standardization and value analy- 
sis; Kenneth M. Van Hulen, dis- 
tributor buyers; and Ralph E. 
Scheifley and Otis E. Werts, bus- 
iness survey. 


PURCHASING 


LE 


“Hello! Mitsibushe Sai? Yangtese 
Yokohama Export Co.?—This is Joe 
Smith, 


PURCHASING 
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Widest Range from Any Distributor Source. 
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much sheet and plate; wire, rod and bar; 


tube and-pipe; and extruded shapes in as 
many sizes, alloys and finishes. Nobody else 


can respond as quickly to your call for metal 
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ALCOA ALUMINUM 
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ALABAMA 
Birmingham 5 
Hinkle Supply neem. Inc 
(Fairfax 2-4541) 
TheJ. M. Tull Metal & Supply Co., Inc 
(Fairfax 3-1612) 
ARIZONA 
Phoenix 
Ducommun Metals & Supply Co 
(Bridge 5-4471) 
Pacific Metals Company, Ltd 
(Alpine 8-7821) 
CALIFORNIA 
Berkeley 10 
Ducommun Metals & Supply Co. 
(Thornwa!! 1-1820) 
Los Angeles 59 
Benjamin Metals Company 
(Rod & Bar) (Nevada 6-0611) 
Les Angeles 54 
Ducommun Metals & Supply Co. 
(Ludlow 8-0161) 
Los Angeles 22 
Pacific Meta!s Company, Ltd 
(Raymond 3-5431) 
Los Angeles 22 
Tubesales (Tube & Pipe) 
(Raymond 3-7781) 
San Diego 
Ducommun Metals & Supply Co 
(Gridley 7-3141) 
San Diego 1 
Pacific Metals Company, Ltd 
(Belmont 4-3253) 
San Francisco 7 
Pacific Metals Company, Ltd 
(Underhill 3-5600) 
COLORADO 
Denver 16 
Marsh Steel & Aluminum Co. 
(Keystone 4-1241) 
Denver 16 
Meta! Goods Corporation 
(Dudley 8-4141) 
CONNECTICUT 

itford 
Edgcomb Steel of New England, 
(Trinity 4-1631) 
Windsor 
Whitehead Metals, Inc 
(Murdock 8-4921) 
FLORIDA 
Jacksonville 5 
TheJ. M. Tull Metal & Supply Co., 
(Evergreen 7-5561) 
Miami 
TheJ. M. Tull Metal & Supply Co 
(Oxford 6-0150) 
Tampa 10 
ThelM ™. Tull Metal & Supply Co 
epenes 
Atlanta 2 
TheJ. M. Tull Metal & Supply Co., 
Qackson 5-3871) 
HAWAII 
Honolulu 14 
Aluminum Products Hawaii, Ltd 
(94-861) 
IDAHO 


Boise 

Pacific Metal Company (3-6468) 
ILLINOIS 

Chicago 80 

Central Steel and Wire Company 
(Republic 7-3000) 

Chicago 80 

The Corey Steel Company 
(Bishop 2-3000) 

Chicago 23 

Steel Sales Corporation 

(Bishop 7-7700) 

INDIANA 

Indianapolis 18 

Steel Sales Co. of Indiana, Inc 
(Liberty 6-1535) 

KANSAS 

Wichita 

Marsh Steel & Aluminum Co 
(Whitehall 2-3231) 

KENTUCKY 

Louisville 3 

Williams and Company, Incorporated 
Cuniper 3-7781) 


LOUISIANA 

New Orleans 12 

Metal Goods Corporation 
QWackson 2-7373) 


MARYLAND 
Baltimore 7 
Whitehead Metals, Inc 
(Windsor 4-2000) 


MASSACHUSETTS 

Boston 19 

Eastern Meta! Mill Products Co 
(Highlands 2-5900) 
Cambridge 39 

Whitehead Metals, Inc 
(Trowbridge 6-4680) 


MICHIGAN 

Detroit 12 

Centrai Steel and Wire Company 
(Twinbrook 2-3200) 

Detroit (Hazel Park) 

Meier Brass & Aluminum Co 
Gordan 6-3902) 

Detroit 10 

Steel Sales Co. of Michigan 
(Tyler 6-3000) 


MINNESOTA 

Minneapolis 13 

Steel Sales Co. of Minnesota 
(Sterling 1-4893) 


MISSOURI! 

North Kansas City 16 
Marsh Steel & Aluminum Co 
(Grand 1-3505) 

North Kansas City 16 

Metal Goods Corporation 
(Grand 1-3516) 

St. Louis 14 

Metal Goods Corporation 
(Harrison 7-1234) 

St. Louis 10 

Steel Saies Co. of Missouri, In 
(Prospect 1-5255) 


NEW HAMPSHIRE 
Nashua 


Edgcomb Steel of New England, Inc 


(Tuxedo 3-7731) 


NEW JERSEY 

Elizabeth 

Adam Metal Supply of New Jersey 
(Flanders 1-2550) 

Englewood 

Tubesales (Tube & Pipe) 

(Lowell 7-4400) 

Harrison 

Whitehead Metals, Inc 

(Humbolt 5-5900) 

Hillside 5 

Miller Steel and Aluminum 
Division of Robert Campbell Co., In 
(Waverly 6-6000) 


NEW YORK 

Albany 1 

Eastern Metals Warehouse, Inc 
(IV 9-3281) 

Buffalo 17 
Brace-Mueller-Huntley, In 
(TR 27-8700) 

Buffalo 7 

Whitehead Metals, Inc 

(TR 6-3100) 

New York (Long Island City 1) 
Adam Metal Supply 

(Stilwell! 6-7737) 

New York (Brooklyn) 

Strahs Aluminum Company, Inc 
(Browning 2-7000) 

New York 14 

Whitehead Metals, Inc 
(Watkins 4-1500) 

Rochester 5 

Adam Metal Supply of Rochester 
(Locust 2-4260) 

Rochester 1 
Brace-Mueller-Huntley, In 
(Congress 6-6560) 

Rochester 10 

Whitehead Metals, Inc 

(Butler 8-2141) 

Syracuse 1 
Brace-Mueller-Huntley, Inc 
(Howard 3-3341) 

Syracuse 1 

Whitehead Metals, Inc 
(Howard 3-6241) 


NORTH CAROLINA 
Charlotte 6 
Edgcomb Steel Company 
(Franklin 5-3361) 
Greensboro 
Edgcomb Steel Company 
(Broadway 5-8421) 
OHIO 
Cincinnati 14 
Central Steel and Wire Company 
(Avon 1-2230) 
Cincinnati 37 
Williams and Company, Incorporated 
(Valley 1-5555) 
Cleveland 28 
A. M. Castle & Co 
(Axminster 2-7600) 
Cleveland 14 
Williams and Company, Incorporated 
(Utah 1-5000) 
Columbus 12 
Williams and Company, Incorporated 
(Axminster 4-1623) 
hs 12 
illiams and Company, Incorporated 
Gre od 5-8861) 
OKLAHOMA 
Tulsa 13 
Metal Goods peeeenien 
(Temple 6-2561 
OREGON 
Portland 9 
Pacific Metal Company 
(Capitol 7-0693) 
PENNSYLVANIA 
Philadelphia 34 
Edgcomb Steel Company 
(Garfield 3-6300) 
Philadelphia 33 
Metal Supply Company 
(Center 6-0220) 
Philadelphia 0 
Whitehead Metals, Inc 
(Baldwin 9-2323) 
Pittsburgh 33 
Williams and Company, Incorporated 
(Cedar 1-8600) 
York 
Edgcomb Steel Company (47-1931) 
RHODE ISLAND 
Slatersville 
Edgcomb Steel of New England, Inc 
(Poplar 7-0900) 
SOUTH CAROLINA 
Greenville 
TheJ. M. Tull Metal & Supply Co., Inc 
(Cedar 3-8366) 
TENNESSEE 
Memphis 6 
Metal Goods Corporation 
(Whitehall 8-3407) 
TEXAS 
Dallas 
McCormick Steel Company 
(CH ] 310 4) 
Dallas 35 
Meta! Goods Corporation 
(Fleetwood 1-3271) 
Houston 1 
McCormick Stee! Company 
(OR 2-6671) 
Houston 1 
Metal Goods Corporation 
(Riverside 7-1110) 
UTAH 
Sait Lake City 1 
Pacific Metals Company, Ltd 
(Davis 8-2222) 
WASHINGTON 
Seattle 8 
Ducommun Metals & Supply Co 
(Parkway 5 1500) 
Seattle 4 
Pacific Metal Company (Main 2-6925) 
Spokane 4 
Pacific Metal Company 
(Keystone 5-3681) 
WISCONSIN 
Milwaukee 1 
Central Steel and Wire Company 
(Humboldt 1-5000) 
Milwaukee 9 
Steel Sa les Co. of Wisconsin 
(Hi 0) 


give himacall.. 


Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative—The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He’s your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
. soon. Aluminum 
Company of America, 846-WAlcoa 
Building, Pittsburgh 19, Pa. 


Warcoa ALUMINUM 





Call The Aluminum Man... 
he's your Alcoa distributor 


sales representative 





A DISTRIBUTED NATIONALLY 


It’s the wise bird who turns to Magnetic 
Metals for hurry-up service on magnetic 
cores and transformer laminations. Mag- 
netic Metals keeps on hand an enormous 
stock of lamination dies, always ready to 
stamp out the laminations you need, with- 
out the delay or added expense of tooling 
up. And Magnetic Metals stock of mag- 
netic alloys—largest commercial stock in 
the world—makes immediately available 
to you the widest choice of magnetic 
characteristics. 


At both our East and West Coast 
plants, Centricores® and Powdered Perm- 
alloy Filtoroid® cores are stocked in all 
standard permeabilities and sizes for im- 
mediate shipment, and specials can be 
made to your specifications on short notice. 

In addition to ultra-fast delivery, you 
get expert engineering guidance on the 
use of magnetic materials and—most im- 
portant—the consistent uniformity of 
performance that sets Magnetic Metals 
cores and laminations apart. 

Why not get in touch with Magnetic 
Metals today? 


Hayes Avenue at 21st Street, Camden 1, N.J. 
853 Production Place, Newport Beach, California 
=} _ transformer laminations « motor laminations « tape-wound cores 


a powdered molybdenum permalloy cores « electromagnetic shields 
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strength that 
creates new 
tooling concepts 


refi 


PLASTIC TOOLING MATERIALS 


Not all tooling requires the inherent strength 

of REN epoxy resins. Often these rugged plastics 
save in construction time, in man-hours and in 
adaptability, (for easier, faster design changes). 
Rugged strength is there, too! It allows 

you to think more creatively than ever before — 
it encourages design requiring high compressive 
strength, even to medium production runs. 

When you think of plastics — think of REN for 
the finest in epoxy resin compounds. 


Send for your free subscription to REN’s 
bi-monthly publication, Tech-Ni-Tips/Tooling Digest. 


COMPLEX PLASTIC DIE DRAWS 18,000 PARTS 


Par re PE ‘ An epoxy-faced die 
~— s E used in drawing 


floor puns at Checker 
Motors Corporation, 
Kalamazoo, Mich. As 
many as 18,000 parts 
have been drawn using 
a die of this type. 

— ~~. 


n 


Floor pan drawn by epoxy 
faced die (above). Checker 


has drawn up to 10 major 


body panels using epox\ Le 
dies - 


OFFICES AND WAREHOUSES IN PRINCIPAL CITIES. 
Dept. 60-5 


ia=3e@ plastics, inc. 


lansing 9, michigan 
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industry 





A new department devoted to 
the manufacture and marketing of 
special rubber and plastics fin- 
ishing machines and equipment 
has been set up by Pangborn 
Corp., Hagerstown, Md. Pangborn 
is best known for its work in the 
blast cleaning and vibratory fin- 
ishing fields. 


Sylvania Electric Products Inc. 
has formed a new organization 
which will be responsible for the 
sales, service and leasing of 
specialized industrial electronic 
equipment. The new organization, 
named Sylvania Commercial Elec- 
tronics, will concentrate its efforts 
on direct-wire television systems, 
industrial security systems and 
other specialized electronic prod- 
ucts requiring distribution chan- 
nels that are different from those 
used in home electronic products. 


Purchase of a mid-western con- 
tainer company and plans for con- 
struction of a new container plant 
in northern California have been 
announced by the Georgia-Pacific 
Paper Company, Portland, Ore. 
White Containers, Inc. of Monti- 
cello, Iowa, has been acquired for 
an undisclosed sum and will be- 
come a part of the Georgia-Pacific 
Paper Company container group, 
operating under the G-P name. 
In addition, G-P will build a new 
corrugated container plant, in 
northern California at a site yet 
to be selected. Plans call for a 
78,000 square-foot structure with 
an ultimate capacity of 45 mil- 
lion square feet a month on a 
three-shift basis. 


The establishment of a new 
district office at Louisiana, Mo., 
to handle sales and service of its 
agricultural products was an- 
nounced by Hercules Powder 
Company’s Agricultural Chem- 
icals Division. The new office will 
service a fourteen-state area with 
agricultural chemicals, including 
pesticides and plant foods. 

Creation of the new sales ter- 
ritory is designed to provide more 
effective sales service in the agri- 
culturally important midwest. 


PURCHASING 








More parts in more new cars fend off corrosion . . 


In the average compact car, for instance, Detroit now uses 
over 100 pounds of corrosion-resistant galvanized steel sheets. 
The results are numerous and notable: Car owners are getting 
greater durability and a sharp drop in maintenance costs and 
headaches. Manufacturers are getting the cost reductions 
inherent in galvanized steel’s simplified fabricating proce- 
dures. Head and tail lamp housings, for instance, formerly 
required five or six steps when zine plated or painted after 
stamping. Now they are moved direct from press to assembly 
line with their tight zinc coatings completely undamaged by 


MIDWEST STEEL 


Portage, Indiana 


Divisions of 


GUARDED BY GALVANIZED STEEL 


In 1960 the Motor City consumed a massive 218,964 net tons 
of galvanized steel sheets to fight car corrosion. That’s 38% 
more than was used in 1959 and over 700% more than in 1954. 


fabrication. The same economies apply to side members, 
rocker panels, front and rear rails and cross members. 


WEIRKOTE,® IN PARTICULAR! Widely used Weirkote 
is a natural for automotive applications, and the auto indus- 
try has been quick to put it to extensive use. To the inherent 
strength, economy and versatility of steel, Weirkote adds 
enduring zine protection that can be worked to the very 
limits of the steel base without chipping or peeling. This 
superior product is the end result of years of experience and 
technical research devoted to coating steel sheets with zinc. 
Weirkote is manufactured by two National Steel divisions, 
Weirton Steel and Midwest Steel. Write Weirton Steel Com- 
pany, Weirton, West Virginia, for further details. 


a 


WEIRTON STEEL 
Weirton, West Virginia 


\ conan’ J 


NATIONAL STEEL CORPORATION ® 
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Humidifier housing 


Custom molded 
by CMPC 


APPLICATION: Rust, corrosion and tem- 
perature resistant housing for automatic 
residential humidifier. Phenolic molded 
by CMPC, 

ADVANTAGES: While developing the con- 
cept of a superior new high-capacit 
humidifier—the Aprilaire®—Researc 
Products Corporation engineers con- 
sulted CMPC. The result is this com- 
pact, lifetime unit with motor housing, 
drain pan and distributing pan molded 
as integral parts of the main housing. 
In addition to providing the durability 
needed, this CMPC-molded housing 
helps give the unit quieter operation . 
permits greater accessibility for i inspec- 
tion... and affords the Aprilaire a neat- 
er, trimmer appearance. Specify CMPC 
«Custom molders for over 40 years. 


CMP CHICAGO MOLDED 


PRODUCTS CORPORATION 
1020-J) N. KOLMAR AVE. 





CHICAGO 51, ILLINOIS 


industry 





Mitronics, Inc., recently moved 
into a new building of approxi- 
mately 30,000 square feet located 
on Floral Avenue in Murray Hill, 
N...d. 

The company specializes in the 
manufacture of microminature 
metallized ceramic substrates, 
housings, ceramic sub-compo- 
nents, ceramic to metal seals and 
assemblies. These products are 
used for hermetically sealing di- 
odes, transistors, resistors, trans- 
formers and capacitors. 


Monsanto Chemical Company’s 
Inorganic Chemicals Division will 
begin construction early next 
year of a plant at Augusta, Ga., 
to produce raw materials for the 
detergent, fertilizer and metal 
treating industries. 

The plant, which is scheduled 
to go on stream early in 1963, will 
be located on a site of approxi- 
mately 100 acres five miles south 
of Augusta’s city limits. 

Initially, the plant will produce 


phosphoric acid and sodium tri- 
polyphosphate. Sodium tripoly- 
phosphate is one of the main 
building blocks used in manufac- 
turing household and industrial 
detergents. 

Location of the plant at Augusta 
will enable the company to ex- 
pand its marketing services to the 
Southeast’s fast growing detergent 
and metal industries. Manufac- 
turing units for additional prod- 
ucts will be constructed at the 
location as market demands make 
such units desirable. 


A new technological organiza- 
tion, Trans-Plastics Corporation, 
6700 Morgan Avenue, Cleveland 
27, Ohio, has been formed to pro- 
vide process industries with de- 
sign, development and _ fabrica- 
tion of corrosion-resistant sys- 
tems and components made of 
such materials as Polyvinyl 
Chloride, (PVC), Polyethylene, 
and Acrylonitrile Butadiene Sty- 
rene (ABS). The company also 
introduces a new line of pipe, 
pipe fittings, sheet and tube made 
of these materials. 





Need a fast solution 
to a fastener problem? 


YOU GET INDIVIDUALIZED SERVICE 

FROM THOMPSON-BREMER 

We are one of the few fully integrated manufac- 
turers of Sems, lock washers, thread-cutting 
screws, terminals and cold-headed specialties. 
Since our engineering services and components 
manufacturing are together under one roof, we 
are particularly well able to give you fast, in- 
dividualized service at competitive prices. We'll 
bid on your specials requirements, or fill orders 
for standard items on short notice from the 
extensive line of EVERLOCK products stocked 
by your local distributor. Send for catalog and 
samples or call your EVERLOCK representative. 


- ¢ 
* Street 


(mi Gverlock 


INDUSTRIAL FASTENERS 


: Nome ____ 


Thompson-Bremer & Co. 
Division of 

American Machine 

& Foundry Company 


* Thompson-Bremer & Co. 
+ Dept. 6114 

+ 228 
* Chicago 1, Ill. 

- Please send me_____ 
: logs and_____sample sets of EVERLOCK indus- . 
: trial fasteners and cold-headed specialties. 


N. LaSalle St., 


EVERLOCK ‘astener cata- * 


re 





Sey 





P y 
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Look to 


FAFNIR 


for leadership in 
ball bearings 


Where 
speed is 
your problem... 


Today’s high speeds put the spotlight on bearings. For when bear- 
ings fail, costs rise . . . and profits drop. Machine tool builders 
know this. That’s why they specify Fafnir Ball Bearings for 
high speed applications — 100,000 rpm and up. So, when you’re 
up against speed ... or any bearing problem... look to Fafnir 
for the diversity, the capacity, and the research to find your 
answer. The Fafnir Bearing Company, New Britain, Connecticut. 


E/N EINIIR, 


BALL BEARINGS 





Look to 
FAFNIR 


for leadership in 
ball bearings 


Where heat is your problem... 


Some bearings “freeze” under prolonged high heat. When they 
do, performance drops off .. . costs rise . . . and the heat’s 
on you! The answer? Fafnir Ball Bearings engineered for high 
temperature service. For instance, in the X-15 manned rocket, 
they’re used by the hundreds at critical points. So, when you’re 
up against heat... or any bearing problem .. . look to Fafnir 
for the diversity, the capacity, the research to find your answer. 
The Fafnir Bearing Company, New Britain, Connecticut. 





**MADE IN 
- S. A."’ 


uv. Ss 

This stamp on 

a Fafnir Ball 

Bearing means 

finest quality and 
workmanship depend 
able supply . . . competent 
engineering help and 


your bearing needs It’ 
worth bearing in mind 














TWICE as efficient 
MORE | economical 
LESS maintenance 


{ 
Nat 


MARATHON( TWIN j|TISSUE SERVICE 


The Marathon Twin-Tissue Dispenser cuts washroom maintenance costs. 
The unique sliding-door feature means that a new roll is always handy— 
but not until the first roll is completely used. This reduces waste. No 
spare tissue is needed in the washroom. The Twin-Tissue Dispenser is 
theft-proof and simple to clean and maintain. 


MARATHON QUALITY TISSUE 


* Fully bleached 

* Linenized embossed 

« Extra soft 

* Fast rate of 
absorbency 


* Premium softness 

* Pure white 

* Sure-cut perforation 

¢ Strong 2-ply tissue 

* Instant absorbency 

« Completely disposable 





1 When last sheet is used, 2 Now ready for use 3 Refilling dispenser— 4 Reverse roller in hand 
slide door to left. open cabinet and and remove empty 


remove roller unit. core. 


5 Insert new roll of tissue 6 Close cabinet—tissue 
on roller and replace ready for use. 
in cabinet. 


For industrial towels + tissue. 


you cant beat MAFAtHON (AX) 


A Division of American Can Company MENASHA, WISCONSIN 
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“Whos best at 
meeting 


SPECS < 


for 
Short run. 
stampings? 


oT 
SHORT RUN STAMPINGS .2 PLANTS 
To Serve You Better 


Freddy Federal says: “Every stamping job you give us, big or 

small, tough or easy, gets Federal’s continuous step-by-step 

inspection. Highly skilled tool makers use exclusive Federal 

techniques to make dies for your stampings, with an accuracy 
equal or superior to ordinary methods, at cost savings up to 80%. Federal 
has the special equipment and experience needed to meet your particular 
stamping tolerance and design requirements. Added to this is the personal 
interest of Federal craftsmen who take great pride in having their work 
please you. Try us today by sending your part or print for a prompt air- 
mail quotation. If time is short, just ask for a reply by phone or wire. 
Let Federal stampings meet your specs!”’ 


Write for illustrated Catalog No. 301 with money-saving stamping design tips. 


FEDERAL TOOL & MFG. CO. FEDERAL SHORT RUN STAMPING, INC. FEDERAL STAMPING COMPANY 


3613 Alabama Avenve 913 Lyell Avenue 7313 Ai A 
Minneapolis 16, Minnesota Rochester 6, New York No. eed, Catternia 
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News 


AF Reclaims Property 
Worth $250 Million 


The Air Force reclaimed nearly 
a quarter of a billion dollars 
worth of material during fiscal 
1960. 

According to Major General 
Marvin L. MecNickle, director of 
supply for the Air Force Logistics 
Command, “This amounts to sav- 
ings for the taxpayer as it re- 
duces the cost of new procure- 
ment of the items involved. We 
constantly reclaim equipment and 
parts essential to our current 
needs, as part of our surplus prop- 
erty program.” 

In the same period, the Air 
Force disposed of surplus prop- 
erty that initially cost $3,584,- 
534,867. This is $772 million more 
than the preceding fiscal year. 

Revenue received from the sur- 
plus sales amounted to $23,785,- 
852, or 5.9% of the original cost. 
In addition, the Air Force sold 
339,147 tons of scrap and waste 
material—which brought an ad- 
ditional $13,903,724. 


Military Holds 6-City 
Auction by Phone, TV 


The Department of Defense 
held its first nation-wide closed- 
circuit television auction of sur- 
plus property recently. 

Six auction sites scattered over 
the country were linked by tele- 
phone. Buyers in all six places 
bid on 435 items, ranging from 
combat boots to an oceangoing 
tugboat. 

The auction brought in $2,079,- 
052.44—about 16% of the original 
value of $13.5 million. Top price 
was $100,000 for the tugboat 
owned by the Army. 

Cities where the auction took 
place were New York, Atlanta, 
Columbus, Fort Worth, Denver, 
and Berkeley, Calif. The chief 
auctioneer was in Atlanta. 

A color slide of each item was 
shown on a screen simultaneously 
in all six cities. When bids were 
reported by telephone to Atlanta, 
a loudspeaker system permitted 
the bidders to hear all bids from 
all sites. 
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When the problem 


is temperature, 
specify 
ANACONDA 
stainless 
steel hose 


Anaconda’s flexible stainless steel hose is being 
specified more and more for rugged assignments, 
and is living up to its reputation for depend- 
ability. It is being used to convey steam, hot 
water, fuels, cryogenic fluids, air, gas, liquids, 
corrosives, chemicals... in installations where 
temperatures may vary from —300°F to 1000°F. 

The dependability of Anaconda Metal Hose 
can save you downtime and maintenance costs. 
Available in many standard assemblies—or cus- 
tom-designed assemblies by Anaconda engineers 
for your specific application. 

Whenever you have a connector problem, 
consult Anaconda Metal Hose. Hose in a wide 
variety of metals and materials to meet every 
requirement. For more information write... 
Anaconda Metal Hose, P.O. Box 791, Waterbury 
20, Connecticut. In Canada: Anaconda Ameri- 
can Brass Ltd., New Toronto, Ontario. — 


ANACONDA 


METAL HOSE 
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“We order all our 
recording charts 
from this 
one book!” 


You save money, cut down on 
paper work, and keep engineer- 
ing people happy when you buy 
recording charts from this new 
GC Stock List. More than 15,000 
circular, strip and rectangular 
charts are listed here, cross-in- 
dexed by instrument manufac- 
turer and type — most are avail- 
able for immediate shipment. 


You’ll save money—GC Record- 
ing Charts are more economical 
and you can order in large quan- 
tities, for periodic shipments. 
You’ll reduce paper work—you'll 
write fewer orders—and deal 
with only one chart representa- 
tive. Your engineering people will 
be happy—GC Recording Charts 
will give them the performance 
they demand. 


This 64-page stock list is fac- 
tual and it’s free. Let us send you 
a copy. Also, send us a chart 
number or two, we'll send you 
samples. Have yourengineers put 
these GC Recording Charts to 
every test in the book—we'll rest 
our case on the results. 


i 


DISTRIBUTED BY: 


TECHNICAL SALES 
CORPORATION 
189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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The appointment of Mr. David 
K. Elwell as director of purchases 
for Sylvania Electric Products 
Inc., New York, N. Y., was an- 
nounced recently. Sylvania is a 
subsidiary of General Telephone 
& Electronics Corporation. 

Mr. Elwell will be responsible 
for corporate purchasing policies 


David K. Elwell 


and the coordination of all pur- 
chasing activities in Sylvania’s 
various divisions. In addition, he 
will coordinate the company’s 
materials transportation activities, 
He succeeds Mr. Harry H. Martin 
who resigned recently. 

A native of Arlington, Mass., 
Mr. Elwell received a B.S. degree 
in business administration from 
New York University. 


Mr. George H. McCord, pur- 
chasing agent for Pennsalt Chem- 
icals’ Industrial Chemicals Divi- 
sion-West, has been promoted to 
the newly-created position of as- 
sistant general purchasing agent, 
it was recently announced by 
Mr. Allen E. Miller, general pur- 
chasing agent. He was transferred 
from Tacoma and will assume his 
new responsibilities at the com- 
pany’s executive headquarters in 
Philadelphia, Pa. 

Mr. McCord is well known to 
the chemical industry in the 
Tacoma and Portland areas where 
he has been purchasing agent 
for the Division since joining 
Pennsalt in 1955. 

He is a graduate of the Uni- 
versity of California, Los Angeles, 

(Please turn to page 156) 
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PQ offers the widest choice of 
silicates (over 70 products; 25 
dry forms). You get the right one 
to insure the most efficient per- 
formance in your process. 


Available coast to coast from 
plants located in Anderson, Ind.; 
Baltimore, Md.; Buffalo, N. Y.; 
Chester, Pa.; Jeffersonville, Ind.; 
Kansas City, Kansas; Rahway, 
N. J.; St. Louis, Mo.; Utica, II. 
and from associate companies, 
Philadelphia Quartz Company of 
Calif. plants located in Berkeley 
and Los Angeles, California; Ta- 
coma, Wash.; National Silicates, 
Ltd., with plants in Toronto and 
Valleyfield, Canada. 


All of this plus the benefit of a 
century’s experience in silicate 
manufacture and uses. 


When you need silicate informa- 
tion, test samples or prices, call 
PQ (telephone Philadelphia 
MArket 7-7200). 


PHILADELPHIA QUARTZ COMPANY 
1033 Public Ledger Bidg., Philadelphia 6, Pa. 
Trademarks Reg. U.S. Pat. Off. 


Gy PQ SOLUBLE SILICATES 


DISTRIBUTORS IN OVER 65 CITIES 
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Over thirty years’ alll 


research devoted 
exclusively to... 
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ALLOY STEEL PRODUCTS COMPANY 
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Boston « Wilmington « Atlanta « Birmingham + Baton Rouge + Buffalo + Pittsburgh « Chicago + St Louis + San Francisco ¢ Los Angeles « Seattle Sn 








HAND-E-ROLL 


Polyethylene Piastic 


LINERS IN CONTINUOUS ROLLS 


for fast, fast lining of 
¢ Drums « Cartons 


e Cans ° Pails 


Continuous GER-PAK® Hand- 
E-Roll Liners zip off as 
needed. Hand-E-Roll can 
easily be mounted on a 
holder above the work area. 


Hand-E-Roll Liners end waste 
motion! Mandril and liner 
are inserted into container 
and cuffed in one easy 
operation. 


¢ Seals out moisture. .chemically inert! 

¢ Up to 120 inches wide—no limit to length! 

¢ Available gusseted or non-gusseted! 

¢ Tie-off or peel-over construction! 

¢ Also available as individual liners! 

*Pressure tested heat seal . and easy-tear perforated edge, 
Write Dept. PM5 for samples 

the short way to say superior polyethylene sheeting 


GERING 
— So 


division of STUDEBAKER-PACKARD CORP. Kenilworth, N. J. 
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Lather «- Fragrance - Safety 


remium antiseptic liquid soap 


Blaser’ 


For washroom and shower 


Contains Hexachlorophene 


Clear, brilliant Balmaseptic rubs up quickly into 
- handfuls of fragrant lather. Cleanses energetically, 


yet does not irritate the skin—does not chap. 
Regular use keeps the hands surgically clean: the 


HEXachlorophene puts the HEX on bacteria. 
Balmaseptic dispenses neatly — stores perfectly: 
does riot turn cloudy or rancid, regardless of climate. , 
Exceeds forthcoming U,S.P. Specifications 

for Hexachlorophene liquid soap 


For free sanitary survey 
of your premises ask 
your Dolge service man 


WESTPORT, CONNECTICUT 
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PERRYGRAF— 
WORLD’S 
LARGEST 
PRODUCER 
OF 


Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 

Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 
We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 


PERRYGRAF © 
150-1 S. Barrington Ave., L. A. 49, Calif. 


slide-charts 1500-1 Madison St., Maywood, Ill. 
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Now, your local Gat 


Gates new Custom-Stock Service saves 
you money two important ways. 


4. It assures you of fast delivery of 
every size of replacement belt you need 
for your high speed machines—avoid- 
ing delivery delays that are costly in 


lost production from idle equipment. 


2. It gives you the money-saving bene- 
fits of using Gates Speed-Flex Belts— 
the belt made to outwear any other 
high speed belt. 


How Gates Custom-Stock Service works: 


e@ Your local Gates Distributor will call at 
your plant and quickly determine the belt 
size for each of your high speed machines. 


@ He will maintain a stock of every one of 
the belt sizes that you need. 


@ You keep only a few spares on hand for 


immediate replacement—and call him for 
fast delivery when you need additional belts. 


e@ Your production output benefits from the 
smooth-running efficiency and extra long 
service life provided by Gates Speed-Flex 
Belts. 


For all the details on this money-saving CUSTOM-STOCK service, contact your 


nearby Gates Distributor. 


The Gates Rubber Company, pDenver, Colorado 


es Distributor stocks 
belts for all your high speed machines 


.../mmediate delivery through Gates new Custom-Stock Service 


in ordinary woven and 
braided belts, a cutting 
action between cords can © 


OOO TOMA CPOE ME Pi 
ZBZZZZZA 
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OP oe La 


WORK OEKK 


Gates Speed-Flex con- 
struction has no wear of 
cord against cord—belts 
last up to 5 times longer. 


@ 
hiding the 


Suture on 50 years of progress 


Gates Speed-Flex Belts 
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SAFETY 


Purchasing People 
(Continued from page 152) 





with a B.S. degree in Business 
Administration. He is an active 
member of both the Washington 
Association of Purchasing Agents 
and the National Association of 
Purchasing Agents, serving as 


The appointment of Mr. Max 

arstrand as purchasing agent in 
the Dallas general offices of Con- 
tinental-Emsco Company has re- 
cently been announced. He will 
report to Mr. Carl Swanson, di- 
rector of purchases. 

Mr. Marstrand, who first joined 


Regional Chairman of the Pacific 
Area of the National Fuel Oil 
Committee. 


CAN 
WOULD 
YOU? 


— Mr. Robert E. Lane has been 
You are—if you're not buying Protectoseal appointed director of the newly 
Safety Cans. created office of purchasing, Na- 
Investigate—check these 7 Protectoseal tional Council of Churches, New 
Safety Features and compare point by a “ 
point with any other safety can. Judge for York, N. Y. The office of purchas- 
yourself and you'll see why Protectoseal ing has been added to the Coun- 
is your best and safest buy. cil’s general administration to 
coordinate the purchasing of its 
‘ | Flame Arrest 
; Mechanically Joined Fill Spout more than 70 pregroms. 
- Leakproof Spout Seal Mr. Lane studied at Yale and 
. Quick-Acting Dispensing Valve 2 : nee 
: Shock Guard Carrying Handle New York universities. He served 
in the U. S. Air Force two years, 
flying 24 combat missions with the 
16 | 8th Air Force. He is a member 
of the National Association of 
Purchasing Agents and of the 
Purchasing Agents Association of 
New York. 


. Leakproof Construction 
. Shock-Rim Bottom 


Write for 76 page Catalog of Protectoseal 
Equipment for the safe storage, handling, 
and use of fammables. 


Max Marstrand 


the company in 1936 comes to his 
new post from Oklahoma City 
where he has served as merchan- 
dise manager for the Oklahoma- 
Kansas division since 1958. 


eae PIECE oa & 


THE PROTECTOSEAL COMPANY 


venue @ Chicago 8, Illinois 
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PRESSURE PROBLEMS ? Pe 


ACTUAL 
SIZE 


So/ve them with Aeroquip 1508 Spira/ 
Wire Wrap Hose and Reusable Fittings 


5 3- mec 


eliminate 
assembly... 


3% 


REDESIGNING this pawl assembly to a one- 
piece stamping gave the customer exact dupli- 
cation plus lower cost. Formerly fabricated at 
$1.00 each, the first 100 stampings cost 57¢ 
each. The next 100 pieces will show a savings 
of 95%. 

Got a fabrication problem? Chances are it 
can be solved with short-run stampings using 
the D-R method of utilizing temporary tooling. 
Send your print and/or sample, plus quantity, 
for prompt quotation. No obligation. 


DAYTON ROGERS 
MNanupac lering Company 


SAVES A 


Handles up to 5000 PSI 
at temperature ranges from —40°F. to +200°F. 


Aeroquip 1508 Spiral Wire Wrap Hose solves pressure 
problems. Engineered construction with spiral wrapping 
meets increased pressure requirements in a broad range 
of hydraulic applications. Aeroquip Spiral Wire Wrap 
Hose and Reusable Fittings are particularly recom- 
mended for systems subject to high surge peaks. They 
provide long service life under the most severe operat- 
ing conditions. 

A fluid line specialist, your Aeroquip Distributor will give 
you a copy of Industrial Catalog No. 205 detailing the 
Aeroquip Spiral Wire Wrap Hose and Reusable Fittings 
best suited for your individual pressure problems. His 
telephone number is in the “Yellow Pages” under “Hose.” 


— ==y/\eroquip 


= CORPORATION «+ JACKSON, MICHIGAN 
Van Wert, Ohio + Western Division, Burbank, California 
Canada) Ltd., Toronto 19, Ontario 


A. and abroad 





Minneapolis 7 I, Minn. 
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WESTINGHOUSE 
BOOSTS STAINLESS PART 
PRODUCTION 31% WITH NEW 

FREE MACHINING UNILOY 





The Westinghouse Standard Control Division at Beaver, applications formerly calling for Type 303 stainless steel 
Pa., compared New free machining Uniloy 303MA* stain- at this plant. 

less steel with regular Type 303. The part—a close Cut your production costs! Order New Uniloy 303MA 
tolerance spring end support for circuit breakers and con- at your nearest Universal-Cyclops steel service center or 
trol equipment—was machined from 44-inch stock. Here sales office. Ask for your copy of the “Uniloy 303MA” 
are the production line results: brochure. 


AISI Type 303 New Uniloy 303MA 
Spindle Speed 890 1180 


erm |e UNIVERSAL 
No. Pieces per Hour 110 144 
Tool Life Form tool sharpened Form tool sharpened 4 E eo RPS 
3 times every 8 hours once every 6 hours 
New Uniloy 303MA also machined cleaner and smoother ee eee 
to produce higher quality parts. It is now specified in all ee 


*U.S. PATENT NO. 2,900,250 





STAINLESS STEELS / TOOL STEELS / HIGH TEMPERATURE AND REFRACTORY METALS 
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Qwerhunt joes patos mtor 


atemgs 


Domenie 
Lobrcatioe tntoreatea® 


How to Order 


The HORSBURGH 
4 


g SCOTT Company 


HORSBURGH & SCOTT 


SPEED REDUCER CATALOG 


To Simplify 
Selection 
of Speed 
Reducers 
for Industry 


pu\_'s| 


The HORSBURGH & SCOTT Co. 


5112 Hamilton Avenue ° 








New catalog features include: 


New Sizes e Improved Ratings e More Ratios 
e Latest AGMA Thermal Ratings e Simplified 
Selection ¢ Easy-to-use Overhung Load Rat- 


ings e Steel Housings. 


Write for Catalog HH-61—on your company 


letterhead, please. 

Let our engineering staff give you 
prompt assistance with your enclosed 
gearing requirements. 





Cleveland 14, Ohio 
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Mr. Frederick Wahlers has been 
appointed district manager of the 
newly organized New York Chem- 
ical District, McKesson & Rob- 
bins, Inc. The district office, lo- 
cated at 225 Park Avenue South, 
will supervise operations of the 
New York City and Stamford, 
Conn., chemical branches. 

Mr. Wahlers, formerly manager 
of the chemical branch in New 
York City, joined the Merchants 
Chemical Co., which merged with 
McKesson in 1958, in 1945 as a 
salesman. He was appointed their 
assistant sales manager in 1952, 
and in 1958 he became sales man- 
ager of the New York City Mer- 
chants Chemical Branch of Mc- 
Kesson. Mr. Wahlers holds his 
B.S. degree from St. John’s Col- 
lege and an M.S. degree from 
New York University. 


American Tag Company has ap- 
pointed Mr. Floyd C. Moore as 
sales manager for the metropoli- 
tan Chicago area. He will be head- 
quartered at the company’s Chi- 
cago plant. 

Before joining American Tag, 
Moore spent 3 years as sales man- 


Floyd C. Moore 
ager with the F & L Label Com- 


pany and 5 years as a sales repre- 
sentative for the Dennison Manu- 
facturing Comvany. He is an ac- 
tive member of the Sales-Market- 
ing Executives of Chicago, Inc., 
and is a sales counselor for the 
area’s Junior Achievement group. 
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REBOILER A REBOILER B 
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FRACTIONATING TOWER REBOILER COEFFICIENTS 


Wolverine Trufin Type S/T helps 
Sun Oil boost reboiler capacity 


How Wolverine Trufin Type S/T—the integrally finned 
heat exchanger tube—boosts both tube surface area and 
heat transfer capacity is graphically shown by a recent 
Trufin installation at Sun Oil’s Marcus Hook refinery. 

In this application—preparing reformer feed stocks— 
two reboilers, tubed with bare tubes on triangular pitch, 
were retubed on a square pitch with Trufin Type S/T low 
carbon steel tubes in U-bend form. 

Surface area in each unit jumped from 4400 to more 
than 9000 square feet. Following its retubing with 486 
Trufin U-bends in June, 1959, the calculated overall 
coefficient of heat transfer in Reboiler B rose from a level 
of 60 on the bare tubes to 290 on the Trufin tubes and 
then, with normal fouling, leveled off at approximately 
180—a threefold increase. 


In the case of Reboiler A, which was retubed in 
September, 1960, with similar Trufin Type S/T U-bends, 
the calculated heat transfer coefficient rose from approxi- 
mately 100 on the bare tubes to 180 on the Trufin tubes 
where it also leveled off. 


Operations such as this, where excessive fouling on the 
outside of the tubes is normally encountered can, in many 
cases, be given a substantial performance boost through 
the use of Wolverine Trufin Type S/T. Why not get the 
Trufin story before retubing? Just ask your Wolverine 
salesman—HE KNOWS. Write, too, for a copy of the 
[rufin Catalog. 


WOLVERINE TUBE 


DIVISION OF 


| J Calumet Hecla, Inc. 


DEPT. Q, 17250 SOUTHFIELD RD., ALLEN PARK, MICH 
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PREPARATION OF REFORMING CHARGE STOCKS § ‘3.cnn 
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Here’s a “DO-IT-YOURSELF” test designed exclu- 
sively for technical people engaged in heat transfer 
operations. By using the technical data on this page, 
you can quickly make a comparison test that will show 
you the actual savings you can achieve by retubing 
bare-tubed heat transfer units with Wolverine Trufin® 
Type S/T—the integrally finned heat exchanger tube. 








2° 
~N 


UN. FT. TRUFIN/FT. BARE TUBE 

















We're sure you'll be amazed when you see—for 

yourself— the savings Wolverine Trufin can bring your 

way. For more complete information write for a free 

copy of the Trufin Comparison Book, from which 

this data was taken or, ask your Wolverine Tube 
TUBES -STEEL34 00 x 14 BW | salesman—HE KNOWS! 


ADMIRALTY 3400 x 6 BwG. 1 7 SC 
70-30 CU-NI5%40DK 16 B 


rity : ADMIRALTY TRUFIN 


ttt For a given service the calculated bare tube cooler 
coerced | Vat 7 contains 3100 sq. ft. in a 39” ID shell. Tubes are #4” 
AZ OD x 16 BWG x 16’0” long admiralty on 1” square 
pitch. The shell side coefficient and fouling factor 
were 150 and 0.002 respectively. The tube side co- 
efficient and fouling factor for the water were 1000 
and 0.001. 
From Fig. 8, Cost=$16,400. 


Refer now to Fig. 4 


: 115.5 Btu/hr 
1/150 + 0.002 x sq. ft. x °F 


COST, DOLLARS PER EXCHANGER 


"CD Pitcu x 16'- 0" LONG 


— 15/16" A PITCH X 16'-O" LONG 4 











= _ _ 500 Btu/hr x 
marae ra exon, suse FEET 1/h, + = 1/1000 + 0.001 sq. ft. x F 
ot] Pa B sv BiB 73 


ERR ERELE From Fig. 4, 0.59 lin. ft. of Trufin are required per 
Se eT i foot of bare tube. There are 0.1963 sq. ft./lin. ft. of 
¥%4” OD bare tube. 
From Table 2, there are 0.496 sq. ft./lin. ft. of %4 
OD Admiralty Trufin. 
Trufin exchanger required=3100 x ae x 0.59 
Se 4610 sq. ft. ‘ 
From Fig. /0, nearest full shell 31” ID. 
Surface = 4690 sq. ft. 
Cost = $13,000. 


Saving = $16,400 — $13,000 = $3,400. 


ADMIRALTY — 


COST, DOLLARS PER EXCHANGER 


WOLVERINE TUBE 


DIVISION OF 
S/16"A PITCH X 16-0" LONG 


snipes | <@ Calumet-« Hecla, Inc. 


DEPT. Q@, 17250 SOUTHFIELD RD., ALLEN PARK, MICH 
° 
$2 & 8 88888 
ae €¢ 6 CK BAO 
SURFACE PER EXCHANGER, SQUARE FEET 

SHELL @ FOR 16-0" LONG TUSES—STER 
3 Busan we HT 
62 BUX BED HO 


——1" (2 PITCH x 16-0" LONG 
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TABLE Ii 


NOMINAL PLAIN SECTION FINNED SECTION OUTSIDE SURFACE on 

SIZE DIMENSIONS =| DIMENSIONS AREA AREA RATIO 1S. © 
SECTIONAL AREA 

CATALOG | Wall Root Wall Inside Sq. Ft. per : h 

w“. | o- Thk. | Dia. Thk. Dia. Linear Ft. eo/ci en 

3/4 60-195028 .750 .049 625 .028 .569 496 3.33 .254 

60-195035 049 | .035 555 3.41 .242 

60-195042 .058 .042 541 3.50 .230 


60-195049 065 | -049 -527 . 218 
60-195065 .083 -065 ‘ , 192 
60-195083 095 | 083 459 . -166 
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19 FINS PER INCH 
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FORECAST: VIOLENT STORMS...BUT 


Reaiock Fence will resist 
the foulest weather 


That’s because Realock is made from top grade steel wire, 
and is completely galvanized, making every foot thoroughly 
resistant to weather and corrosion. Realock Fence is a one- 
time investment that requires minimum maintenance. 
Consider Realock Fence when you want the ultimate in 
protection. For complete information and a free estimate, 
contact the nearest CFI office. a 





MADE IN U.S.A. 

The Colorado Fuel and tron Corporation 
Denver + Oakland «+ New York 
Sales Offices in All Key Cities 

For More Facts Write No. 264 on Information Card—Last Page 
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Pumps like ‘these 
are still around 


_ BUT NOT IN INDUSTRY 


Not because they didn’t serve their specific purpose well (for several 
thousand years), but because industry today requires hundreds of 
different pumps . . . made from a score of different materials . . . to 
accommodate thousands of fluid applications . . . efficiently. 


As applications grow increasingly specialized, more knowledge of 
design, construction, temperature, pressure, capacities, heads, and fluid 
consistencies is required. Only a pump manufacturer long exposed to 
these specialized, constantly changing demands can satisfy modern 
industrial requirements. 


‘Buffalo’ Pumps, with more than 84 years experience, is that kind 
of company. There is a correctly designed ‘Buffalo’ pump for most every 
corrosive, abrasive, temperature, pressure, or lifting application. These 
include special alloy, rubber lined, non-clogging, heat transfer, boiler, 
stock and sewage pumps, the new hermetic leakproof pump, plus a 
variety of other single and multi-stage suction models. 


The resident Buffalo representative nearest you will be glad to rec- 


ommend the correct model, type, and capacity for your application. 
A phone call will do the trick. 


BUFFALO PUMPS DIVISION 


BUFFALO FORGE COMPANY 
Buffalo, New York 
Canada Pumps Ltd., Kitchener, Ontario 


‘Buffalo’ Air Handling Equipment ‘Buffalo’ Machine Tools to drill, 
to move, heat, cool, dehumidify and clean punch, shear, bend, slit, notch and cope 
air and other gases. J for production or plant maintenance. 


\ Squier Machinery to process sugar 
cane, coffee and rice. Special processing 
machinery for chemicals. 
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‘Buffalo’ Centrifugal Pumps to Y 4 
handle most liquids ond slurries under ao ERT a 
variety of conditions. <= 





How to Measure 
Purchasing Activity 
(Continued from page 91) 

served. Then, if the observer isn’t 
quite sure what a person is doing, 
he can simply ask him. With this 
technique, it is possible to meas- 
ure the amount of time being 
spent on non-productive work 
without (providing there has been 
advance preparation) arousing 
employee resentment. 

With such cooperation you can 
design a form that makes a fairly 
detailed listing of duties. The next 
step is to select the times to make 
observations. In many companies, 
observations should be spaced out 
over a year. As work varies sea- 
sonally, a shorter period would 
lead to distorted results. In any 
case, the study should last at least 
a few months in order to even out 
any unusual fluctuations in work 


loads. 


Formulas Predict Accuracy 


The number of observations 
needed for reasonably accurate re- 
sults can be determined statistical- 
ly. Statisticians in your indus- 
trial engineering or your quality 
control department may help to 
determine how many observations 
are needed. They have formulas to 
predict the accuracy you can ex- 
pect after a given number of ob- 
servations. In general, at least 
1,000 different observations are 
needed for a fairly simple study; 
a more complex study requires 
many more. 

Since different jobs are com- 
monly done at different times of 
day, you should space observa- 
tions at random intervals through- 
out the day. Two or three observa- 
tions per hour are typical but a 
company can probably get a bet- 
ter study from the same total 
number of observations by mak- 
ing only one observation per hour. 
Of course, the longer the interval 
between observations, the longer 
it takes to complete the study. 


When to Make Observations 


The times at which you make 
the observations should be select- 
ed by using what statisticians call 
“random numbers.” As the term 
implies, these are numbers scien- 
tifically selected at random (by a 
device resembling that used to 


PURCHASING 





select numbers in a bingo game.) 
A group of random numbers are 
illustrated in this article. 

To see how they are used, let 
us imagine that we intend to make 
two observations per hour. It takes 
four minutes to complete each ob- 
servation so we must select con- 
secutive times that are at least 
four minutes apart. For example, 
if we make one observation at 
9:02 am, we must reject a ran- 
dom number that suggests we 
make the next observation at 9:03 
a.m. 


Reject Certain Times 


Note in the table that the fol- 
lowing numbers appear in the first 
column: 35, 09, 42, 56, 35, 13, 46, 
etc. If we start making observa- 
tions at 9:00 am at the rate of two 
per hour, our random numbers 
would suggest that we make the 
first observation at 9:35. We re- 
ject the second number because it 
suggests that we make an obser- 
vation at 9:09 after having made 
the first observation at 9:35. So 
we make our second observation 
at 9:42. This complete the first 
hour. During the second hour, we 
make observations at 10:35 and 
10:46. (We reject the random 
numbers that suggests we make 
our first second hour observation 
at 10:56 because this wouldn’t 
permit us to make a second obser- 
vation, and we also reject the 
number that suggests an observa- 
tion at 10:13 after having made 
an observation at 10:35.) 


Correlating the Facts 


Usually the observer makes up 
a list of random times well in 
advance of the actual observa- 
tions, which no one who is being 
observed should see. He has a 
separate form, similar to that il- 
lustrated, for each person being 
observed. He makes the observa- 
tion by simply checking what the 
person is doing at the selected 
random time. The checks are then 
added up for each activity and 
percentages calculated. For ex- 
ample, if there were 100 checks 
for “talking on the telephone” 
out of a total of 1000 observa- 
tions, then we could conclude that 
the person spent 10% of his time 
talking on the telephone. Statis- 
ticians go one step further; they 

(Please turn to page 164) 
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Is this the Situation in Your Plant ? 


rd 


a J 


poorly distributed: ¢ 


Hot spots here... cold spots there? Production men can verify that 
uncomfortable employees produce less. 


‘Buffalo’ with the most complete line of heating, cooling, and 
ventilating equipment can supply the required units to handle any 
plant air conditioning problem you may encounter. 


For example, ‘Buffalo’ Breezo-Fan unit heaters for spot heating .. . 
‘Buffalo’ HV&V units for heating larger areas . . . ‘Buffalo’ Propeller 
Fans, and Power Roof Ventilators for large volume ventilation 
(over 250,000 cfm). 


These are but a few of the many applications serviced by Buffalo 
equipment. Next time you are faced with a problem in conditioning 
plant air, call your resident Bufialo representative. He can guarantee 
you the right model and capacity for the job. 


AIR HANDLING DIVISION 


BUFFALO FORGE COMPANY 


Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 


Buffalo’ Air Handling Equipment 
to move, heat, cool, dehumidify and clean 
air and other gases. 


"Buffalo’ Machine Tools to drill, 
punch, shear, bend, slit, notch and cope 
for production or plant maintenance. 


‘Buffalo’ Centrifugal Pumps to Squier Machinery to process sugar 
handle most liquids and slurries under a cane, coffee and rice. Special processing 
variety of conditions. machinery for chemicals. 
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The SLING CHAIN that Talks 
... With the WARNING RING! 


pees. 


The WARNING RING} which is actually 
stronger than the chain itself, acts as 
a joiner link on Campbell SENTRY 
SLINGS. lt tells when sling has been 
overloaded . . . it elongates visibly 
or measurably—before the chain 
itself is damaged! This positive way 
to detect an overload makes sling 
chain inspection much easier. 


New, revolutionary Campbell 
SENTRY SLINGS — fully tested for 
over a year by foundries, steel fabri- 
cators and heavy equipment makers 
—offer important advantages. The 
accompanying SENTRY SLING Check 
Gauge makes inspections simpler— 
the gauge is designed to turn freely, 
when inserted in WARNING RING, if no 
elongation has occurred. (And the 
gauge can also be used for individual 
link elongation checking.) Repair is 
quick and easy, with a new WARNING 


CAMPBELL SENTRY SLINGS 


RING replaced at the factory. Re-test- 
ed and re-certified SENTRY SLINGS 


are then ready for service again. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


@ Safety programs are easier to main- 
tain—the WARNING RING'S built- 
in safety protects men and material! 


Lower repair costs mean savings— 
normally only WARNING RING will 
need repair! 


Immediate evidence of overload 
makes inspection easier—even while 
sling is in use! 
SENTRY SLINGS, available in all 
types, are made from Cam-Alloy 
steel chain only . . . available at no 


extra cost! All carry the Campbell 
Guarantee and Certificate of Test. 


For complete information contact your Campbell distributor or write direct. 


one. 


wn 


% fs 
vray 6» 


a 
tPat. No, 2966878 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Po.; West Burlington, lowa; Union City, Calif. 
WAREHOUSES: Medford, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 





How to Measure 
Purchasing Activity 
(Continued from Page 163) 


can calculate how confident we 
could be in the accuracy of our 
results. Standards or quality con- 
trol engineers can provide the 
formulas needed to make this cal- 
culation. 


Studies for Small Depts. 


If you have personnel trained 
in statistics and in making ob- 
servations, by all means use them. 
If you don’t, don’t give up on 
work sampling as a means of 
boosting purchasing efficiency. 
The three-buyer department dis- 
cussed earlier made its own study 
with no help whatever from the 
standards department. The P. A. 
made a list of random times. 
Every hour he set an alarm to go 
off at the appropriate time. When 
the bell sounded, each of his buy- 
ers and clerks checked the ac- 
tivity he was performing. For- 
tunately, esprit de corps in his 
department was such that he 
didn’t have to worry about not 
getting the truth. Everyone will- 
ingly cooperated. As a result, the 
study helped purchasing do its 
job more efficiently than ever. A 
similar study may do the same 
for you. & END 





NOW AVAILABLE 
Free reprints of important 
advertisements on 


TOP MANAGEMENT and PURCHASING 


A special series of advertisements de- 
signed to impress top management with 
the vital profit-making role of modern 
industrial purchasing has been appear- 
ing in the Wall Street Journal and the 
Harvard Business Review. These edu- 
cational messages, sponsored by Pur- 
chasing Magazine on behalf of the pur- 
chasing profession, are now available 
in reprint form at no charge. Titles of 
the advertisements currently available 
are: “There Is As Much Profit in a 1.7% 
Purchasing Saving As in a 10% 
Sales Increase;” “Profit Making—The 
New Look in Purchasing;” and “Value 
Analysis Purchasing.” For your free cop- 
ies write to: 


Gilbert Victor, Purchasing Magazine 
205 E. 42nd St., New York 17, N.Y. 
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NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


SI DLE 5s 2 EOE 


SPEED, FLOORS, OPERATING CONDITIONS 
DETERMINE CASTER LOAD CAPACITY 





Wheels can give you more 
if you pick them right 


**H99”" with 
‘‘Alcore”’ wheel. 


““Atlasite’’ hard 
tread wheel 
(non-marking). 


Don’t, for in- 
stance, expect a 
rubber-tread 
wheel to carry the 
same load as a 
metal or hard 
tread composition wheel of the same 
size. The rubber tread wheel can be 
counted on to carry about half as much. 

Take the popular Bassick “H99.” 
With a 2” tread semisteel wheel 6” in 
diameter, this caster is load-rated at 750 
pounds per caster. The same caster with 
a Bassick ““Alcore” aluminum cored rub- 
ber tread is load-rated at 410 pounds. 
(Tire & Rim Ass’n Rating, and Caster 
& Floor Truck Mfgs. Ass’n Standard.) 

Then, too, for equal loads on equal 
floor surfaces soft rubber tread wheels 
will be harder to roll and swivel than 
an otherwise equivalent caster with 
steel or hard tread wheel. 

Soft treads do give the advantages of 
increased floor protection and less noise. 
And a hard composition wheel like Bas- 
sick non-marking “Atlasite” can give 
you almost the carrying capacity of steel 
wheels with a great deal more protec- 
tion to floors. 





DID YOU KNOW 


-.. that roller bearings do not increase 
load carrying capacity? But they do give 
easier starting and easier rolling under 
maximum loads. 
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may modify catalog ratings 


When ordering casters from the load 
capacity data given in catalogs, you 
must consider such variables as operat- 
ing speed, condition or type of floor, 
and whether operation is to be manual 
or power pulled. 

All of these may modify the pub- 
lished load ratings given on a caster or 
a certain type of wheel. The catalog 
data can only be an approximation. 


Bassick—with a reputation to maintain 
as the world’s largest caster maker— 
protects customers by making its rat- 
ings conservative. However, you should 
keep in mind the elementary facts on 
this page. In cases of doubt, submit full 
details on loads, operating conditions, 
speed, type of equipment to Bassick and 
ask for recommendations. We will be 
glad to supply them. 





DO YOU NEED A “RACE HORSE” 
OR “BULL ELEPHANT” CASTER? 


Sometimes in caster selection you can 

trade speed for load carrying capacity 
. and vice versa . . . and sometimes 

with judicious planning you can get a 

moderate degree of both speed and 

power. For instance: 
This 10” Series 

“93” caster is a real 

“bull elephant.” On 

static load it can 

stand up safely un- 

der 60,000 pounds. 

At the moderate 

speeds at which it is 

designed to move, 

Bassick rates it at 15,000 pounds. You 

wouldn't expect this caster io do the job 

of a “race horse” properly, and it won't. 
On the other 

hand, here’s a 10” 

Series “TS” caster 

that’s specially de- 

signed for carrying 

power-pulled loads 

at 5 to 10 miles an 

hour—trailer usage 


—high speeds for a caster. Load capac- 





ity under these conditions: 2,500 pounds 
per caster, with semisteel wheels. Bas- 
sick “Floating Hub” casters may be ob- 
tained for even higher speeds. 


FLOOR CONDITIONS 
MAKE A 
BIG DIFFERENCE 


If floors are fairly free from roughness 
and obstacles, you need not worry too 
much about moderate overloads. Bas- 
sick’s conservative ratings allow a sub- 
stantial safety factor. For instance, the 
6” semisteel-wheeled “H99,” though 
rated at 750 pounds, <<>>. 
would safely carry 
1000 pounds if over- 
loaded by a careless 
workman 
However, if op- 
erating conditions 
are rough, use cast- 
ers and wheels rated 
above the maximum loads anticipated. 
In addition, select a wheel large enough 
to ride easily over obstacles (Bassick 
“Floating Hubs” help here, too). The 
larger the wheel the easier it will roll. 





“Floating Hub” 
caster 








SEE YOUR BASSICK DISTRIBUTOR 


. «he can solve most of your caster problems on the spot . . . and he 
stocks Bassick casters for immediate delivery. 











THE 
BASSICK COMPANY 
BRIDGEPORT 5, CONN. 


IN CANADA: 
BELLEVILLE, ONT. 








Excellence 





Bassick 


A-OVISION OF te a 


STEWART-WARNER CORPORATION 
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PPG Chemicals brighten the enchanted world of fashion 


New colors, new textures, new brilliance from the test-tube owe their life and mass 
production to basic chemicals. PPG Chemicals... chlorine, caustic soda, chrome 
chemicals and solvents, for example... are prime materials for processing of tex- 


tiles, metals, paper and glass. Other processing and service industries also find PPG 


Chemical Division the logical choice for tonnage chemica':, made to exacting speci- 


fications and shipped on time by experts in bulk transportation. We’re glad to have 
our customers call on us to help with a problem. May we help you soon, too? 
Pittsburgh Plate Glass Company, Chemical Divi- 


sion, One Gateway Center, Pittsburgh 22, Pa. h 1 ls 
4} chemicals 


Offices in principal cities. In Canada: Standard Chemical Limited. 








THE BIG 
DIFFERENCE 
INA 

BRUSH 

IS THIS 
NAME 

ON A BRUSH 


Metal Finishing Machines. . 


When you buy brushes that carry the 
Osborn name, there’s no guesswork. You 
know the quality is there. Osborn quality 
always pays off . . . jobs are done better, 
quicker, less expensively. 

For over 68 years Osborn has made the 
widest range of fine power, paint and main- 
tenance brushes available anywhere. And 
even at this moment, the search for improved 
products is going on at Osborn to make the 
best even better. For your copy of our new 
catalog — write or call The Osborn Manu- 
facturing Company, Department U-67, 5401 
Hamilton Avenue, Cleveland 14, Ohio. Phone 
ENdicott 1-1900. 





and Finishing Methods 


Power, Paint and Maintenance Brushes + Foundry Production Machinery 
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Illegal Trucking 
(Continued from page 85) 

away with this as long as the 
Interstate Commerce Commission 
can’t prove that both the truck 
and the driver are not provided 
by the same organization, whether 
or not one or more companies 
are involved. The I.C.C. has held 
that it is the intent of the parties 
and not the details of the leasing 
arrangements that determines 
whether or not illegal carriage 
under a pseudo lease agreement 
is involved. 

Of course, it may be perfectly 
legal if we can work out a deal 
where the same truck makes the 
round trip with two different driv- 
ers—one on the outbound jour- 
ney from Knoxville is on my pay- 
roll and the other on the inbound 
journey is on the other manufac- 
turer’s payroll. Perhaps the “two 
different drivers” can really be the 
same person on two payrolls if 
I’m not too squeamish about the 
niceties of the law. The net result 
is that I am unfairly competing 
with the regulated common car- 
riers. 


Congress Is Cracking Down 
These various types of illegal 
carriage are taking such a sizable 
chunk out of the motor carrier 
market that the regulated carriers 
are up in arms. Congress has been 
asked to approve legislation de- 
signed to “get tough with illegal 
carriers and shippers and con- 
signees who use their services.” 
Legitimate private carriers fear 
they will find their operations 
curtailed, and agricultural inter- 
ests are afraid the agricultural 
exemption will be repealed. 
Some shippers are refusing to 
load trucks until they are sure 
the motor carrier can legally per- 
form the service he is offering. 
In any event, the chances are the 
P.A. is being charged the legal 
rate on the vendor’s invoice. He 
should make certain he is receiv- 
ing legal transportation service 
by questioning the carriers who 
deliver his freight to determine if 
they have the operating authority 
to handle his shipments. If they 
do not, the vendor should be made 
aware of the illegal operation and 
the risks inherent in any viola- 
tion of a federal statute. ® END 
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where a fine finish is only dats beginning 























Improve your list of suppliers with 


Conover-Mast Purchasing Directory 


With a good industrial directory you can be certain your company 


is buying from the best suppliers. By checking CMPD you eliminate 
the chance of overlooking important sources of supply. 


CONOVER-MAST PURCHASING DIREcTORY offers great reliability. The 


addition of telephone numbers makes CMPD the most up-to-date buying 
directory published. Telephone numbers give you a convenience 
found in no other general industrial directory. 


Because CMPD lists only products used by industry, you 
find the sources you want quickly and easily. 


Conover-Mast 
Purchasing Directory 


205 East 42nd Street « MUrray Hill 9-3250 «© New York 17, N. Ye 
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is used 


1. First roll - | 


The Steiner 
SEEN Cae 


IS never empty 


The Steiner Tissue-Master two-roll dispenser will 
lower your washroom maintenance costs, and give you 
the convenience of a double supply of tissue. Here are 
the Tissue-Master features that add up to washroom 
economy for you: 

Double supply —The Steiner Tissue-Master holds 
two rolls of soft, quality tissue. Your tissue supply lasts 
longer, and the dispenser will never be empty. When 
the first roll is finished, simply tear off the core and 
the second roll automatically drops into place. 

Less maintenance— The Tissue- Master cuts wash- 
room maintenance time in half as tissue supply lasts 
longer and less maintenance is required. A view slot 


STEINER CONTROLLED ROLL TOWEL DISPENSERS 
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AMERICAN AUTOMATIC 
Semi-Automaiic 


DRI-MASTER 


SERVA-MATIC 
Manual Operation 


Fully Automatic 
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2. Tear off 
core 


tells at a glance when the Tissue-Master needs refilling. 

Quality dispenser—The Tissue-Master is made of 
durable styrene plastic with a clean white finish that 
resists rust and scratches; never needs painting. A flat 
chrome top makes a convenient shelf that isn’t harmed 
by burning cigarettes. Tissue theft is eliminated by a 
sturdy lock. The Tissue-Master is also available in an 
all metal model. 

Complete line—Steiner Company manufactures a 
complete line of quality paper products and controlled 
dispensing cabinets for every washroom need. Write 
today for information on how Steiner products and 
controlled dispensing can save you more money 


STEINER COMPANY 
740 Rush St. ° 


Chicago 11, Ill. 
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What's 


XOMULALURere]mrolerelene 
a laundry tub ? 


This particular tub was molded of 
Fiberglas reinforced plastics using 
the new premix process pioneered 
by AICO. It has an unusually smooth 
finish, is exceptionally strong and is 
unusually low in costs. The new pre- 
mix process opens up many new 
opportunities to use rein- 

forced plastics. Why not , 

see if you can’t capital- \ 
ize on it, too. : 


AMERICAN INSULATOR 


New Freedom, Pa. 
Where tomorrow’s plastics are now being molded 











Are Blanket 


Contracts Legal? 
(Continued from page 83) 


costs and obviate the expense and 
risk of storage in the quantity 
necessary for a commodity hav- 
ing a fluctuating demand. 

“From the seller’s point of 
view requirements contracts may 
make possible a substantial re- 
duction of selling expenses, give 
protection against price fluctua- 
tions and—of particular advan- 
tage to a newcomer to the field 
to whom it is important to know 
what capital expenditures are 
justified—offer the possibility of 
a practicable market. They may 
be useful moreover to a seller 
trying to establish a _ foothold 
against the counterattacks of en- 
trenched competitors. 


Law Isn't Enforced 


This decision was supplement- 
ed with a concurring opinion by 
one of the justices of that court. 
“The full force of the antitrust 
laws has not been felt on our 
economy,” he asserted. “It has 
been deflected. Niggardly inter- 
pretations have robbed those laws 
of much of their efficacy. There 
are exceptions. Price fixing is il- 
egal in itself. The use of patents 
to obtain monopolies on unpat- 
ented articles is condemned. 
Monopoly that has been built as 
a result of unlawful tactics, e.g., 
through practices that are re- 
straints of trade, is broken up. 
But when it comes to monopolies 
built in gentlemanly ways—by 
mergers, purchases of assets and 
the like — the teeth have been 
largely drawn from the Act. 

» END 





FREE REPRINTS AVAILABLE 


Reprints of the section of PURCHAS- 
ING Magazine’s January 2, 1961 issue 
on, “Purchasing: The Problems and the 
Promise”, are now available on request. 
Covered by articles in the reprint are 
such subjects as: “Management's Re- 
sponsibility to Purchasing,” “Purchas- 
ing’s Responsibility to Management,” 
“The Never-Ending Quest for Value,” 
“Purchasing and Sales: Is there a Con- 
flict?,” “What Traffic Means to Pur- 
chasing,” “Are You at a Career Cross- 
road?,” “Purchasing and the Law.” 
Copies of the reprint may be ob- 
ained without charge by writing: Re- 
print Dept., Purchasing Mavazine, 205 
East 42nd St., New York 17, N.Y. 
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Cullman 


Cuilman Distributors are located from 
coast to coast and border to border; there- 
fore you are assured of always getting fast 
service on Cullman power transmission 
products. When you want Sprockets, Roller 
Chains, Flexible Couplings —call on 
Cullman for prompt delivery. 


821 South Santa Fe Avenue, 
om ) 
WAREHOUSES Cleveland 15, Ohio 
AT 205 North 11th Street, 

Tampa 2, Florida 


Distributor! 


Cullman 
Roller Chain Drives 


WRITE TODAY for free 
Cullman literature and other information. 


deiviliaatcla 


~ 
P) 


whe el cow 


1344 Altgeld Street - Chicago 14, Illinois - BUckingham 1-2800 





Washington Report: DSA Will Consolidate Military Buying 


(Continued from page 31) 


QUESTION: Doesn’t the top 
man in a huge and widely rami- 
fied organization such as this 
will be, does he automatically 
have closer surveillance or less? 
I assumed that the man who is 
close to the procurement prob- 
lem in the individual Single 
Manager procurement thing 
would have better knowledge 
than the one wheel that is try- 
ing to generalize. 

MR. GIBSON: Remember the 
top man in the clothing, subsis- 
tence, medical and petroleum 
are the Army, Navy and Air 
Force Secretaries, and they have 
a lot of other things on their 
minds. They are worried about 
training, operational problems. 
This man will be concentrating 
on procurement, distribution, 
and supply. I would think that 
we should expect from him more 
attention to the kinds of things 
that should improve manage- 
ment of this particular opera- 
tion. 

QUESTION: How 
you expect this to be set up and 
how long do you think it will 
take for the new agency to be- 
come fully in command of its 
job? 

MR. VANCE: I think it would 
take approximately 90 days to 
set up the headquarters organi- 
zation. As to the length of time 
which it will take to bring into 
the agency the existing single 
managers, it is hard to estimate. 
I would think it could be done 
in a year or so. With respect to 
electrical and electronics, it is 
estimated it would take approxi- 
mately three years before that 
could be made fully operational 
under the agency. 

QUESTION: Could you go a 
little bit into the actual mechan- 
ics of financing? It says a stock 
fund will be set up to finance 
supplies procured by the new 
agency. Is that a kind of stock 
fund where the DOD will do the 
procuring and the service will 
reimburse the Defense Supply 
Agency ? 

MR. GIBSON: This is one of 
the ways it could be done. 

QUESTION: The actual let- 
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ting of contracts will be by the 
DOD and not by services. 

MR. GIBSON: It will be by 
the Director of the Agency. 

QUESTION: Does any of this 
require legislation? 

MR. VANCE: No legislation 
required. 

QUESTION: Will he have 
some kind of status like indi- 
vidual departments now have 
where you have a single status 
only it is magnified in terias of 
contracting ? 

MR. VANCE: No, he will not 
have the same status as the 
head of a military department. 


Question of Rank 


QUESTION: How will he 
rank in relation to present heads 
of departments? Will he have 
that kind of authority? 

MR. VANCE: If he is a mili- 
tary man, he will have whatever 
is his rank. 

QUESTION: I see. He will be 
head of another agency. 

MR. VANCE: Yes. 

QUESTION: Will he use the 
contracting machinery of the 
services or will there be a sep- 
arate contracting machinery set 
ip? 


MR. GIBSON: The contract- 


ing won’t be done by the Pen- 
tagon. For clothing it will be 
done through the people cur- 
rently doing it. 

QUESTION: Would the Army 
actually be doing the procure- 
ment? 

MR. GIBSON: It will be Army, 
Navy, Air Force people. This 
will be a joint agency. 

QUESTION: Can the Defense 
Department enter into contracts 
as distinct from the three serv- 
ices? 

MR. VANCE: Yes. 

QUESTION: Where are you 
going to set down these 700 to 
1000 people? Where will they 
be physically located? Here in 
the Pentagon or outlying build- 
ings? 

MR. VANCE: No determina- 
tion has been made yet. 

QUESTION: Not even wheth- 
er it will be in Washington? 

MR. VANCE: No, no deter- 
mination has been made. 

QUESTION: Is there a possi- 
bility that you will go to an- 
other city rather than Washing- 
ton? 

MR. VANCE: There has been 
no real consideration given to it 
at this time as to where it would 


be located. & END 
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“Yes, | heard about the Russians getting a man in space.” 
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HOW TO LABEL A SNAKE 


1. Grasp snake firmly behind head. 

2. Peel pressure-sensitive Fab label from backing paper. 
3. Press fabric label in place — it sticks with a touch. 

4. Release snake and suggest he do the same with you. 

Now then. You've just labeled a rough-textured, curved 
surface that moves. It took 2.7 seconds. The label will stay 
on as long as desired, moving and flexing right along with 
the surface it’s adhered to. That’s Fab, an Avery exclusive. 

Hard-bitten manufacturers of carpeting, luggage, rough 
castings, things in pliofilm bags, footwear, rainwear, other- 
wear, and all sorts of hard-to-label products, are stampeding 
to Avery Fab labels. As they do, they make the discovery 
that Fab cuts their labeling costs —as with all pressure- 





sensitive products, Fab is easier to handle; faster to apply. 
If you put labels on curved, flexible, or rough-textured 
surfaces, you'll get along fine with Fab. If you put a label 
on anything, you'll get along fine with Avery... the most 
respected name in pressure-sensitive products. 

For more information on Fab and other Avery pressure- 
sensitive products, phone your nearby Avery office or write 
direct to 1616 S. California Street, Monrovia, California. 


Avery Label Company 
A Division of 
Avery Adhesive Products, inc 


e AVERY LABEL COMPANY 
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Washington Report: DSA Will Consolidate Military Buying 


(Continued from page 31) 


QUESTION: Doesn’t the top 
man in a huge and widely rami- 
fied organization such as this 
will be, does he automatically 
have closer surveillance or less? 
I assumed that the man who is 
close to the procurement prob- 
lem in the individual Single 
Manager procurement thing 
would have better knowledge 
than the one wheel that is try- 
ing to generalize. 

MR. GIBSON: Remember the 
top man in the clothing, subsis- 
tence, medical and petroleum 
are the Army, Navy and Air 
Force Secretaries, and they have 
a lot of other things on their 
minds. They are worried about 
training, operational problems. 
This man will be concentrating 
on procurement, distribution, 
and supply. I would think that 
we should expect from him more 
attention to the kinds of things 
that should improve manage- 
ment of this particular opera- 
tion. 

QUESTION: How 
you expect this to be set up and 
how long do you think it will 
take for the new agency to be- 
come fully in command of its 
job? 

MR. VANCE: I think it would 
take approximately 90 days to 
set up the headquarters organi- 
zation. As to the length of time 
which it will take to bring into 
the agency the existing single 
managers, it is hard to estimate. 
I would think it could be done 
in a year or so. With respect to 
electrical and electronics, it is 
estimated it would take approxi- 
mately three years before that 
could be made fully operational 
under the agency. 

QUESTION: Could you go a 
little bit into the actual mechan- 
ics of financing? It says a stock 
fund will be set up to finance 
supplies procured by the new 
agency. Is that a kind of stock 
fund where the DOD will do the 
procuring and the service will 
reimburse the Defense Supply 
Agency ? 

MR. GIBSON: This is one of 
the ways it could be done. 

QUESTION: The actual let- 
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ting of contracts will be by the 
DOD and not by services. 

MR. GIBSON: It will be by 
the Director of the Agency. 

QUESTION: Does any of this 
require legislation? 

MR. VANCE: No legislation 
required. 

QUESTION: Will he have 
some kind of status like indi- 
vidual departments now have 
where you have a single status 
only it is magnified in terms of 
contracting ? 

MR. VANCE: No, he will not 
have the same status as the 
head of a military department. 


Question of Rank 


QUESTION: How will he 
rank in relation to present heads 
f departments? Will he have 
that kind of authority? 

MR. VANCE: If he is a mili- 
tary man, he will have whatever 
is his rank. 

QUESTION: I see. He will be 
head of another agency. 

MR. VANCE: Yes. 

QUESTION: Will he use the 
contracting machinery of the 
services or will there be a sep- 
arate contracting machinery set 
ip? 


MR. GIBSON: The contract- 


ing won’t be done by the Pen- 
tagon. For clothing it will be 
done through the people cur- 
rently doing it. 

QUESTION: Would the Army 
actually be doing the procure- 
ment? 

MR. GIBSON: It willbe Army, 
Navy, Air Force people. This 
will be a joint agency. 

QUESTION: Can the Defense 
Department enter into contracts 
as distinct from the three serv- 
ices? 

MR. VANCE: Yes. 

QUESTION: Where are you 
going to set down these 700 to 
1000 people? Where will they 
be physically located? Here in 
the Pentagon or outlying build- 
ings? 

MR. VANCE: No determina- 
tion has been made yet. 

QUESTION: Not even wheth- 
er it will be in Washington? 

MR. VANCE: No, no deter- 
mination has been made. 

QUESTION: Is there a possi- 
bility that you will go to an- 
other city rather than Washing- 
ton? 

MR. VANCE: There has been 
no real consideration given to it 
at this time as to where it would 


be located. ®& END 
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HOW TO LABEL A SNAKE 


sensitive products, Fab is easier to handle; faster to apply. 


1. Grasp snake firmly behind head. 

2. Peel pressure-sensitive Fab label from backing paper. 
3. Press fabric label in place — it sticks with a touch. 

4. Release snake and suggest he do the same with you. 

Now then. You've just labeled a rough-textured, curved 
surface that moves. It took 2.7 seconds. The label will stay 
on as long as desired, moving and flexing right along with 
the surface it’s adhered to. That’s Fab, an Avery exclusive. 

Hard-bitten manufacturers of carpeting, luggage, rough 
castings, things in pliofilm bags, footwear, rainwear, other- 
wear, and all sorts of hard-to-label products, are stampeding 
to Avery Fab labels. As they do, they make the discovery 
that Fab cuts their labeling costs —as with all pressure- 
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If you put labels on curved, flexible, or rough-textured 
surfaces, you'll get along fine with Fab. If you put a label 
on anything, you'll get along fine with Avery... the most 
respected name in pressure-sensitive products. 

For more information on Fab and other Avery pressure- 
sensitive products, phone your nearby Avery office or write 
direct to 1616 S. California Street, Monrovia, California. 


Avery Label Company 

A Division of 

Avery Adhesive Products, Inc 
Oise: « 


WERY LABEL COMPANY 


Information Card—Last Page 





Employment Service 








EXPERIENCED BUYER OF 
ELECTRIC SWITCHGEAR 


Independent electronics and 
switchgear manufacturer re- 
quires an experienced buyer 
for switchgear parts. This 
position is with a fast grow- 
ing New England company. 
Top salary and_ standard 
fringe benefits. All applicants 
will receive equal opportunity. 
Write Box 509 











Experience: Six years experience on 
management level with a large pulp & 
paper company as purchasing agent, 
three years as_ storekeeper. Have 
worked six years in all departments of 
a pulp mill. Have set up departments 
in new mill, trained & supervised buy- 
ers & personnel, established purchasing 
methods & procedures. Purchased fab- 
ricated parts, raw materials, hardware, 
mild steel & stainless steel fastenings, 
& electrical fittings. Heavy experience 
in bid analysis & preparation of quota- 
tions. 

Education: B.A. Bus. Admin., course in 
personnel management supervision. 
Resume upon request. 

Will relocate. 

Write: Box 111. 


Experience: 5 years as supervisor and 
officer in charge of an AFB procure- 
ment office responsible for the entire 
functions of that department. Exten- 
sive and varied purchasing experience 
in supplies, services and construction 
contracts. Familiar with governmental 
procurement rules, regulations and 
procedures. 1% yrs. at large aircraft 
plant as purchasing coordinator. 
Education: BBA. in Bus. Admin. 
(management); have almost completed 
Master Degree in business; am im- 
mediately available for employment. 
Will relocate. 


Write: Box 87 


Experience: Ten years diversified ex- 
perience purchasing in aircraft com- 
ponents, ceramics and for builders of 
glass & electronic custom machinery. 
Being ass’t. P.A. responsible for general 
& special reports to management, value 
analysis & establishing procurement 
procedures. Excellent knowledge in- 
ter-departmental & corporate aims. 
Education: B.S. Bus. Admin., 
management, minor social 
Rutgers University. 

Will relocate. Prefer Northern N. J. but 
will consider all others. 

Write: Box 102 


major 
studies, 


176 


Experience: Two years assist. buyer 
medium size purchasing department. 
Fine and coarse papers, corrugate and 
packaging supplies, foils, office supplies 
and forms, and printing purchasing. 
Previous experience in manufacturing 
and sales. Looking for opportunity, 
top salary not essential at present. 
Full resume upon request. 

Education: B.B.A. college major eco- 
nomics and finance. Also courses in 
purchasing and procurement. 

Will relocate. 


Write: Box 98 


Experience: 3% years. purchasing 
supervisor in heavy industry. Re- 
sponsible for V.A. and for negotiation 
and procurement of capital equipment, 
tooling, sub-contracting of machine 
work and plant construction. Ten years 
prior experience in shop supervisory 
position. Am a licensed professional 
engineer. 

Education: B.S. Mech. Eng. 4 yrs. 
LLCS. in Bus. Adm. Completed co. spon- 
sored courses such as metallurgy, pub- 
lic speaking, foremanship training, 
economics, work simplification, etc. 
Will relocate. 


Write: Box 66 


Experience: Over 20-years purchasing 
materials, machinery, electrical equip- 
ment, MRO, office & hospital supplies, 
and consumer hard lines for industries, 
chain stores, and the U. S. Govern- 
ment. Versed in breaking bottle-necks, 
and familiar with procurement under 
Priorities and MIL specs. 

Education: Associate in bus. adm. de- 
gree from Fenn College; Bus. corre- 
spondence course from La Salle Fx- 
tension University; salesmanship 
course at Spencerian College. 

Will relocate. But prefer Greater 
Cleveland or North Eastern Ohio. 
Write: Box 57 





HOW TO APPLY 


There is no charge for this 
service, which is available 
both to purchasing personnel 
seeking employment and to 
employers requiring replace- 
ments or additions to their 
purchasing depts. Please spec- 
ify the form you want—em- 
ployer or applicant. Address 
all correspondence (requests 
for forms, and answers to ad- 
vertisements) to Box No., 
Employment Service, Purch- 
asing Magazine, 205 East 
42nd St., New York 16. 











Experience: 16 years with major steel 
producer including inside sales and 3 
years supervisory. 8 years with A.A.A.1 
structural steel fabricator as P.A. Re- 
sponsible for all purchasing, expedit- 
ing, traffic, and material control for 
structural fabrication and conveyors. 
Desire purchasing or management po- 
sition with progressive organization. 
Education: High School graduate. One 
term of college. 

Will relocate. 

Write: Box 69 


Experience: P.A., all phases of pur- 
chasing administration, value analysis, 
purchasing research, methods, pro- 
grams, forms, inventory controls, de- 
velop sources of supply, expert knowl- 
edge fine & coarse paper, packaging, 
printing, graphic arts material, con- 
tract adm. & negotiation. Experienced 
multi-plant operation seeks growth 
situation. 

Education: College—major—industrial 
purchasing; marketing, management. 
Will relocate. 

Write: Box 70 


Experience: Fourteen years P.A. of 
large manufacturing company, with 
broad industrial, administrative and 
buying experience. Thoroughly ex- 
perienced in purchasing steel, metal 
stampings, screw machine parts, paper, 
forgings, castings, M.R.O. Five years 
prod. control background. Age 40, mar- 
ried. Seeking growth opportunity em- 
bracing wider responsibility. Member 
N.AP.A. 

Education: Two years college, bus. 
admin. Evening course—procurement. 
Will relocate. 

Write: Box 93 


Experience: Diversified purchasing; 
metals, plastic, raw materials, packag- 
ing, industrial plant materials, incl. 
screw machine parts, castings, stamp- 
ings, etc. Printing office supplies, fac- 
tory machinery & tools. Visi-Records 
and Kardex systems. General office 
routine and administration. New prod- 
ucts investigation. Time and distance 
factors of present employment neces- 
sitate seeking new position. 
Education: Courses in executive ac- 
counting and bus. admin. 

Write: Box 86. 


Experience: Two years as quality con- 
trol manager. Two years as ass’t. pro- 
duction control mgr. die casting (zinc), 
buffing, electro plating. Sales experi- 
ence as dist. sales rep. Also aggregate 
plant Sup’t. Age 39. 

Education: Top high school; one year 
mechanical tech school; service schools; 
commercial pilot. (multi-eng.). 

Will Relocate. 

Write: Box 88 
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Were going iromial= 
NATIONAL METAL SHOW 


OCTOBER 23-27 


a 


... because 


we'll get ideas by the 
dozens. We'll get informa- 
tion on how to improve 
production, cut costs... 
stay ahead of competition. 


| want to study the 
new advancements in pro- 
cessing, inspection and 
contro! equipment. All ‘ - : 
under one roof at fabulous dt , ... the spectacular Ma- 
Cobo Hall x a terials Applications Cen- 
. ter will be one of the 
great ‘‘eye-popping’’, 
thought-stimulating ex- 
hibits of the year. 


it’s a real chance to 
exchange views with lead- 
ers in the industry. For 
five days Detroit will be 
the Engineering Capital 
of the world 


everyone will broaden and up-date 
their knowledge of the metalworking 
industry . . . more than 300 educational 
exhibits and more than 200 technical 
papers to SEE and HEAR 


Don’t ‘‘miss the boat’’. Make your reg- 
istration today. Organize a company 
group. For further information contact 
the ADVANCE REGISTRATION MANAGER, 
ASM Headquarters, Metals Park, Ohio 


HOW ABOUT Sees 
YOouU2. «© 


re 


NATIONAL METAL SHOW - DETROIT - COBO HALL - OCT. 23-27 
SPONSORED BY AMERICAN SOCIETY FOR METALS * METALS PARK, O. 


10450-ASM 
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An extra service 


for you! 


Tear out this handy card and use it to mark 


your place as you read this issue. 


Want more information on any equipment. 
materials, services or methods you see 
described or advertised? Just note the num- 
ber at the bottom of the item, and write it 
on the card. Then mail the card—no post- 
age is needed—and you will get the facts 


you want direct from the manufacturers. 
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An extra service 


for youl 


Tear out this handy card and use it to mark 


your place as you read this issue. 


Want more information on any equipment, 
materials, services or methods you see 
described or advertised? Just note the num- 
ber at the bottom of the item, and write it 
on the card. Then mail the card—no post- 
age is needed—and you will get the facts 


you want direct from the manufacturers. 


INFORMATION 


For extra data on any items described or adver- 


tised in this issue, write item numbers below. 


TITLE 


COMPANY 


ADDRESS - 


CITY, ZONE 
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TYLER STAINLESS WIRE CLOTH 
“BREATHES’ AIR INTO BLOOD 


A unique “Heart-Lung” machine is now used to re-circulate blood to patients 
undergoing heart operations. In order 


to 


aerate the blood with oxygen, it is 


cascaded over a series of stainless steel wire 


screens, produced by Tyler. From 
hundreds of types of Tyler wire cloth evaluated, a Ton-Cap weave (No. 538) 
proved to have the best characteristics and is now a world-wide standard for this 
application. Tyler helps you on unusual applications with industry’s broadest 
line of woven wire cloth, 


TYLER CUTS YOUR COST OF SCREENING 


¢ Requirements 
matched from world’s broadest line of wire cloth ¢ 


Fast shipments from the industry's 
largest inventory ¢ Technical service backed by unique Customer Service Laboratory. 


THE W.S. TYLER COMPANY © Cleveland 14, Ohio 


MAN WITH 50,000 SAMPLES 


Tyler field engineers can carry only a 
representative group of wire cloth samples 
—but they are backed by over 50,000 speci 
fications in different types, sizes 
meshes, vler 


world’s broadest line of wire cloth 


metals, 
and designs. T\ produces 
your 
assurance of unbiased recommendations 


and exact matching to your needs 


FILTERS IN SPECIAL METALS 
LICK CORROSIVE PROBLEMS 


Wire cloth is tailor made by Tyler 
variety of special metals - 


aluminum, Monel 


in a 
stainless steel, 
addition to more 
Tyler 
design of all metals 


in 
common materials controls the 


allovs 


processes all its own non-ferrous 


and used in 
weaving 
and many 


stainless steel wire. Complete 


range of fabrications availabl 


TYLER 


OFFICES: Atlanta + Boston + Chicago + Dallas » Los Angeles + New York * Philadelphia + Pittsburgh « Salt Lake 
City * San Francisco * THE W. S. TYLER COMPANY of Canaoa, Limited, St. Catharines, Ontario * OFFICE: Montreal 
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We speak your language: savings! 


These Pi from various manufacturers are typical of the results achieved 
through Olin’s technical assistance—and the use of Olin Aluminum Rod and Bar. 
Olin cold processed Aluminum Rod and Bar is ideal for screw machine products because 
of its uniform structure and fine surface finish. Olin’s Distributor network, coast to 
coast, carries a full range of this stock in a variety of sizes and alloys. These same 
Distributors, or your nearest Olin Aluminum Sales Office, will arrange for Olin’s 
technical and marketing service if you’d like some help. Look in The Yellow Pages. 


«lin 
ALUMINUM 
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